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Inventory Puzzle:|s Rock Bottom Getting Higher? 


Distributors Wail 
At Small Orders, 


Pricing Problems 


Cleveland—lIndustrial distrib- | 
utors from throughout the coun- 
try compared business notes here 
last week with many of their 
suppliers at the American Supply 
& Machinery Manufacturers 
Assn. conference. They empha- 
sized these points: 

@ Despite the signs af a na- 
tional business recovery, distribu- 
tors feel that industrial buyers 
haven't begun to let up on vied 
pressure. ‘The average big c 
pany buyer, they say, is still un- 
der fire. to explain “why” when | 
he doesn’t get rock bottom prices. 

@ Robinson-Patman _ enforce- 
ment is giving jitters to many 
business people who seek clarifi- 
cation of some of the more subtle 
problems that arise in trying to 
adhere to the letter of price-de- 
termination legislation. 

@ Distributors find more P.A.’s 
seeking long-term buying ar- 
rangements, with more of the 
“stockless purchase” variety on 
the way (see P/W, Aug. 7, 61, 
p. 1). 

@P.A.’s are fishing for more 
and better cash discount terms. 
Said one distributor: “We have 
to go along and give whatever 

(Turn to page 75, column 2) 


Electronics Firms Hail 
Air Force Profit Plan 


New York—An Air Force 
procurement proposal to allow 
bigget profits to companies that 
devise better ways to trim costs 
on military contracts caught the 
fancy of manufacturers attend- 
ing the Electronics Industries 
Assn. conference. 

The new policy would allow 
substantial rewards for “extraor- 
dinary performance” and exact 
corresponding penalties when a 
poor job is done. It has been 

(Turn to page 75, column 4) 


Months from Recession Trough 


.-- IN TERMS OF DAYS/SUPPLY 


(Production Materials) 


1958 RECOVERY 


i cece it 


Steel Backtalks Kennedy on Prices, 


But Bets Are They Won t t Raise Em 


Gulf Coast Suppliers 
Rebounding Gee | 


From Carlas Havoc 


Houston — When Setonen |, 


'Carla hit Gulf Coast industry 


last week, major chemical and 


Production shutdowns averaged 


‘around two or three days al- 


though some plants, inundated 
by water, will require a week or 
more to recover. 

Virtually all chemical and re- 
fining plants from Beaumont- 
Port Arthur to Corpus Christi 
lost at least two days. Dow 
Chemical Co.’s vast complex at 
Freeport appeared hardest hit. 
Flooded by 14 feet of water, it 
probably will be crippled until at 
least the middle of next week, 
possibly longer for some portions 
of the facilities. 

Disaster plans devised during 
the past few years helped hold 
industrial damage down, industry 
Officials said. Hurricane damage 
estimates, while higher earlier, 
were pegged at the $100-million- 
plus level. 

Here’s a brief roundup of how 

(Turn to page 76, column 2) 


Purchasing Panorama 


@ P/W Is Unveiling a Brand New Department devoted exclusively 
to Professional Development. This lively section is especially de- 


signed to keep you at the head of 


the professional class with views 


and news of the latest campus activities in the purchasing educa- 
tion field. See the inaugural spread on pages 44 and 45. 


@ Also New This Week—A P/W column by ‘Mr. Purchasing,’ George 


A. Renard. Renard’s initial effort, 


on page 46, is linked to Pro-D, 


and discusses Purchasing’s climb to management status. 


@ New 1962 Fleet Cars Are Wheeling In. ‘Automotive Perspective’ 
on page 64 gives you extensive specifications on the first four of 
20 automobiles P/W will cover, from outside beauty and dimensions 
down to the “innards.” Also see the truck story on page 73. 


@ ‘School for Strategists’ offers new games based on linear pro- 


graming. The situations involve 


arrangements of facts, objects, 


prices and people into an alignment that produces the best results. 


Put on your thinking caps and pit 


wits against experts on page 50. 


Pittsburgh—In answering Presi-| 
dent Kennedy’s steel-price warn- 
ing letter last week, major pro- 


ducers didn't say “yes” and didn’t To Match Auto Contracts 


on customers all around 
i country were betting prices 
won't go up 
petroleum plants buttoned down ve 
| tight and escaped serious damage. © That’s where the steel price 
outlook stood this week, less than 
two weeks from Oct. 
when automatic wage boosts take 
at an industry-estimated 
‘cost of nearly 14¢/hr. 

For some producers, the pros- 
pect of a steel price boost soon, 
on a narrowly selective 
basis, became a dead issue when 
Kennedy posted his Sept. 6 
warning letter. But for others, it 
still hasn’t quelled hopes that 
some mills will give it a try and 
that the idea will catch on. 


” Trey didn’t even say 
Put key industry offi- 


er’s economic gains, 
t at : ¥; 
he date after weeks 


distinct 


Clean-Up Payoff 
Philadelphia—Cleaning up 


much as 15% to their resale 
value, city property officials 


The city received bids of 
about $231 per car when it 
put a fleet of 36 vehicles up 
for sale recently. The bids 
were rejected as too low, and 
a crew of teen-agers—mainly 
from underprivileged neigh- 
borhoods—went to work at 
60¢/hr. to clean the cars. 

The fleet finally was sold for 
a total of $9,526—or about 
$33 more per unit than the 
original bids. 


16th annual 
ment-automation conference and 
exhibit last week. 

Demands of the small user, as 
process cus- 
tomer, came in for considerable 
attention. 

“The small user requires reli- 

(Turn to page 4, column 5) 


America’s 


Other Unions Crank Up 


(Editor’s Note: In the following dis- 
patch, McGraw-Hill’s Washington La- 
bor Editor, Alan Adams, analyzes the 
probable effect of the Detroit auto- 
motive contracts on prices and subse- 
at least until next quent labor-management 
in other industries.) 


bargaining 


Washington — Walter Reuth- 
fashioned 
assembly-line 
bargaining in Detroit, provide the 
basis for s 
agreement with so many innova- 
tions that it may affect industry 
| negotiations for a long time. 

Even with some major con- 

(Turn to page 


auto 


4, column 4) 


ISA Plugs Standards 


Los Angeles—A new push for 
“don’t vou bet on it.” one | More reliability standards in au- 
source said. Another ad- tomated instrumentation got mov- 
“It will certainly require a Mg at the Instrument Society of 
great deal of courage on the part 
steel companies to raise 
* Another conceded, how- | 
that he still wouldn’t be 
surprised to see some selective 
changes on big tonnage items, but 
“no across-the-board rise is pos- 
sible now.” 

Others saw the domestic and 
import competitive situations as 

(Turn to page 76, column 1) 


instru- 


Purchasing Week’s 


Purchasing Perspective 


Forecasters See Stocks 
On the Rise, But P.A.'s 
Still Hold Tight Reins 


New York—A new outburst 
of inventory forecasts, asserts 
sharp increases are due in the 
fourth quarter and early 1962. 
But inventories, as purchasing 
agents know them, nevertheless 
still are being held under strict 
control. 

The facts are that with the 
continuing pinch on profits, the 
prospect of relatively steady 
prices, and generally ample sup- 


| plies, industrial buyers contend 
| they still don’t need—nor can 


#\ they afford—to rush pell mell 
into a major purchasing spree 
not geared closely to production 
needs. 

The chart (left) provides the 
nl clue as to how purchasing 
agents are thinking—and buying. 
At the latest report, days’ sup- 
ply of production § materials 
(ratio of production material in- 
ventories to sales) still was some 
13% below the comparable pe- 
riod of the 1958 post-recession 
pickup. 

More significant, P.A.’s have 
maintained this gap throughout 
six months of solid recovery in 
1961. And that’s a pretty firm 
indication that P.A.’s mean what 
they say when they report little 
change from the tight inventory 
policy that was invoked last 
year—i.e. operating with lowest 
possible levels in tune with sales 
expectations, production needs, 
and delivery schedules. 

But if you’re confused by ap- 
parently contradictory forecasts 


that don’t jibe with the facts as 


you know them, there’s a legiti- 
mate reason for it. The trouble 
lies in the definition of the word 
“inventories” and how the term 
is used by government and other 
top-level industry and consult- 
ing economists. 

Define inventories as the sum 
total of stocks in the economy 
(wholesale, retail and factory), 
and they are most assuredly ris- 
ing. But define them more nar- 

(Turn to page 75, column 1) 


your used fleet cars can add as M ost economists and business analysts—including those who 
guessed wrong, and those who didn’t, on the 1960 “boom” 
—now seem to have settled on some standard figures that measure 
the future as they see it over the next six to nine months. They 
sight nothing but record-busting performance ahead—with only 
reasonable price pressures—provided excessive wage increases 
and panic buying, both consumer and industrial, can be avoided. 
To standardize the predictions: most analysts have picked an 
optimistic gross national product rate of about $565-billion as the 
most likely peak for next June. 
the current rate of economic activity. And along with this, of 
course, goes the prediction that industrial output as measured by 
the FRB’s production index will reach 123 (1957 = 100), com- 
pared to last month’s 113. 
Here’s some of the reasoning behind these expectations: 
(Turn to page 75, column 4) 


That’s a full $38-billion over 


Purchasing Week Industrial Materials Price Barometer 


Week 
Ago 


93.1 


Year 
Ago 
93.7 


Latest 
Week 


93.1 


This index, based on 17 basic materials, was especially 
designed by the McGraw-Hill Department of Economics. 


= | 
Year ago 


| 


Fuming Metal Scrap 


(Based on 17 Basic 
Materials ) 


January 1957=100 


80 
1957 


JEMAMJJASONESFMAMJJASON 


This Week’s Commodity Prices 


JFMAMJJASON SUFMAMJJASO 


METALS 

Pig iron, Bessemer Pitts., gross ton 

Pig iron, basic, valley, gross ton 

Steel, billets, Pitts., net ton 

Steel, structural shapes, Pitts., cwt 

Steel, structural shapes, Los Angeles, cwt 
Steel, bars, del., Phila., cwt 

Steel, bars, Pitts., cwt 

Steel, plates, Chicago, cwt 


Aluminum, pig, |b 

Secondary aluminum, #380 Ib 

Copper, electrolytic, wire bars, refinery, Ib 
Brass, yellow, (sheet) Ib 


Lead, common, N.Y., Ib 

Nickel, electrolytic, producers, lb 
Tin, Straits, N.Y., Ib 

Zinc, Prime West, East St. Louis, Ib 


FUELS 

Fuel oil #6 or Bunker C, Gulf, bbl 

Fuel oil #6 or Bunker C, N.Y., barge, bbl 

Heavy fuel, PS 400, Los Angeles, rack, bbl 

Lp-Gas, Propane, Okla., tank cars, gal. (incl. discount). 


Gasoline, 92 oct. reg., Chicago, tank car, gal 
Gasoline, 84 oct. reg., Los Angeles, rack, gal 
Kerosene, Gulf, Cargoes, gal 

Heating oil #2, Chicago, bulk, gal 


CHEMICALS 

Ammonia, anhydros, refrigeration, tanks, ton 
Benzene, petroleum, tanks, Houston, gal 
Caustic soda, 76% solid, drums, carlots, cwt 
Coconut oil, inedible, crude, tanks, N.Y. Ib 
Glycerine, synthetic, tanks, Ib 


Linseed oil, raw, in drums, carlots, Ib 
Phthalic anhydride, tanks, lb 


Rosin, W.G. grade, carlots, fob N.Y. cwt 
Shellac, T.N., N.Y. Ib 


PAPER 

— paper, A grade, Eng finish, Untrimmed, carlots, 
cwt. 

Bond paper, #1 sulfite, water marked, 20-lb, 16-carton 
lots, cwt. 

Chipboard, del. N.Y., carlots, ton 

Wrapping paper, std. Kraft, basis wt. 50 Ib rolls 

Gummed sealing tape, #2, 60 lb basis, 600 ft. bundle. . 


BUILDING MATERIALS 

Cement, Portland, bulk carlots, fob New Orleans, bbl. . 
Cement, Portland, bulk carlots, fob N.Y., bbl 

Southern pine, 2x4, s4s, trucklots, fob N.Y., mftbm.... 
Douglas fir, 2x4, s4s, carlots, fob Chicago, mftbm 
Spruce, 2x4, s4s, carlots, fob Toronto, mftbm 

Fir plywood, 4” AD, 4x8, dealer, crid, fob mill, msf. . 


TEXTILES 


(Price sources include: Coal Age, E&MJ Metal ; 
Platts Oilgram Price Service.) - 
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Offsets Tin Weakness. 
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Purchasing Week’s 


Price Perspective 


Ago Change 
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NVENTORY CURB—Sky-high carrying charges are one of the major 

factors behind management’s continuing campaign to trim P.A. inventory 
levels. 

One top business economist calculates that higher interest rates, coupled 
with a substantially higher price level, have more than doubled the interest 
charges for carrying a given volume of goods over the past decade. 

He notes, “The average interest rate, is up from 2.7% in 1950 to 5%— 
an 82% increase. And average prices are up about 22% over the 1950 
level. Multiply these two factors together and you get a pretty good idea how 
sharply carrying charges have gone up.” 

He gives this example: A product with a unit price of $1.00 in 1950 could 
be carried in stock for a full year for 2.7¢ (at the prevailing interest rate of 
2.7%. Today that same product costs $1.22, and with the interest rate at 
5%, it would cost you 6.1¢ ($1.22 x .05) to carry the product for a year. 

That’s an increase in carrying costs of about 125%. 


UP IN THE AIR—Outcome of new Tin Council meeting and U.S. pro- 
posals to release a substantial tonnage of its stockpiled metal is keeping the 
tin pot boiling. 

Prices slumped sharply on news that the General Services Administration 
(GSA) wanted authorization to dispose of 50,000 tons of surplus metal with 
an immediate okay to sell 10,000 tons. As of late last week prices were 
down to $1.21/lb.—more than 4¢ under the high water mark of the previous 
week. 

Relief also was provided to buyers of tin salts—where lower tin tags 
pushed down salt prices as much as 3¢/lb.—after a series of almost uninter- 
rupted rises over the past month. 

The GSA proposal is bringing a flurry of protests from tin producing coun- 
tries that fear it might precipitate a sharp general fall in tin. Nations like 
Malaya are vitally interested in keeping prices up since a substantial part of 
their over-all revenues come from sale of the metal. 

It’s also stirring up metal producers in this country. They fear stockpile 
release could set a precedent for indirect price control—with Uncle Sam 
standing by to release huge stocks of aluminum, copper, lead, and zinc when- 
ever prices seem to be getting out of hand. 


A NEW PATTERN—Copper price stability during the recent wave of 
strikes marks a sharp departure from past experience. 

It used to be that a work stoppage of this magnitude (some 60,000-65,000 
tons of production were lost) would be enough to set off a sharp price spiral. 

This time around, the price held steady at 31¢/lb.—even in face of sharp 
pickup in copper usage. The reasons, according to metal experts, can be 
traced to three basic factors: 


@ Buyers, in line with a continuation of their generally tight inventory 
policies (see story p. 1), refused to panic. 


@ Producers, feeling increased inroads into their traditional markets by 
other metals, are particularly sensitive to criticism about price gouging. 


@ World capacity is more than ample to meet foreseeable needs, leading 
to the feeling that any supply shortage would be shortlived. In fact there 
are already signs that much of a blueprinted increase in Chilean copper will 
find its way into U.S. markets before year-end. 

This latter supply factor, coupled with the announcement that Phelps 
Dodge is upping production by some 10%, should keep copper at 31¢/lb.— 
give or take a penny or two—for the rest of the year. 
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Domestic Copper Producers Raising 
Wholesale Tags on Sheet, Roll, Strip 


New York—Domestic _ pro- 
ducers, following the pattern set 
by importers, are raising whole- 
sale distributor tags on sheet roll 
and strip copper by : % ¢/\b. 

rhe increases cover the stand- 
ard stock prices of 16, 20, 24, 
and 30 oz. sheet, roll and strip— 
with the 16 oz., 20-in. width 
sheet copper, in lots of 2,000 Ib. 
and over, going for 4834 ¢/Ib. 


Had Been Anticipated 


The boost in these products 
(used chiefly in roofing) had been 
anticipated for some time. That’s 
because importers usually set the 
price tone in this area—and they 
boosted tags about 7/10¢ 
Two weeks ago following an in- 
crease in refined copper by one 
big African producer. 

This closeness in import and 
domestic prices is a measure of 
the competition that has been 


Olin Mathieson Posts 
$10/Ton Price Boosts 
On Kraft Grade Paper 


New York—Paper prices con- 
tinue to edge up, with the packag- 
ing division of Olin Mathieson 
announcing increases of $10/ton 
in kraft shipping sack papers and 
asphalting kraft grades. 

Shipping sack paper is used 
primarily in multiwall sacks. And 
asphalting paper is the key ma- 
terial in moisture-proof bags. 

The new increase is the second 
major kraft advance in two weeks. 
Earlier in September St. Regis 
raised tags in both bleached and 
unbleached kraft paper by $10/ 
ton. 


No Bandwagon Push 


Other producers of kraft and 
kraft products aren’t jumping on 
the bandwagon right now. But 
they’ve indicated that they will 
go along if demand continues to 
improve. 

Another factor making for 
boosts is the growing cost-price 
— that many producers now 
face. M. H. Collet, of Olin Math- 
ieson, for example, noted that the 
boost “is necessary to recover a 
portion of the substantial in- 
creases in labor and other costs 
that have occurred in recent 
years.” 

The new $10/ton increases in 
kraft still leaves prices below be- 
ginning-of-year levels. Price cuts 
of $20/ton on kraft were made 
last April. 


Price Briefs 


Polypropylene resins — Enjay 
Chemical Co. posted a 4¢/Ib. 
reduction on two long-term, 
heat-aging polypropylene grades. 
The new price is 42¢/lb. for 
Escon 125 and Escon 522 in 
20,000 Ib. lots. Competition 
forced the cut. 


Sodium perborate DuPont 
is boosting tags on this bleaching 
agent 42¢/lb. The new price, 
effective Oct. 1, is 13.7¢/lb. in 
quantities of 22,000 Ib. and over. 


Rayon staple — Courtaulds 
raised the price of white rayon 
staple 1¢/lb, pushing the going 
price to 27¢/lb. irrespective of 
denier, length, or luster. Better 
demand sparked the rise. 
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moved closely 


tributors say 


Year % Yrly 


This Week’s Scrap Prices 

Sept. Sept. 

13 6 

betwee »se alternate Steel, #1 hv, divd Pitt, ton.............. 38.00 38.00 

= + eo on rw e WI Steel, #1 hv, divd Clev, ton.............. 37.00 36.00 
sources of supply. American mills Steel, #1 hv, divd Chic, ton... .. ... 40.00 40.00 
to come down to Copper, #1 wire, dir buy, fob NY, bb. etd 25 25 

foreign levels early this year, and Copper (hv) & wire mix, dir buy, fob NY, Ib. 23 23 

: g ) p : 

since then the two prices have | 8ress, light, dir buy, fob NY, Ib.......... 125125 
together Brass, hv yellow mix, dir buy, fob NY, Ib. . 15 15 

eetner. P Alum (cast), mixed, dir buy, fob NY, Ib... . 10 10 
Industry copper and brass dis- Alum (sheet), old clean, dir buy, fob NY, ‘bb. 095 095 
they will be only Zinc, old, dir buy, fob NY, Ib.......... 03 03 

slightly affected by the new in- ore soft or hard, dir ya) > NY, Ib.... 07 07 
. Tha AR ‘ 9 ubber, mix auto tires, div ron, ton.... 11.00 11.00 

rhey aoe oo these Rubber, synth butyl tubes, East, divd, Ib... .068 .068 

— = on a Paper, old corrug box, dir, Chic, ton...... 19.00 19.00 

schedule—and usu- Paper, #1 mixed, dir, NY, ton........... 1.00 1.00 

direct to roofing con- Polyethylene, clear, dir, NY, Ib........... 05 05 


Ago Change 
30.00 +267 
32.00 +156 
31.00 +129 

23 + 87 

2 10.0 

MW 4136 

125 +20.0 

10 0 

095 0 

035 —143 

083 —15.7 
11.00 ) 

07 — 29 
18.00 + 5.6 

1.00 0 

10 50.0 


Gates Hose moves mountains... 
keeps production going in industrial plants 


Wherever hose is used, on con- 
struction projects or in industrial 
plants, you find Gates Hose giving 
Outstanding service. Gates makes 
a hose for every industrial applica- 
tion—air hose, water hose, steam 


industrial hose in a full range of 
sizes. All are dependable, top- 
quality products of Gates contin- 
uing program of Specialized 
Research. 


You get fast delivery from local stocks. 
The hundreds of Gates Distribu- 
tors, located in all parts of the 
country and throughout the world, 
have large stocks of hose on hand, 
backed by Gates servicing ware- 
houses in every major industrial 
center. 

This means that you always 
get quick delivery of Gates Indus- 
trial Hose from a local source. 


Call your nearby Gates Distributor 
when you need hose of any kind, for any purpose. 


The Gates Rubber Company, venver, Colorado er 21a 


Gates Industrial Hose 


Purchasing Week 


Universal Oil Reduces 


Price of Gas Inhibitors 


Des Plaines, Ill. — Universal 
Oil Products Co. cut prices 
10¢/lb. on two gasoline inhibi- 
tors, UOP No. 5 and No. 5-s, 
used to prevent gum formation 
in gasoline and stabilize tetra- 
ehty! lead. 

New delivered prices east of 
the Mississippi: $1.01/lb. for 
less-than-truckload quantities, 
$1 /lb. for truckload. West Coast: 
$1.05/lb., LTL; $1.03/1b., TL. 
Other areas west of Mississippi: 
$1.025/lb., LTL, $1.01 /Ib., TL. 
All quotations are from drum 
lots. 


GATES 18HB 
PREMIUM QUALITY 
AIR DRILL HOSE 


is used on most major 
construction projects. 
Highly resistant to 
abrasion, it is also 
flexible and easy 

to handle. It gives 
exceptional per- 
formance and long 
service on all light 
and heavy duty air 
drill applications 
under the most 
severe conditions. 


A Gates Hose for any 
industrial need is quickly 
available from your 
nearby Gates Distributor 


Washington — Business plans 
for buying new plant and equip- 
ment—a key factor in the busi- 
ness outlook—indicate a rising 
trend for the rest of the year. If 
businessmen buy as much capital 
goods as they say they intend to, 
purchases will be running at a 
rate 7% higher by the end of the 


year than they were in mid- 
summer. 
That’s the word from the 


Securities and Exchange Com- 
mission and the Commerce Dept. 
in a report last week on their 
survey of business firms of all 
kinds in late July and early Aug- 
ust. 


Tempered Trend 


The upward trend is tempered 
somewhat by the fact that the 
total spending now expected for 
1961 is $34.5-billion—the same 
total forecast by surveys taken 
earlier in the year and 5% less 
than was spent last year. Business 
spending during the first half was 
lower than the amount business- 
men had said they expected to 
spend; purchases were deferred 
from the first half to the second. 

In a different survey, National 
Industrial Conference Board also 
reported that spending by manu- 
facturers went down in the sec- 
ond quarter. But NICB found 
a 25% jump in “appropriations” 
for capital goods by durable 
goods producers (appropriation 
being defined as funds earmarked 
for actual spending sometime 
over the following 9 to 12 
months). The Conference Board 
finds a strong hint that manufac- 
turers’ actual spending for the 
remainder of the year will con- 
tinue to decline, as was also indi- 
cated by the government’s survey. 
What the NICB survey may be 
doing is confirming guesses that 
larger spending is being readied 
for the first half of next year. 

Many large firms reported their 
plans after the President’s July 
25. speech that ordered in- 
creased government spending to 
meet the Berlin crisis. But the 
figures show no evidence one way 
or the other of changed business 
spending policies. 

Commerce experts guess that 
any stimulation from the Berlin 
mobilization will show up next 
year, as the result of decisions 
boards of directors make in their 
fall meetings. 


Report Highlights 


Some of the highlights of the | 


SEC-Commerce report: 

@ Manufacturers expect 
spend 5% less than in 1960, and 
have been lowering their sights 


to | 


A Pw inpicaToR: CAPITAL OUTLAYS 


This is the measure of what nation’s top executives say they will spend | 


on capital expansion and modernization. Trends here hove a strong 
bearing on future business outlook because copital outlays are a major 


source of demand 


Seabee 


SLOW RISE will push fourth quarter outlays some 7% above spring 
lows. All major groups except railroads report increases over the early 
part of the year, with the sharpest ones (ranging from 8%-13%) 
indicated for soft good manufacturers, commercial firms and utilities. 


a notch as the year has gone 
along. Nondurable goods makers 
have held their spending targets 
to those they planned earlier, but 
durable goods producers dropped 
their spending plans. 

@ Sharpest increases from the 
recession lows of the second 
quarter of this year—boosts of 
8% to 13%—are being antici- 
pated by nondurable goods 


makers, commercial firms, and 
public utilities. 

@ Industries scheduling de- 
clines in their buying of plant and 
equipment for the rest of the 
year include iron and steel; autos; 
stone, clay, and glass. On the up- 
trend are chemical companies, 
petroleum, and other nondurable 
producers, except for textiles, 
paper, and rubber. 


Still Seeking ‘Right Price, GSA Tries 
Again to Sell Some of Its Texas Tin 


Washington—General Services 
Administration will try again to 
sell more stockpiled tin this 
month. The announcement fol- 


Reynolds Vulcanizes 


Rubber and Aluminum, 
Sells Combo in Rolls 


Richmond, Va. — Reynolds 
Metals Co. has developed a coat- 
ing that permits aluminum sheet 
and foil to be permanently vul- 
canized onto rubber, making the 
aluminum an integral part. 

The company’s Packaging Re- 
search Div. perfected the coating 
which offers applications for 
flexible, aluminum-covered pipe 
and tubing, tenting, and tar- 
paulins. Aluminum tire cords 
‘for longer wear also have been 
mentioned. 

As a possibility for decorative 
‘finishes, color, printing, or em- 
bossing can be applied to the 
iexposed aluminum surface. 
| Reynolds applies the coating 
‘and ships the aluminum in roll 
‘form to customers. 
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Latest Week Year 
Week Ago Ago 
2,030 2,020* 1,483 
89,786 95,332" 52,014 
21,172 23,250" 13,474 
8,437 8.564 8,271 
13,654 13,768 12,943 
5,796 5.660 6,250 
30,272 30,648 30,004 
% 85.0 86.3 84.5 
135,379 176,993 117,103 
75,885 98,600 74,406 
90.3 91.4 90.1 
224,761 226,026 216,998 
1,368 1,349* 1.305 
15,838 16,214 14,216 
o23.3 268.9 423.3 


lowed an across the board rejec- 
tion by GSA of all bids made on 
the 1,000-ton Longhorn tin offer- 
ing scheduled for Sept 12. 

The new offer is for 817 tons 
with bids to be received at 11 
a.m. Sept. 26. This tin is from 
the same, nonstrategic, Longhorn 
stockpile and is broken down into 
small lots of three grades. There 
will be 70 ten-ton lots of Grade 
A, 10 ten-ton lots of Grade B, 
and one Grade C lot of 17 tons. 

Some 16 bids were made for 
the 1,000-ton batch previously 
scheduled for sale and GSA 
said all were turned down because 
of “low price.” Some govern- 
ment sources believe that GSA’s 
request last week for Congress to 
release 50,000 tons of pig tin 
from the strategic stockpile made 
tin prices dip for the moment— 
and buyers, reacting to the dip, 
shaved their bid prices at the last 
minute. 

The Administration is trying to 
get Congress to act on the 50,000 
tons of strategic stockpile tin be- 
fore the Congressional session 
closes later this month. GSA has 
also asked Congress to waive the 
normal six-month waiting period 
between the release date for a 
strategic stockpiled item and the 
first possible sales date. This 
waiver, however, was requested 
for only 10,000 tons of the 50,- 
000-ton lot. 

The request was prompted by 
the good price for tin and the 
fact that the U.S. wants to send a 
negotiation team to the upcoming 
International Tin Council meet- 
ing in London. One of the main 
stumbling blocks for U.S. entry 
into any international tin agree- 
ment is in the generally high price. 
Making amounts of stockpiled 
tin available over the next two 
or three years would be a method 
of keeping the price in line for 
U.S. tin agreement entry, gov- 
ernment sources maintain. 
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Capital Equipment Buying Heads for 7% Boost| Labor Analysts See Reuther Gains 
As Goal in Other Union Bargaining 


(Continued from page 1) 
tracts still unsigned last week, 
labor strategists in other unions 
already had begun examining the 
‘economic aspects of the auto 
| Pacts to see what might be ap- 
plicable to workers in other in- 
|dustries. There’s enough to ap- 
peal to almost everyone. 

Between the _ profit-sharing 
cena of the United Auto 
|Workers and American Motors 
ICo. to the extra-pay benefits for 
short work weeks at General 
Motors Corp., there is significant 
new territory for labor unions to 
seek to conquer. The new bat- 
tles will start in earnest in 1962, 
when the United Steelworkers 
meet head on with the major 
steel producers. 


Intiationless Increases 

What makes Reuther’s auto 
contracts doubly notable is that 
they were achieved at a cost that 
makes questionable the neces- 
sity of a price rise in the industry. 
In actual terms, the three-year 
agreements are appraised at less 
than 35¢/hr., significantly un- 
der the steel settlement arrived at 
following the 116-day strike of 
1959-60. 

Thus, if the price line holds in 
Detroit, the auto worker con- 
tract provisions will be cited by 
union Officials as legitimate tar- 
gets that fit President Kennedy’s 
directive for “moderate” 
ments that do not trigger new in- 
flationary movements. 

Actually, the strict wage gains 
are about what the auto workers 
have received for the past three 
years—6¢/hr. or 242% of an 
employee’s wage rate, whichever 
is higher. The additional costs 
are in the fringes, in better hos- 
pital and medical care benefits, 
in improved unemployment in- 
surance and higher disability 
and retirement benefits. 

But the real coup is the Gen- 
eral Motors commitment to make 
up part of the pay for employees 
who do not work a full 40 hour 
week. While the AMC profit- 
sharing plan is significant in 
adding a new gimmick in the auto 
industry, it isn’t one that other 
unions will work universally to 
promote. They are more inter- 
ested in maintaining fatter pay- 
checks for employees who are 
hit by economic fluctuations and 
the job threats caused by auto- 
mation. 


Make-Up Pay 

What General Motors agreed 
to do is provide make-up pay 
for employees who work less 
than 40 hours a week. For a 
workweek scheduled at less than 
this, the employees will receive 
65% of regular pay for each hour 
under 40. In the case of un- 
scheduled short workweeks, they 
will receive half pay for hours 
under 40. 

The funds to pay for unworked 
hours come from GM’s supple- 
mentary unemployment — fund, 
supported by the company at 5¢ 
per man-hour worked. This fund 
actually had a cushion of untap- 
ped money exceeding the supple- 
mentary unemployment benefits 
paid to laid-off workers. Gen- 
eral Motors, however, must now 
resume making the 5¢/man-hour 
payments. 

In broad terms, this provision 
goes a long way towards putting 
the wage earner on the same 


settle- | 


year-round pay basis that now 
applies mostly to salaried em- 
ployees. This has been a Reuther 
goal and one that other union 
leaders will strive to match. 
Matching the Reuther-devised 
contract innovations is easier 
to talk about than achieve, other 
labor officials willingly admit. 
Future negotiations, as in the 
past, still will emphasize wage 
gains, and here the auto workers’ 
chief hasn’t helped them much. 
And, in other cases, labor of- 
ficials also will devise their own 
formulas for job security. 


Instrument Makers Seek 
Progress in Standards 
At Los Angeles Parley 


(Continued from page 1) 
able performance under condi- 
tions of negligible service,” A. W. 
Beck, vice president of Robert- 
shaw-Fulton Controls, told fel- 
low manufacturers. “While he 
will continue to employ more 
complex instruments and control 
networks, he will probably not, 
|and economically cannot, enter- 


‘tain more instrument mainte- 
nance.” 
Solution to the small user’s 


problem may be simplification 
and ruggedization, Beck pointed 
out. 

At the same time, process cus- 

|tomers are making more complex 
‘demands for reliable data, he 
asserted. “They are demand- 
ing reliability against expensive 
shut-downs and variations in per- 
formance,” he said. “They no 
longer will be able to accept con- 
ventional fail-safe approaches, 
but rather will require instrument 
verification, during the control 
cycle, to warn against pending 
malfunction. 

“Fortunately,” he added, “this 
market can afford the cost that 
will be incurred by these new 
reliability requirements.” 


Although the trend toward 
more electronic instrumentation 
continues strong, one exhibitor 


commented that “many industries 
look with suspicion upon ‘elec- 
‘tronic black boxes’ that are being 
submitted to replace mechanical 
controls.” 

Acceptance of the “mysterious 
black box electronic control pack- 
age” in the next decade, he said, 
will depend on efforts of manu- 
'facturers and designers to show 
the potential user the reliability 
and versatility of their applica- 
tions. 

New equipment on exhibition 
also stressed broadening applica- 
tions. 


Packaging Institute Sets 
Container Study Group 


New York—A Plastics Com- 
mittee has been formed as part 
of the Packaging Institute. Its 
first job will be to study con- 
tainer standardization, nomen- 
clature, and manufacturing proc- 
esses. 

Molded and formed contain- 
ers will receive chief attention. 
The committee will concentrate 
on the area of blow molding and 
pressure and vacuum forming, 
with little activity in the area 
of extrusion processes. 
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PURCHASING AGENTS... 


Plenty ...in any currency. [hat’s why purchasing agents are using Emery Air Freight to maintain 


¥ pak ae P : , , ‘ : ; a 
hot list” parts and materials in adequate supply while keeping inventories at a cost-saving .mini- 


mum. Emery gives same day or overnight delivery anywhere in the nation. Emery now enables 
you to go far and wide for new suppliers, to shop for the best at minimum cost. Plan now to: take 
advantage of the speed and reliability of Emery by specifying “Ship Emery Air” on shipments from 
your vendors. To find out how much faster Emery can deliver your purchase order from anywhere 
in the country, call your local Emery man, or write... 


Fo MS 


EVERY AIR FREIGHT 


801 Second Avenue, New York 17, New York 


Offices in all principal cities. 
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Washington Perspective 


1h pgp outlook forecasts by Kennedy Administration officials 

are getting rosier and rosier. In fact, according to latest 
estimates by Treasury Secy. Douglas Dillon, one of the Admin- 
istration’s major domestic problems 
solved a year from now. 


unemployment—will be 


What Dillon sees for the economy is this: Gross national 
product will hit an annual rate of about $565-billion in the second 
quarter of next year, up from the $501-billion of the first quarter 
of 1961. This is a more optimistic appraisal of the situation than 
he has hitherto given. If the anticipated rate of growth mate- 
rializes, he says, unemployment should fall to 6% or less (from 
the present 6.9%) by Christmas and possibly to 5% by the 
middle of 1962. 


— 


Dillon predicts: “A year from now, if all goes well, unemploy- 
ment should be gradually approaching 4.5% ... on its way to 
the 4% level presently considered to be reasonably full employ- 
ment.” 

rf * * 


Latest employment-unemployment figures don’t exactly sup- 
port Dillon’s optimism. Labor Secy. Arthur Goldberg reports 
that the job situation continued to improve during August. But 
also unemployment remained high. Over-all unemployment 
has remained at 6.9% of the total labor force for the past nine 
months. 

Long-term unemployment (those out of work for 15 weeks or 
longer) represents a particularly severe headache to the Admin- 
istration. The total in August was 1.4-million. Among the long- 
term unemployed are about 900,000 persons who have been out 
of work for more than six months. From a political point of 
view, Dillon had better be right, or Democrats may take an ear- 
beating from labor in next year’s Congressional campaigns. 


3% inch 1.D. Anaconda flexible metal hose lines are shown here transferring liquid oxygen to Army missile. Brazed metal hose-to- 
fitting connections are made with Handy & Harman brazing alloys. 
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Handy & Harman Brazed Connections Withstand 
Thermal Shock From Liquid Oxygen...Time After Time 


It is hard to think of a single more punishing test for a metal joint than the nearly instantaneous plunge from 
approximately 100° F to —297.4° F experienced by these brazed metal hose connections, Yet they take it time and 


again — and come back for more. 


This is part of an assembly employing Type 321 stainless steel flexible hose made by Anaconda Metal Hose to 
transfer liquid oxygen to Jupiter missiles at the Redstone Arsenal. Fittings are stainless steel, integrally bonded 
to the hose by Handy & Harman brazing alloys—EASY-FLO and EASY-FLO 35 with Handy Flux. The reasons 
for using Handy & Harman brazing alloys here make good fabricating sense no matter what the job. First, they 
provide strong, integral joints that remain strong, ductile and resistant to vibration and shock even to liquid 


=e) 


oxygen temperatures and pressures where many metals become brittle. Secondly, they allowed Anaconda to 
increase burst pressure limits since there is no annealing of the base metal. In addition, they make it possible for 


Anaconda to perform joining operations with less equipment and less expense 


in manpower than would otherwise be necessary. 


This is only one example of many applications of Handy & Harman brazing 
products in cryogenics and other fields of engineering to solve critical bonding 
problems which achieve fast production and operating economies. There’s a 
good chance they will do the same for you. Call or write for further informa- 
tion on how to apply brazing techniques to solve your fabricating problems. 
Our Bulletin 20 contains a wealth of data on silver brazing, its range of applica- 
tions and techniques for securing best results. Write today for your copy. 


Your No. 1 Source of Supply and 
Authority on Precious Metal Alloys 
q . ems 


wm 


rg 


HANDY & HARMAN 
850 Third Ave. New York 22, N. Y. 
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Retail sales also have been dis- 
appointing. Unadjusted totals for 
August hit $18.3-million, virtu- 
ally unchanged from July and 
from August, 1960. With per- 
sonal income still on the rise, 
this means that Americans are 
putting more and more of their 
money away—or, at least, spend- 
ing it with caution. August trends 
were mixed. Sales of apparel 
stores, eating and drinking estab- 
lishments, and auto dealers were 
down. Gains were shown by 
drug stores, furniture and appli- 
ance dealers, and 
building materials and farm 
equipment. Other groups re- 
mained fairly level. 

Business plans for spending on 
plant and equipment are not up 
so much as Administration econ- 
omists had hoped. A new survey 
by the Commerce Dept. and the 
Securities and Exchange Com- 
mission finds that President Ken- 
nedy’s July 25 mobilization 
speech and his subsequent 
speedup of military procurement 
have had no real effect so far on 
these plans. 

Consumer installment credit 
also is down. This means to 
Kennedy’s economic advisers that 
the business boom is still abuild- 
ing. The money is there. The 
only question is when it will start 
to flow into the economy. The 
best bet is during the first or 
second quarter of 1962. 


sellers of 


The loudest campaign yet to 
end residual fuel oil import con- 
trols is in progress. As in the 
past, the New England Council 
is in the forefront. But this time, 
the organized campaign has the 
active support of consumer 
groups, importers and oil job- 
bers, and the American Public 
Power Assn. In Congress, New 
England _ representatives are 
joined by those from Florida, 
New York, New Jersey, and 
Hawaii. 

Reason for the clatter: The 
Office of Civil and Defense Mo- 
bilization is conducting an investi- 
gation into the need for resid 
controls. It already has collected 
written views from __ private 
groups with a stake in the issue. 
Now, it is checking with various 
government agencies and will 
submit its findings to President 
Kennedy by late fall or early 
winter. Congress thus will get the 
controversy when it reconvenes 
in January. 

At the moment, an end to 
controls seems quite possible. 
The domestic coal industry, the 
United Mine Workers and the 
railroads now stand almost alone 
in favor of continued restrictions. 
Objections from the domestic oil 
industry to an end of controls 
have become weaker. U. S. pro- 
ducers fear that the hue and cry 
being raised against resid con- 
trols may be extended to include 
restrictions on imports of crude 
oil. They'll take the setback on 
resid if they can keep excess 
crude oil out of this country. 


Dickey Plant Closes 

Chattanooga, Tenn.—W. S. 
Dickey Clay Mfg. Co. said it will 
suspend operations for an indefi- 
nite period at its large pipe plant 
here on or about Oct. 1. 

A company spokesman said a 
wet spring, coupled with a de- 
cline in housing starts this sum- 
mer, had reduced demand for 
clay pipe. The company hopes 
business conditions will improve 
enough to warrant reopening of 


_ the plant next spring. 
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8 Seminars, Workshops to Feature 
NAPA Dist. 9 Conference at Boston 


Boston—P.A.’s attending the 
NAPA Dist. 9 Conference, Oct. 
24-25, will be offered their 
choice of briefings on a variety 
of pertinent purchasing topics. 
Four seminars and four work- 
shops will be held. 

Topics to be reviewed at the 
afternoon seminars include elec- 
tronic data processing, materials 
management, and _ purchasing 
people and their relations with 
others. Fourth item on_ the 
agenda covers policy and pro- 
cedure manuals. 

The advantages and disadvan- 
tages of organization charts will 
be discussed by Granville K. 
Thompson, manager, Lybrand 
Ross Bros. & Montgomery, cer- 
tified public accountants, Boston, 
and Colver Gordon, manager, 
services department, Itek Corp., 
Waltham, Mass. Thompson will 
take the “pro” position, while 
Gordon will tackle the “con” 
aspects. 


After-Breakfast Workshops 


Four after-breakfast work- 
shops will lead off program ac- 
tivities on the second day of the 
meeting. Purchasing perform- 
ance will be examined by a four- 
man panel moderated by Daniel 
Donovan, director of purchasing, 
Pepperell Mfg. Co., Boston. 
Panelists include: Thomas Fec- 
teau, manager of materiels, wir- 
ing device department, General 
Electric Co., Providence, R.I.; 
Throop Brown, senior buyer, 
Winchester-Western Div., Olin 
Mathieson Chemical Corp., New 
Haven, Conn; Francis Jenkins, 
director of purchases, Sprague 
Electric, North Adams, Mass.; 
Richard Walsh, purchasing 
agent, Kollmorgan Optical Co., 
Northampton, Mass. 

Vendor Performance 

A vendor performance work- 
shop will be headed by Thomas 
Battles, purchasing agent, Im- 
proved Seamless Wire, Provid- 
ence. Panel members will be 
Donald Low, director of pur- 
chasing, Risdon Mfg., Nauga- 
tuck, Conn.; William R. Roemer, 
purchasing agent, Acushnet Pro- 
cessing, New Bedford, Mass; 
David Ringland, purchasing 
agent, Anson, Inc., Providence: 
Frank E. Ray, Jr., director of 
purchases, Morgan Construction 
Co., Worcester, Mass. 

Lease vs. purchase and pur- 
chasing problems such as small 
orders and cash purchases will 
be thrashed out at the other two 
workshop meetings. 

Purchasing agents attending 
the conference will divide into 
different groups for the Tuesday 
luncheon break; electronic in- 
dustry buyers group; food buyers 
group; governmental — buyers 
group; hospital buyers group; in- 


Far East Inventory Study 


Los Angeles—The Navy has 
hired Planning Research Corp. 
to investigate inventory control 
procedures used by three Far 
Eastern nations. 

The study is being conducted 
as part of the U.S. military as- 
sistance program at supply cen- 
ters in Korea, Japan and the 
Philippine Islands. PRC _ re- 
ceived the $23,000 contract from 
the U.S. Naval Supply Center in 
Hawaii. 
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surance and bank buyers group. 

Russell T. Stark, director of 
purchasing, Burroughs Corp., 
Detroit, and NAPA president, 
will address the group. Also 
slated for talks are J. Joseph 
Fogarty, procurement officer, 
State of Rhode Island, Dist. 9 
vice president; Paisley Boney, 
purchasing agent, J. P. Stevens 
Co., Greensboro, N.C.; national 
chairman of public relations; 
and G. Howard Ahl, executive 
secretary, NAPA. 
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Rome Cable Division supplies 


ALUMINUM CONDUIT 
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ALUMINUM WIRE AND CABLE 
COPPER WIRE AND CABLE 
ALUMINUM BUS CONDUCTOR 
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CAROL!NAS-VIRGINIA P.A. Assn. 
members, at meetng with North 
Carolina Trade Fair officials, ap- 
pointed special association com- 
mittee to work with fair officials 
in assisting P.A.‘s who attend the 
trade fair Oct. 12-21. Shown (I-r) 
are Mack Wasson, v.p., Southern 


Bell 


chrmn. Buyers Solicitation Com- 
mittee, N. C. Trade Fair; Paisley 
Boney, P.A., J. P. Stevens & Co.; 
H. R. Michel, dir of pur., Celanese 
Corp. 
worth, mgr., materials depart- 
ment, 
pres.; Frank Campbell, asst. dir. 
of pur., Celanese Corp.; W. R. 
Henderson, dir., N. C. Trade Fair. 
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Telephone & Telegraph, 


of America; H. B. Whit- 


Champion Papers, assn. 


If you buy bus conductor... 


One minute of your time now 
can mean *3000 to your company 


One minute is all it takes to read this message. 


And $3000 is how much one P.A. saved in direct material costs alone when he 
selected aluminum bus conductor for a new 13,000-sq-ft plant. 

The reason for this saving: Alcoa® aluminum bus costs only one-third to one- 
half as much as copper bus of the same current-carrying capacity. 

If you bought the same amount of bus conductor as this P.A. did, initial cost 


savings could be worth $3000 to your firm! 


Other savings, too. Lightweight Alcoa aluminum bus installs quickly. It is easy to 


form, punch, drill and join. 

Your Alcoa distributor can give you 
the facts on sizes, shapes and availa- 
bility. Or write to Rome Cable Divi- 
sion of Alcoa, Department 13-91, 
Rome, New York. 
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Group of Sears Suppliers 
Announces Plans to Form 
Into One Diversified Firm 


Chicago—Seventeen long-time 
suppliers of Sears, Roebuck & 
Co. announced that they will 
merge into a single company be- 
fore the year-end. The new firm, 
Kellwood Co., will have head- 
quarters in Chicago. 

The 17 companies produce a 
wide range of noncompeting 
items, including wearing apparel, 
bedspreads, tents, sleeping bags, 
and tarpaulins. 

A spokesman for the compa- 
nies said the merger represents a 


NEW Ex-Cell-O 
Ultra Precision 
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applications. 


Design of mounting 


vides fast heat dissipa- 
tion, permits uniform 


not affect centerline 
position in high-speed 


“significant step by these firms to 
gain advantages from product di- 
versification.” The various firms 
will continue to operate at their 
present locations as divisions of 
the new company, he pointed 
out. 


Small Shippers Ask Study 
Of Carrier Rate Policies 


Washington—The National 
Small Shipments Traffic Confer- 
ence has urged the Kennedy Ad- 
ministration to study the manner 
in which motor carriers 
rates for small shipments. 

The conference made its re- 
quest to Commerce Secy. Luther 
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pro- 
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Below: This standard double-end 
Ex-Cell-O Precision Boring Machine pro- 
vides a steady platform for the ultra- 
precision boring job described at right. 
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Hodges, who is drawing up rec- 
ommendations for President Ken- 
nedy to consider in formulating a 
new national transportation pol- 
icy. 

The conference said there has 
been no general investigation by 
the Interstate Commerce Com- 
mission of the total amount of 
revenue required by truckers or of 
their costs in handling small ship- 
ments. There have been such in- 
vestigations concerning railroad 
rates, it said. 

The conference asked that 
either ICC or Congress be re- 
quested to make such an inquiry. 
Truck charges for handling small 
shipments have been _ inching 
steadily upward. 
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Independent Oil Producers Protest 
Reductions in Price of Texas Crude 


Houston—Recent widespread | 


“downward adjustments” in 
Texas crude oil prices are being 
protested by the Texas Inde- 
pendent Producers and Royalty 
Owners Assn. yan 

Charging that the “heads of 
our largest oil concerns . . . can- 
not escape responsibility,” J. F. 
West, TIPRO president, has 
started a personal letter cam- 
paign to company presidents in 
an effort to reverse the trend in 
crude prices. 


pindies for 


The special spindle shown above is one of 16 identical 
Ex-Cell-O Ultra Precision Boring Spindles recently de- 
veloped for an extremely demanding boring operation. 


Customer specifications called for a guaranteed maxi- 
mum allowable .00003” on roundness, with a 10 RMS 
or better surface finish. The spindles Ex-Cell-O delivered 
have consistently held .00002” on roundness, with a 
6 micro-inch surface finish (and the customer has 
ordered duplicates)! 


Why do the new Ultra Precision Spindles and other 
standard and special Ex-Cell-O Boring and Grinding 
Spindles give consistently greater accuracy, finer fin- 
ishes and longer, trouble-free life? 


The answers are; Engineering and production experi- 
ence (more than 40 years); exclusive design and con- 
struction (using famous Ex-Cell-O Spindle Bearings); 
and job-tailored availability (Ex-Cell-O offers the most 
comprehensive line of belt-driven, air-driven, motorized 
and high-frequency spindles available today). 


Need fast delivery of Precision Spindles for original 
equipment or replacement use? Call your Ex-Cell-O 
Representative today, or contact Ex-Cell-O in Detroit. 


60-85 
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The move was prompted by 
recent slashes of around 10¢ to 
IS¢ per bbl. for East Texas 
crude, long the bellwether for 
crude oil pricing. 

West said: “Instead of the so- 
called downward adjustments in 
East Texas to bring prices there 
in line with those prevailing else- 
where, the prices elsewhere 
should have been raised .. . Any 
price cut here only adds to the 
depressed conditions of an al- 
ready stagnated industry.” 

He said interstate oil purchas- 
ing companies also “should act 
now to bring about some im- 
provements in market sharing 
among the states and in restor- 


|ing some discipline at the refin- 


ing level to prevent excessive 
refinery runs and the resultant 
destructive gasoline price wars 
now afflicting the industry.” 


Kennecott, Anaconda 
Copper Strikes End, 
Production Rebounding 


New York—Copper produc- 
tion started on the road back to 
normal last week as workers 
halted strikes at mines and plants 
in the U.S. and Chile. An es- 
timated 60,000 tons to 65,000 
tons of copper output was lost 
as a result of the two copper 
strikes. 

Kennecott Copper Corp.’s 
Utah mine resumed operations 
following agreement on a new 
contract between the company 
and electrical workers at the fa- 
cility. The new pact calls for 
a 10¢/hr. raise plus other bene- 
fits—the same terms previously 
accepted by 18 other unions at 
the company’s Western division 
mines and plants. 

In Chile, workers agreed to 
return to their jobs at Anaconda 
Co.’s El Salvador mine and 
Potrerillos smelter for 60 days 
while negotiations continue on a 
new contract. Anaconda’s big 
Chuquicamata mine and Ken- 
necott’s Braden mine also re- 
opened, following guarantees by 
management that there would be 
no reprisals against workers who 
had walked out in sympathy for 
the El Salvador miners. 


Defense Agencies Launch 
Drive to Cut Paperwork 


Washington — A joint cam- 
paign to reduce and simplify the 
amount of paperwork involved 
in military specifications and 
contractor reporting require- 
ments has been launched by the 
Dept. of Defense and the Aero- 
space Industries Assn. 

The association said a com- 
mittee of top-level industry and 
government officials has begun 
to review specific weapon proj- 
ects to stake out areas where 
costs can be cut and lead times 
shortened. 

Main object of the joint study 
is to eliminate specification re- 
quirements which are obsolete 
and inhibit technical innovation. 
Industry spokesmen maintain 
this can best be done by placing 
more emphasis on performance 
specifications rather than de- 
tailed material and design spec- 
ifications. 
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| Pa. Centralizing Purchase of School Supplies 


Harrisburg, Pa. — Buying! 
school supplies now is an ex- 
tremely complex business. This 
is one of the major reasons why 
a special governor’s committee 
here has recommended a sharp 
Slash in the number of public 
school districts in Pennsylvania. 

Reducing the number of dis- 
tricts to 172 from the present 
2,277 districts would mean an 
identical reduction in school pur- 
chasing managers. 

School suppliers say this move 
mirrors a growing national trend 
toward centralization of educa- 
tional item buying. A representa- 
tive of a large New Jersey educa- 
tion electronics company also 
notes a tendency toward larger 
school districts with larger staffs 
of educational purchasing agents. 
A Philadelphia supplier of school 
TV sets finds citizen school board 
members making fewer purchas- 
ing decisions. Buying specialists 
are doing most of the purchasing 
now, the company’s sales force 
reports. 


Other Buying Habit Changes 


But centralization of purchases 
is merely one of the trends show- 
ing up this month as millions of 
students return to classes. Other 
alterations in buying habits in- 
clude: 

® School district P.A.’s are do- 
ing more of the actual buying of 
capital goods, once the jealously- 
guarded province of citizen school 
board members. 

@ Educational equipment and 
replacement parts are increasingly 
complex in nature. For example 
—10,000 U. S. students now are 
using “teaching” machines, a 
comparable number are working 
with radioisotopes, one school 
has no windows and getting parts 
for the ventilation system is on a 
“crash” basis. 

@More professional P.A.’s, 
engineers, and ex-science teachers 
are appearing in buying positions. 

@ Buyers now must bone up on 
federal and state aid-to-education 
benefits—especially as they apply 
to the buying of new equipment. 

@ Some school and college pur- 
chasing departments are taking on 
the flavor of commercial and in- 
dustrial buying groups, with a 
chief and staff specialists on 
books, machinery, accessories, 
maintenance items. 


New Product Bombardment 


Both higher and lower educa- 
tional institutions are being 
bombarded by new _ products, 
particularly technical ones. In the 
Philadelphia area alone, school 
P.A.’s are now buying “teach- 
ing” machines, mercury-vapor 
outdoor lamps, data processing 
tapes and cards, closed-circuit 
TV_ systems, radiation shields, 
dual-instruction automobiles, jet 
engines, nuclear reactor com- 
ponents, and numerically-con- 
trolled machine tools—along 
with the more conventional items 
such as football helmets and 
pencils. 

Even if the initial buying de- 
cision is made by a school board, 
the increasingly complex nature 
of these new products eventu- 
ally puts some aspect of the pur- 
chase in the P.A.’s hands. 

School board members dis- 
cover they do not know which 
chemicals can be sent through the 
mail. Or they find they have 


bought VHF TV sets where UHF 
are 


broadcasts available—and 
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they have no knowledge of what 
types of converters are best or 
cheapest. 

A school buyer in Philadelphia 
says pressure is on to buy more 
new teaching aids, like radio, TV, 
stereo-FM, films, and technical 
machinery. 

A hot school purchasing item 
in the Midwest is TV sets, accord- 
ing to Jerrold Electronics Corp., 
Philadelphia-based manufacturer 
and installer of closed-circuit TV 
distribution systems. Schools in 
six Midwest states are taking part 
in Midwest Program on Airborne 


a 
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TV Instructions (MPATI), in 
which aircraft fly overhead broad- 
casting UHF programs over a 
wide area. Several hundred 
school districts have bought re- 
ceiver systems to pick up MPATI 
broadcasts in Indiana, Illinois, 
Kentucky, Michigan, Wisconsin, 
and Ohio. 


Revolution in Books 


The revolution in books is con- 
tinuing (Philadelphia public 
schools will shell out $1.2-mil- 
lion on them this year alone) with 
more illustrations, bigger type, 


and mainly better writing and 
more up-to-date content. 

However, book suppliers find 
P.A.’s doing more negotiating on 
such things as delivery dates, 
methods of shipments, and free 
teachers’ manuals. As the same 
time, suppliers are offering such 
incentives as bulletin board dis- 
plays to illustrate chapters in 
their books. 

All this points up some of the 
reasons behind Pennsylvania’s 
plan to cut its purchasing chiefs 
to 172 by 1966. The state is 
moving slowly because these 
boards must be merged into units 
of at least 10,000 each (some will 
have 150,000). 

The enlarged boards proposed 


by the governor’s committee each 
would have a central purchasing 


department. “Each county will 
have a period to develop its plans 
within the local framework,” Dr. 
Clarence E. Ackley, staff advisor 
of the committee, said. “If it is 
not done by the county, it will 
be done by the state,” he added. 


Effect on Jobs? 


What will be the effect on the 
availability of buying jobs? “We 
feel strongly,” noted Dr. Robert 
Christie, executive secretary of 
the committee, “that the 10,000- 
pupil districts will provide at least 
as many jobs for top adminis- 
trators under the present 
setup.” 
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Photohead-Exciter Model PL is a special feature of the General Purpose Photoelectric Counter. This power-type photocell operates a sensitive relay 
which activates the counter unit. Also available, Series I8II,a General Purpose Photoelectric Control that uses a power relay instead of the counter unit. 


New Veeder-Root General Purpose Photoelectric Counter costs so little... 
counts so much. Here’s a low cost way to count boxes, barrels, cartons, 
automobiles, people—in fact, almost anything you want. Low in initial cost, 
the new Veeder-Root Series 1810 is the only photoelectric counter that fea- 
tures a compact design, a sturdy industrial steel case and printed circuits. 
It’s easy to buy, simple to install and a snap to use. The Series 1810 is immedi- 
ately available from the stocks of your nearest Veeder-Root distributor, 
or sales office. For details send this coupon to Electronic Controls Division, 
Veeder-Root Inc., Danvers, Mass. 


Danvers, Mass. 


It sounds like this 


Electronic Controls Division 
Veeder-Root Incorporated 


new General Purpose Photoelectric 


Counter / Control could pay off in our operation: Please 
send me New Product Bulletin 1810/I8II 
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Management Memos 


Managers Wanted 

A shortage of qualified managers is seriouslv delaying the 
full potential growth of business throughout a large part of the 
world. That’s the conclusion of a recent eight-nation study 
jointly administered by the National Industrial Conference 
Board and the Stanford Research Institute. 

While the shortage is a problem common to all the eight 
nations, the precise nature of the problem varies from country 
to country, according to the NICB. And the management 
training practices to meet the needs vary as well. 

Included in the study are reports written by specialists in 
Chile, France, Germany, Great Britain, India, Italy, Japan, 
and the U.S. Here’s how the eight countries stacked up in 
the manager training situation: 

@Chile. Management development activities in 
most cases come from management associations 
rather than business firms. Few companies have 
established programs, but their creation is viewed 


as essential if Chile is to solve its economic 
problems. 
@ France. Like Chile, the systematic develop- 


ment of managers began in France through courses 
operated by industrial and professional organiza- 
tions, rather than company programs. Today the 
balance is still in favor of the outside courses, 
according to the report. 

@ Germany. There’s an all-out drive by business, 
associations, and universities here to fill up the 
middle management gaps caused from the combina- 
tion of economic boom and manpower shortage. 

@Great Britain. Most of the formal training 
programs apply to those who are considered to have 
management potential but who thus far have had 
only junior supervisory roles. There’s also a move 
to send practicing managers to stimulus courses. 

@India. Trade associations, professional man- 
agement organizations, and some universities ac- 
tively offer training, the Conference Board study 
shows. Some companies provide extensive develop- 
ment programs, but others operating in a seller's 
market have been slow to show interest. 

@ltaly. Few formal management development 
programs exist in Italy. Although many firms rec- 
ognize the urgent necessity to improve the perform- 
ances of their managers, action along this line has 
been delayed. 
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% BEFORE ANALYSIS: Mounting plates 


‘ for mufflers were cut from 3@- x 3-in. from metal plate 
a bar stock. Four 5@-in. holes were drilled Cutting, drilling, 
is and two square holes were burned in. were eliminated. 
& 

Source: Joseph T. Ryerson 


AFTER ANALYSIS: 


@ Japan. There is considerable interest in train- 
ing all managers, rather than just a few, among 
newer companies in Japan’s fast-growing industries. 
These firms are looking for programs tailored to 
individual needs rather than general courses of 
study. 


The Balance of Power 

Two psychologists have devised a_ scale for 
measuring the power balance between supervisor 
and subordinates. The idea is to establish where 
the boss and his assistants stand on the power gage 
—this will then show the way toward setting up co- 
operative goals. 

Psychologists Robert R. Blake and Jane S Mouton report- 
ing their system in Advanced Management magazine point 
out that the key to their scale is collaboration efforts, that is, 
tasks that require the supervisor and subordinate to work 
together. Here’s how the gage is laid out: 

If the supervisor carries all the weight of a decision, the 
ratio is 1/0 in power. If the supervisor is a rubber stamp for 
the decisions of the subordinate, the ratio is 0/1. In between 
on the scale are variations of the two extremes—.8/.2, .5/.5, 
etc. 

The authors recognize that in some cases boss and helper 
relations may fall outside the “collaboration scale.” At one 
end is Competition, 1/1, in which supervisor and subordinate 
fight it out and no decision is made unless one or the other 
concedes. At the other extreme is Powerlessness, 0/0, in 
which neither influences the other and nothing happens. 

The best power ratio, say the psychologists, is .5/.5, or 
complete give and take between superior and helper. To prove 
their point, supervisors were asked to meet separately with 
three different subordinates. In the first meeting the super- 
visor was to take all the power, in the second he made the 
meeting a cooperative venture, and in the third the boss re- 
linquished all the power. 

Results show that both parties got most satisfaction at the 
same time in the give-and-take relationship. In the other two 
meetings whoever held the iron glove recorded high satisfac- 
tion, but whoever sat on his hands reported low level of satis- 
faction. 

From this the psychologists conclude, “If you 
want constructive results that lead to satisfaction, 
teamness, and feelings of responsibility in your 
subordinates, move in the direction of a .5/.5 goal- 
setting relationship with them.” 
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Purchasing Week Asks 


What do you do when sup- 
pliers do not return purchase 
order acknowledgments ? 


Question asked by: R. S. Brooks, Purchasing Manager 


Hess Trading & Transport, Inc., 
Port Reading, N. J. 


Arthur Martinez, buying supervisor, 
Hallamore Electronics Div., Siegler 
Corp., Anaheim, Calif.: 


“If the acknowledgement copy is not 
returned within the time prescribed, 
a standard form is mailed requesting 
that our acknowledgement be returned 
within five days. The vendor is also 
notified that until such time as this ac- 
knowledgment, properly signed, is re- 
turned, the requirements of this contract 
are not fulfilled and the order is subject 
to cancellation according to the ‘terms 
and conditions’ of our purchase order.” 


A. C. Schmieder, director of pur- 
chases, Amana_ Refrigeration, Inc., 
Amana, lowa: 


“Acknowledgments are routed to 
the proper buyer, and it is his respon- 
sibility to see that the acknowledgement 
is acceptable. If no acknowledgement 
is received within a reasonable time, 
the order is brought to the buyer’s atten- 
tion for appropriate action. The buyer’s 
insistance that orders must be properly 
and promptly acknowledged is the most 
effective device, in our opinion, to get a 
supplier to comply.” 


W. P. Freligh, purchasing agent, 
Aeronautical Div., Minneapolis-Honey- 
well Regulator Co., Minneapolis: 


“We employ the usual devices of an 
expediting letter, wire, or phone call, 
but we do it only by exception where a 
signed acknowledgment is mandatory. 
We do not expedite for acknowledg- 
ments on low-volume, fixed price pur- 
chase orders for standard or proprietary 
components and material. Receipt of 
the material is tantamount to a signed 
acknowledgment.” 


R. J. Steiner, purchasing agent, 
Hamilton Industries A Corp. (lamps & 
shades) Chicago: 


“If after a normal time lapse the 
acknowledgment is not returned, a form 
letter is mailed to the out-of-town sup- 
plier. When this fails to bring a re- 
sponse, a telegram is sent. If this also 
fails, a telephone call is made. If the 
supplier is a frequent violator, these 
telegrams and calls are made collect with 
the explanation of the importance of 
keeping customers informed of delivery 
schedules. Of course, these procedures 
must be flexible.” 


W. A. Miller, purchasing agent, Cas- 
well Mfg. Co. (farm machinery & equip- 
ment), Cherokee, Iowa: 


“We do not always receive an ac- 
knowledgment of a _ purchase order; 
however, this matter has not been of 
much concern. When we receive no 
acknowledgment, we sometimes write 
a personal letter and frankly point out 
that we have placed an order and have 
received no reply. This, in most cases, 
will bring a prompt response. Depend- 
ing upon circumstances, we employ the 
use of a collect telephone call.” 


PURCHASING WEEK Asks 


Suggest a Question to: 330 West 42 St. 


New York 36, N.Y. 
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BOSTON,.. QUALITY 


..-OPTIMOUNT ADAPTABILITY 


largest selection of standard models from stock 
simplifies design for speed reduction economy 


Helical geared Ratiomotors and Reductors. 
Single or double reduction. 
Horizontal or vertical base mounted, 
or shaft mounted. For 1/6 to 15 HP drives. 
680 mounting combinations from local stock. 
Furnished ready to install. Meet any need. 
Specify OPTIMOUNT. Save design time. 
Save extra cost of gearhead motors. 

See Catalog 57 for complete listings. 

IN STOCK at your nearby DISTRIBUTOR. 


©Boston Gear Works, 1961 
Quincy 71, Mass. 
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CAB Okays Interchange Agreements 
Between 6 Airlines and 116 Truckers 


Washington—The Civil Aero- 
nautics Bureau has given formal 
approval to existing agreements 
between six airlines and 113 
trucking companies for inter- 
change of freight and _ joint 
through rates. Most of the air- 
lines have had the combination 
rates in effect for a year or more. 

The interchange agreements 
approved by the CAB involve 
Flying Tiger, Riddle, Pan Amer- 
ican, Northwest, American, and 
Continental Airlines. In each 


case, the combination rates are 
lower than the total of the truck 
plus airline rate. 

Sample combination rate from 
Bridgeport, Conn., to Los An- 
geles is 36¢/lb., $29.55/cwt. A 
trucker hauls the shipment from 
Bridgeport to a New York air- 
port. From there, it is flown to 
Los Angeles. 

General commodity rates apply 
on westbound shipments, while a 
few specific commodity rates are 
quoted for eastbound movements. 


New Firm to Lease Out | Rockefeller Urges 3-Way Merger 
Of B&O, C&O, New York Central 


Communication Gear 


Houston—Electro-Lease, Inc., 
has been formed to sell, lease, and 
service industrial communications 
equipment. Headquartered in 
Houston, the company will 
handle wired and wireless indus- 
trial systems and combinations of 
these for intra-plant and extended 
area communications. 

The firm said it also will offer 
engineering design for sound sys- 
tems and provide contract main- 
tenance service on leased cus- 
tomer-owned and amateur radio 
units. 


SERVICE CENTER 
INSTITUTE J 


STEEL 
SERVICE CENTER 


steel? 


Look 


locally! 


Washington—New York Gov. 
Nelson A. Rockefeller, in testi- 
mony before the Interstate Com- 
merce Commission, called for a 
three-way merger between the 
New York Central, Chesapeake 
& Ohio, and Baltimore & Ohio 
Railroads. 

The commission is considering 
competing applications by the 
Central and C&O to acquire 
stock control of the B&O. It does 
not have before it any plan for a 
three-way merger. The B&O and 
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If you’re looking for the simple, economical way to meet your steel needs, it will pay 
you to look locally . . . to look to your nearest Steel Service Center. There you'll find: 


PROMPT DELIVERY —usually from LOCAL stocks. 


WIDE SELECTION—many types available from your LOCAL Steel Service Center. 
FABRICATION ASSISTANCE—the right answers to your design and fabrication prob- 


lems . 


. . supplied by LOCAL qualified specialists. 


LOWER INVENTORY INVESTMENT —an expense borne instead by your LOCAL Steel 
Service Center. 


STORAGE SPACE—also furnished by your LOCAL supplier. 


Get in touch with your dependable LOCAL source for steel. . . your Steel Service 
Center. See your Classified Telephone Directory for listings. 


Alan Wood supplies major Steel Service Centers with high quality plate, sheet and 
. chances are your Steel Service Center is among those we serve. 


strip. . 


ALAN WOOD STEEL COMPANY 


Conshohocken, Pa. - STEEL PRODUCERS WITH THE CUSTOMER IN MIND 


DISTRICT OFFICES AND REPRESENTATIVES: Philadelphia « 


New York e Los Angeles « 


Boston e« Atlanta 


Cincinnati ¢ Cleveland e Detroit « Houston e Pittsburgh e« Richmond « St. Paul * San Francisco « Seattle 
Montreal, Toronto and Vancouver, Canada—A. C. Leslie & Co., Ltd. 
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C&O strongly oppose such a 
union, although New York Cen- 
tral has informally advocated it. 

Rockefeller urged the ICC to 
force a three-way merger by per- 
mitting both Central and C&O to 
acquire B&O stock with the 
understanding that they take 
steps to bring about an eventual 
consolidation. Pending merger, 
he said, all three carriers should 
be insured of effective participa- 
tion in B&O management and of 
protection of their legitimate sep- 
arate interests. 


B&O-C&O Merger Support 


Four other governors—those 
of Kentucky, Maryland, Virginia, 
and West Virginia—support the 
B&O-C&O alliance. These roads 
insist a three-way merger is im- 
possible now because of the New 
York Central’s huge debt and 
losses. They are willing, however, 
to consider admitting the New 
York Central at some unspecified 
future date. 

The Central maintains that if it 
is denied permission to control 
the B&O or to join a BRO-C&O 
union, it will be unable to com- 
pete effectively against the Penn- 
sylvania, which is enlarging its 
rail empire indirectly through a 
series of mergers involving sub- 
sidiaries. 

Rockefeller joined the Dept. of 
Justice and some members of 
Congress in urging ICC to take a 
big-picture look at all merger pro- 
posals involving Eastern rail- 
roads, rather than considering 
them on a piecemeal basis. The 
commission had rejected a sim- 
ilar plea previously. 


St. Louis Reports Getting 
First Competitive Bids 
On Rock Salt in 4 Years 


St. Louis—St. Louis expects to 
save about $6,600 this year on 
rock salt purchases. For the first 
time since 1957, the city re- 
ceived competitive bids on bulk 
salt, this year, said J. Louis 
Eichinger, acting supply com- 
missioner. Bids ranged from a 
low of $12.10/ton, submitted by 
Gunter Salt Co., a local firm, on 
up to $13.10/ton. 

The winning bid of $12.10 
was $1.65/ton less than the price 
paid for rock salt in 1960, said 
Eichinger. This means a saving 
of about $6,600, he said. 

Eichinger noted, however, that 
four companies, including Gun- 
ter, submitted identical bids of 
90.5¢ per 100-lb. bag of salt. 
Last year’s price was 97¢. The 
bag salt is ordered by the city in 
lots as needed to supplement bulk 
loads. 


Castor Oil Sell Off 


Washington—General Serv- 
ices Administration submitted 
to Congress a plan to dispose 
of 155,656,000 Ib. of surplus 
castor oil. 

GSA proposes to distribute 
the sales over a five-year period 
to avoid disrupting the mar- 
ket. 

In addition to its renowned 
medicinal properties, castor 
oil is used as a lubricant for 
turbine and jet engines and as 
an ingredient in the manufac- 
ture of special-purpose nylon. 
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Air Force Tightening Requirements 
On Sole Source Defense Contracts 


_ Los Angeles—Although driv- 
ing to get more “competitive 
spirit” into procurement, the Air 
Force will not abandon sole 
source contracts but will tighten 
its requirements on such con- 
tracts, Joseph §S. Imirie, Air 
Force assistant secretary for ma- 
teriel, told the third annual Los 
Angeles New Product Exhibit 
and Conference here. 

On sole source contracting, he 
said: “We will continue our pres- 
sure for requiring industry to 
perform within cost estimates. 
We do not believe that contract- 
ural ‘overruns’ need be the name 
of our procurement game.” | 

At the same time, “increasing | 
pressure” will be exerted to pro- 
mote more competitive leeway in| 
the purchase of spare parts re- | 
quired to support weapon sys-| 
tems, and subcontracting efforts | 
of prime contractors. 

Other areas where improve- | 
ment will be sought, he said, in- 
clude: 

® Profit incentives. “It may be 
that our present contracting sys- 
tem does not provide sufficient 
incentive type return,” Imirie 
said, “to get at all the produc- 
tion cost savings that we know 
are available to us. Emphasis 
will not be on broad discussion 
of cost savings, but rather spec- 
ific suggestions for a contract on 
a given important product where 
you would like to lay it on the 
line with us to your profit im- 
provement and our cost reduc- 
tion.” 

@“Delivery date” reliability. 
A key element in the Air Force 
reliability push will be that “re- 
liability of a complete system 
should be assured at the time 
the system is delivered. Other- 
wise, the delivery date is mean- 
ingless.” 


Southern Pacific Loses 
Support for Merger Bid 


Olympia, Wash.—The Wash- 
ington State Utilities Commis- 
sion has decided to support the 
Atchison, Topeka & Santa Fe 
Railroad in its battle with South- 
ern Pacific for control of West- 
ern Pacific Railroad. Washing- 
ton shippers “would not be at 
the mercy of a single rail carrier” 
if Santa Fe is successful in ob- 
taining control of the Western 
Pacific, said Francis Pearson, 
commission chairman. 

Merger of the Western Pacific 
with the Southern Pacific Co., on 
the other hand, would result in 
a virtual West Coast rail monop- 
oly, Pearson said. Southern Pa- 
cific now controls one major 
route between the San Francisco 
Bay area and Washington state 
while Western Pacific offers an- 
other, through its connection 
with Great Northern at Bieber, 
Calif. 


Buffalo Saves on Rock Salt 


Buffalo, N. Y.—Buffalo ex- 
pects to save about $87,000 on 
its purchases of rock salt this 
year. Purchase Director Joseph 
R. Stiglmeier said the low bid 
received this year for 20,000 tons 
of salt delivered to the city’s stor- 
age areas was $7.75 /ton. It came 
from International Salt Co. Low 
bid last year was $10.45 /ton by 
another company. 
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® Sharing liability. If a com- 
pany fails to meet “delivery 
commitments of reliable prod- 
ucts,” it must “face up to pen- 
alties.” 

®@ Value engineering. “We are 
continuing our efforts to have 
companies value engineer their 
products in order to eliminate 
features, capabilities, or miate- 
rials not absolutely essential.” 


We must make a “conscientious FAST DUMPING: Western Pacific rail car loaded 
effort to avoid over-sophistica- with potash is emptied by simple expedient of up- 
tion.” ending it. Dumper at Port of Stockton, Calif., revolves 


Starrett . v-anvil micrometer 


spots centerless grinding errors 


Starrett V-Anvil Micrometer No. 483 with 
3-point contact spots out-of-roundness errors 
other mikes miss, warns centerless grinder op- 
erators to adjust the machine, saves making 
costly scrap. Also measures 3-fluted cutting 
tools — taps, milling cutters, reamers. 
(V-Anvil Micrometer No. 485 measures 
5-fluted cutters.) Carbide-faced anvils and 
spindle guard its precision under abrasive con- 


‘. 


Checking centerless ground parts with Starrett No. 483 V-Anvil Micrometer 


ditions. SATIN CHROME finish resists rust 
and stains, makes it easy to read in any light. 
Your nearby Industrial Supply Distributor 
stocks a complete line of Starrett products — 
each the best of its type. He is your best source 
for prompt delivery, dependable service, qual- 
ity products. Call him or write for complete 
catalog No. 27. The L. S. Starrett Company, 
Athol, Massachusetts, U. S. A. Dept. PW 
World’s Greatest Toolmakers 


No. 220 MUL-T-ANVIL MICROMETER used for measuring wall section of part with eccentric hole, distance from blind slot to edge, and flange thickness using “V" anvil. 
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car (1), emptying load into steel-lined bin (r), which 
funnels potash onto conveyor belt that carries it to 
ship. Potash shipment originated in Utah salt flats, 


pick a plant... 
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Union-Camp 
now offers you 


14 corrugated 
box plants 


Fast service is no gamble when you deal with Union-Camp. 
Fourteen corrugated box plants are strategically located 
to supply all your corrugated packaging needs. Customized 
local service is combined with a comprehensive packaging 
evaluation program designed to assist you in specifications 
analysis, structural design, box testing, materials handling 
and graphic design. 

Important reasons why more and more companies are 
turning to Union-Camp for creative help in packaging. 


S UNION-CAMP 


CORRUGATED BOXES 
Union Bag-Camp Paper Corporation: 233 Broadway N.Y. 7, N.Y. 
Plants: 
*Dedhan, Mass.; Allied Container Corp., | }Monroe, Mich.; 1109 East Elm Ave. 
Route 128, Allied Drive TEaton Rapids, Mich.; P. O. Box 8 
Trenton, New Jersey; 1400 E. State St. *Baltimore, Md.; Eastern Box Co.; 
TWashington, Penna.; P. O. Box 285 Wagner’s Point 
TCleveland, Ohio; 10200 Miles Ave. Jamestown, N. C.; 
TSharonville, Ohio; P. O. Box 86 3704 Point Pleasant Rd. 
Chicago, IIl.; 4545 West Palmer Spartanburg, S. C.; P. O. Box 1965 
?Benton Harbor, Mich.; Savannah, Georgia; P. O. Box 570 
lith St. & Britain Ave. Lakeland, Florida; P. O. Box 454 
*Subsidiary Companies {River Raisin Division 
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Purchasing Week’s 


Foreign Perspective 


— decline in export steel prices continues with 
reductions of $1 to $2/metric ton in the base price of most 
mill products, Wire, which held steady, was the main exception 
to the trend. 

Intermediate grade deformed bars were $85/metric ton; mer- 
chant bars, $97-$98; structural shapes, $98-$99; commercial 
quality plates, $92; galvanized wire, $128, and wire rods, $92. 
All prices are f.o.b. Antwerp. 

Market experts said there probably will be an attempt to hold 
prices at current levels as they represent substantial reductions 
for most products. 


eee 
The latest round of price cuts on the Continent provides 


another example of why imported steel has gained a large share 
of the U.S. market. 

Steel imports into the U.S. during the first half of this year 
were at an annual rate of about 2,570,000 tons. This is equal 
to about 4% of the total new supply of steel available in the 
U.S. If the trend continues for the second half, the year’s total 
steel imports will be the third largest ever recorded. 

Only the 1959 and 1960 totals would be higher, and U.S. 
steel was scarce in both those years due to the 116-day Steel- 
workers’ strike in the second half of 1959. Top five exporters 
to the U.S., in order, are: Belgium-Luxembourg, Japan, West 
Germany, France, and Canada. 


Washington—U.S. companies that trade with Red bloc nations 
are in for a rough time, judging from the mood of the House 
when it voted to investigate export controls. ‘ 

A number of congressmen spoke in favor of the investigation, 


The cop stapler is brand new. The bottom one was manufactured by Ace 
25 years ago. Otherwise, they’re twins. In fact, the 25-year-old stapler 
still performs as smoothly as if it were born yesterday. Its design and con- 
struction have proven so sturdy and dependable that not one major change 
has been made throughout the years. For a life-time of trouble-free per- 
formance, get the amazing Pilot at your Ace dealer today. 


ACE PILOT STAPLES —the finest for all standard machines 


Canada: Canadian Staples Ltd., 6705 Upper Lachine Rd., Montreal; 258 Wallace Avenue, Toronto 


16 


FASTENER CORPORATION 


4100 West Victoria St., Chicago 46, Ill. 
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|charging the Commerce Dept. 
|with granting licenses for export 
of machine tools, engines, and 
“strengthen 


}other goods, which 
our enemy.” 

Anticipating the House action, 
Commerce Secy. Luther Hodges 
previously had defended his de- 
partment, maintaining that its 
policy always has been to license 
only commercial products which 
the Communists can readily buy 
in other countries. 


Bonn—An experimental “Eu- 
ropean Commodity Exchange” 
will be held Sept. 29 in Stras- 
bourg. If this first attempt to es- 
tablish a European exchange 
proves successful, it will be re- 
peated several times a year. 

Commodities to be traded at 
Strasbourg include grains, fod- 
der, fertilizer, fruit and vegeta- 
bles. From 500 to £00 traders— 
representing Britain, Scandin- 
avia, Austria, and Yugoslavia, in 
addition to Common Market 
countries are expected to attend. 


Tokyo—Japanese exporters of 
cotton textiles are unhappy with 
the new U.S.-Japan trade agree- 
ment even though it would allow 
them to increase exports to the 
U.S. by about 8%—from 255- 
million sq. yd. this year to 275- 
million sq. yd. in 1962. 

Their big disappointment is 
over the size of the increase. 
They had hoped for something 
on the order of 30%. In ad- 
dition the Japanese complain 
about the number of quotas set 
on specific items. They say this 
will prevent them from shifting 
their exports around to hit in- 
dividual markets as they develop. 


Bonn—Complaints by Amer- 
ican P.A.’s about German busi- 
ness methods are worrying the 
German-American Chamber of 
Commerce. 

Among the criticisms, accord- 
ing to the Chamber: German 
firms often make their offers in 
Deutschmarks and metric meas- 
ures; they tend to offer in c.i.f. 
rather than f.o.b. terms, and they 
do not always comply with the 
U.S. practice of granting quan- 
tity discounts. Perhaps worst of 
all, delivery times are often ex- 
ceeded and queries not always 
answered. 

The Chamber said these mis- 
takes by suppliers probably con- 
tributed to the decline in Ger- 
man exports to the U.S. this 
year. Exports to the U.S. totaled 
$405.9-million during the first 
six months of 1961, about 8% 
under the comparable 1960 fig- 
ure. 


San Francisco—The advan- 
tage of low wage rates which for- 
eign companies have when com- 
peting with U.S. firms often is 
cancelled out by their higher ma- 
terial costs, according to a report 
submitted at the National Indus- 
trial Conference Board meeting 
here last week. 

For instance, total manufactur- 
ing costs in Latin America are 
extremely high because expenses 
for materials and overhead items 
are only partially reduced by 
lower priced labor and selling 
expenses, the report said. Total 
costs in Britain and the Common 
Market were found to be some- 
what lower than in the U.S., with 
costs in West Germany more fre- 
quently lower than in_ other 


|\Common Market nations. 
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Lifetime Tires for 


Autos and Trucks 


Predicted by Scientists in Two Years) orrecrve wor secisea 


Chicago—tTires that last the 
life of the car will be available in 
two years, according to Dr. Wil- 
liam J. Sparks, general chairman 
of a symposium held in conjunc- 
tion with the American Chemical 
Society’s 140th national meeting. 

Scientists and engineers at the 
symposium said recent break- 
throughs in rubber technology 
promise improved _ synthetics, 
tailor-made for nearly every use. 

Sparks, scientific advisor of the 
Esso Research & Engineering 
Co., said the synthetics also 
would provide safer and smoother 
riding tires. 

Singling out ethylene-propy- 
lene, he noted, “The new syn- 
thetic will allow tire manufac- 
turers also to slash production 
costs up to 20%.” However, he 
cautioned that “EPR still is so 
new that we cannot absolutely 
predict its performance.” 

The development of the syn- 
thetic permits control of the 
chemical composition and mole- 
cular structure of rubber so that 
molecules can be built exactly to 
specifications according to end 
use. “We have finally shaken our- 
selves loose from the molecular 
designs of Mother Nature,” said 
Dr. George R. Vila, president of 
the United States Rubber Co. 
“We also have divorced ourselves 
from the limitation of raw mate- 
rials. If certain materials are in 
limited supply, we can turn to the 
more abundant ones and poly- 
merize them in varying combina- 
tions.” 

EPR is a strong, resilient mate- 
rial resistant to oxygen, ozone, 
heat, light, and many other chem- 
ical agents. It can be molded or 
vulcanized, and modifications 
permit production of both soft 
and hard rubber products. 

Scientists of the Goodyear Tire 
& Rubber Co. presented a paper 
on another synthetic development 
with tire applications, Budene 
500, a high cis-polybutadiene. 
Characteristics include improved 
wear and tread-cracking resist- 
ance when substituted for natural 
rubber. The rubber also provides 
improved carcass durability due 
to superior aging resistance and 
high resilience. Dr. Morris Gippin 
of Firestone said such synthetic 
rubber tires should be available 
within the next two years. 

EPR also came in for discus- 
sion in the development of 
rubbers for high temperature ap- 
plication. J. K. Sieron and K. 


To Market ICI Catalyst 


Chicago — Chemetron Corp. 
has signed a marketing agreement 
making it exclusive U.S. agent 
for sales of an ammonia catalyst 
developed by Imperial Chemical 
Industries, Ltd., England. The 
specialty catalyst, No. 35-4, is 
used to accelerate the combina- 
tion of nitrogen and hydrogen to 
form synthetic ammonia. It will 
be marketed in the U.S. by the 
Girdler Catalysts unit of Cheme- 
tron’s Chemical Products Div., 
Louisville, Ky. 


Orders Coal Conveyor 


Winfield, Ala.—A contract to 
furnish belt-conveyor equipment 
for a huge coal-handling system 
for the Tennessee Valley Au- 
thority’s new steam generating 
plant at Paradise, Ky., has been 
awarded to Continental Conveyor 
and Equipment Co. 
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Spring Corp., Bristol, Conn., 

Murray of the Non-Metallic | claims gs any —— 
Materials Laboratory, Wright-| Tent of Mign-speed electronic 
: K flaw detection equipment for the 


Patterson Air Force Base, de- bees ‘ 
| spring industry. As wire passes 


scribed research in compounding . ; 
hydrocarbon elastomers for high through sensing coils at produc- 
temperature use. Research has| "°" speed, electronic control 
shown that EPR and high| Panel (right) prints paper tape 
strength hydrocarbon elastomers, ‘e¢ord of harmful nicks, seams or 
such as butyl and chlorobutyl can| s¢ratches. Spray gun (left) marks 
be stabilized by using selected ad-, Position of flaws on wire. - 
ditives so that as much as 75% _— 
of original tensile strength is re- 

tained even after eight hours in a 

400 F oven. 


A.O.Smith will go 


to almost any length 


OR 
c. t 


to be of service to you! 


Not even A. O. Smith makes electrodes this long. The point is that we are 
long on service. Our salesmen will roll up their sleeves and work with you 
to get the best possible results from A. O. Smith electrodes. For example, 
not long ago at a customer’s plant, one of our boys literally burned the shirt 
off his back solving an electrode problem. We'll eat that shirt if you don’t 
get the same kind of service. Why not try us? 
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Through research €S ..@ better way 
60.8 FO 8A 3 | ON 7 


WELDING PRODUCTS DIVISION 
Milwaukee 1, Wisconsin 
A. O. Smith International S.A. 
Milwaukee 1, Wis., U.S.A. 


' 


California Truckers Ask Rate Boost| Purchasing-Traffic Ally for Savings at Fruehauf 


After Okaying New Teamster Pact 


San Francisco—Western truck- 
ers accepted a new master freight 
agreement with the Teamsters 
Union last week, and the Cali- 
fornia Trucking Assn. immedi- 
ately petitioned the state Public 
Utilities Commission for intra- 
State rate increases averaging 7% 
on an emergency basis. 


California) Trucking Assn. 
wants the increase first, and 
formal hearings later. The PUC 


will decide this week what action 
to take. 


Proposed increases would run 
about 10% on local rates and 
5% on long haul, reflecting wage 
clauses of the new contract which 
give greater increases to short- 
haul drivers, whose rate of pay 
had been lower prior to the new 
contract. 

CTA is also in process of draft- 
ing new tariffs to be published for 
interstate traffic; these would be 
almost identical to the increases 
being requested of Public Utili- 
ties Commission. 


Detroit—Fruehaut Trailer, a 
company whose main business 1s 
providing transportation vehicles 
for other firms, has worked out 
a model system for keeping its 


own traffic costs at a minimum. 
The system hinges on two 
principal factors: 


1. Close cooperation between 
Purchasing and Traffic. 

2. A program for vendors 
that leaves nothing to chance. 

Purchasing and Traffic long 
have been working in harmony 
at Fruehauf to keep transporta- 
tion costs down. But the trend is 
toward an even closer relation- 


ship. Evidence of this is the re- 
cent appointment of Bruce M. 
Kirsten, former director of pur- 
chases, as vice president-pur- 
chasing and traffic at the staff 
level. 


The program for vendors in- 
cludes explicit instructions of 
routing, packaging, mode of 


shipping, and even making out 
bills of lading. , 
@Determining the route. 
When a purchase requisition is 
prepared, the Central Traffic 
Dept., headed by Director Wal- 
ter J. Vukin, is asked to furnish 
a route that will assure arrival 


ALLIED RESEARCH 
COMPACT RECTIFIERS 
3000 amperes—12 volts each 
Size: 34” x 34” x 46" 


Total height: 114” 


Available with conventional or 


automatic controls 


Full performance in a compact size rectifier 


1000, 3000, 12,000, 20,000—whatever the amper- 
age you need, you save valuable floor space and 
money by using Allied’s Compact Silicon Recti- 


fiers. 


What’s missing from Allied’s Compacts? Nothing 
but expensive hot air. What’s in it for you? 
Extra diodes, plenty of copper and big, rugged 
transformers to give full-size performance . . . all 
in a smaller cabinet to save you money. 


But, this isn’t the full value story. We know that 
when a rectifier stops, so do your profits. So, 


we’ve also included a new, efficient cooling system 
and exclusive protective devices to cut downtime 


and increase rectifier life. 


You can build your own capacity with Allied 
Compacts. Use any combination of 1000 to 3000 
ampere building block units side by side or 
stacked up to meet present or future needs. 


Get full details on Allied Compact Rectifiers from 
your Allied representative today. He’s listed in 
the Yellow Pages under “Plating Supplies”. Or, 


write direct. 
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Allied Research Products, Inc. 


4004-06 EAST MONUMENT STREET © BALTIMORE 5, MARYLAND 


Affiliated operations in principal countries 


of the shipment when it is actu- 
ally required at the assembly 
plant at the lowest possible cost. 
rhis route also is placed on the 
purchase order in the space allo- 
cated for shipping instructions. 


® Description of freight. Cor- 
rect classification of the ship- 
ment is determined, and a form 
letter instructs the vendor how 
to describe the material on the 
bill of lading. 


® Packaging instructions. Ven- 
dors also are told how the mate- 
rial is to be prepared for ship- 
ment, i.e., on pallets, in boxes, 
bundled, or in other ways. “This 
is done to afford protection, to 
facilitate handling, and to com- 
ply with packing requirements 
of the transportation carriers’ 
tariff regulations to assure lowest 
charges,” Kirsten told PURCHAS- 
ING WEEK. 


@Shipping instructions. De- 
tailed shipping and routing in- 
structions then are issued by the 
Traffic Dept. to the vendor. In- 
structions vary by shipment size 
and destination. For example, 
shipments to Fruehauf’s two as- 
sembly plants in California go 
via parcel post for one-to-five Ib., 
if they weigh less than 5 lb., via 
REA Express for 6 to 100 Ib. 
On shipments up to 30,000 Ib., 
the vendor is instructed to send 
them (via a specified carrier) to 
Fruehauf’s Fort Wayne, Ind., 
plant, where they are consolid- 
ated into full loads. 

Said Kirsten: “Less than full 
load shipments from many East- 
ern vendors destined to our 
West Coast planis are shipped in 
this manner to one of our Mid- 
western plants for consolidation 
there into full loads, and then 
reshipped at lower volume 
rates.” 

For over 30,000 Ib. 
ments; special instructions 
given the vendor. 

Provisions are incorporated 
into the instructions for cases 
when the vendor is specifically 
authorized by the receiving plant 
to ship direct, which sometimes 
occurs when time is a kev factor. 
In one instance, the vendor was 
instructed to ship via a desig- 
nated trucker shipments up to 
17,000 Ib., and via a designated 
forwarder all shipments of that 
weight or over. 

A final paragraph has resulted 
in substantial savings, Kirsten 
said. It concerns combining of 
shipments by the vendor: Ship- 
ments that can be made within 
one to three davs of each other, 
or shipments of more than one 
order or release that can be 
made at one time, are to be held 
and combined on one bill of lad- 
ing unless otherwise svecifically 
authorized by Fruehauf’s receiv- 
ing plant. 


ship- 


are 


@ Special instructions. When it 
is shown that shipments will 
move via REA Express, Kirsten 
said, the vendor also is given a 
letter of instruction concerning 
the method of describing mate- 
rials to assure lowest charges. 

As an aid to its plant and di- 
vision purchasing departments, 
Fruehauf’s Central Traffic Dept. 
furnishes comparative rate charts 
for small shipments. This enables 
buyers to determine at a glance 
rates (in 5-lb. breaks) for up to 
100-lb. shipments via _ parcel 
post, REA Express, air express, 
air freight, and motor freight. 
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COME 


TO THE 


FAIR! 


Come to America’s first state-sponsored 
Trade Fair. ..in North Carolina where 
Good Government pays off in services 
to its people. 


See this gigantic showcase of North 
Carolina’s expanding industry on display to 
the buyers of the world .. . thousands of 
products in 21 broad categories. 


Your visit can be Profitable and Enjoyable! 


Fall. is beautiful and delightful in North Carolina! The 
days are pleasantly warm, the nights restfully cool. It’s 
a perfect time to travel throughout North Carolina’s 
borders. This “Variety Vacationland” features the scenic 
and colorful Blue Ridge and Great Smoky Mountains, 
the famed golf courses of the Southern Pines-Pinehurst 
area, and the quaintness of the Outer Banks which 
stretch along the Atlantic. Plan now to come. For fur- 


ther information, write the Department of Conservation 
‘and Development, Raleigh, 


Partial List of Basic Industrial Classifications and Product Categories 
to be Featured in North Carolina Trade Fair Exhibits 


Food and Kindred Products 
Flour, Biscuits, Hams, Prepared 
Meat Products 


Tobacco Manufacturers 
Cigarettes, Cigars, 
Smoking Tobacco 


Textile Mill Products 
Yarns — Cotton, Wool, 
Synthetic; Woven Fabrics; 
Knit goods; Floor Covering, 
Cordage and Twine 


Apparel and Other Finished 
Products Made From Fabrics 
and Similar Materials 
Clothing — Men's, Women’s, 
Children’s; Curtains and 
Draperies; Bags, Fabricated 
textile products 


Lumber and Wood Products 
Veneer and Plywood; Paneling; 
Structural Wood Products 


Furniture and Fixtures 
Chairs, Desks — Wood and Metal 
Institutional Furniture, School 
Furniture 


Printing, Publishing, and 
Allied industries 
Commercial Packaging 


Chemicals and Allied Products 
Automotive: Industrial; Textile 
Dyestuffs; Water Purification 


Petroleum Refining and Related 
Industries 


Rubber and Misc. Plastic 
Products 

Hose, Plumbing, Traffic Safety 
Devices 


Leather and Leather Products 
Leather goods, Industrial 
Leather and Belting 


Stone, Clay and Glass Products 
Vitreous China —Table and 
Kitchen articles 


Primary Metal Industries 
Aluminum, Steel 


Fabricated Metal Products 
Pipe, Ornamental Iron, Structural 
Steel; Boilers; Tanks 


Machinery 
Engines; Farm Machinery; Office; 
Textile 


Electrical Machinery, Equipment 
and Supplies 

Industrial Controls; Household 
Appliances; Communications 
Equipment; Storage Batteries; 
Electronic Components and 
Accessories 


Transportation Equipment 
Truck and bus bodies; Boats; 
Trailers 


Professional, Scientific, and 
Controlling Instruments; 
Photographic and Optical Goods; 
Watches and Clocks 


Miscellaneous Manufacturing 
Industries 

Air Filters — Industrial, 
Commercial, Residential 


GONORTH CAROLINA 


... where Good Government is a Habit and Greater Opportunity a Fact. 
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WHIRLING CAN-CUTTER: Up 
spin off cutting wheel (I) of new can-making ma- 
chine developed by American Can Co. 


(background) controls entire process from loading to 6%. 
synchronized speed of wheel. At right, uncut cans are creases ranging from 3% to 4.6% 
inspected before reaching cut-off wheel. 


~~ 
pl ali_ 


Call your Bostitch Economy Man. He's listed in the Yellow Pages. 
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Permanente Joins Parade of Firms 
Planning Jan. 1 Cement Price Boost 


San Francisco The trend 
toward higher cement prices in 
1962 made headway on the West 
Coast with the announcement by 


Permanente Cement Co., Oak- 
land, Calif., that it will boost 
price tags by 15¢/bbl. in bulk 


and 25¢/bbl. in paper sacks, ef- 
fective Jan. 1. 

The Permanente increases rep- 
resent hikes of about 3.3% to 
This compares with in- 


previously announced for 1962 


Bet she wouldn't have lost her arms if they had used Bostitch stapling when she was shipped. 


Fasten it better and faster with 


BOSTITCH 


D STAPLES 


109 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 


by Ideal Cement Co., Denver, 
and Alpha Portland Cement Co., 
Easton, Pa. 

Under the new Permanente 
schedule, Type One, standard 
Portland cement will cost $3.70 
bbl. in bulk and $4.30/bbl. in 
paper sacks f.o.b. the company’s 
plant at Permanente, Calif. Price 
will be $4.71/bbl. in bulk f.o.b. 
the company’s Eureka, Calif., dis- 
tribution plant. 

Permanente said similar in- 
creases will be made on cement 
delivered to destinations through- 


out the western Nevada and 
|northern California sales area 
served by the two plants. The 


new prices will be subject to the 
normal industry discount of 10¢ 
bbl. 


Survey Finds P.A.'s Put 
Service Ahead of Price 


‘In Dealing With Printers 


Lexington, Ky.—Service is more 
important than price to purchas- 
ing agents in their dealings with 
printers, according to a recent 
University of Kentucky study. 

Out of 292 printing buyers sur- 
veyed, 51% said they purchased 
some or all of their printing from 
out-of-town suppliers or printers 
located in large printing centers. 
Main attraction of the centers are 
their specialized facilities for pro- 
ducing custom printing jobs. This 
was mentioned by 52% of the 
P.A.’s, while only 42% said they 
went to the centers in order to get 
lower prices. 

Of the 49% of the buyers who 
reported that they purchase their 
printing exclusively from local 
concerns, 60% gave fast produc- 
tion as the reason. Convenience 
was mentioned by 28% and 
close, personal contact by 27%. 

The survey was conducted by a 
in market research at the 
university under the supervision 
of Dr. Merrill DeVoe, professor 
of marketing . 


U.S. Court Gives Yuba 
Moratorium on Debts 


San Francisco—U.S. District 
Court has granted Yuba Con- 
solidated Industries, Inc., a mora- 
torium on debts, and the com- 
pany is now trying to work out 
a repayment schedule, in con- 
junction with a court-appointed 
bankruptcy referee. 

Yuba counsel declared that the 
move was not a formal bank- 
ruptcy application, and that “the 
company is amply solvent, and 
the only relief it needs is a 
moratorium on_ general unse- 
cured debts.” Yuba said it plans 
to pay all debts in full. 

Yuba has current construction 
contracts totaling approximately 
$40-million, including the Wana- 
pum Dam project in Washington. 


class 


More P O Vendors 


Washington—The Post Office 
Dept. will buy from Universal 
Match Corp. 20 vending ma- 
chines that will dispense stamps, 
envelopes, and postal cards, as 
well as make change. Total pur- 
chase price: $108,447. 

The 20 units will be installed 
for field testing in post offices in 
four cities. 
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metal container buying in the was promoted to vice president 


This Changing Purchasing Profession corporate purchasing headquar- of purchasing for the cocoa and 


ters, Midland, Tex chocolate confectionary, and ice 
; : . . cream divisions. 
Frank Pauley has been named Springfield, Mass. He will also of C. A. Norgren Co., Engle- S. A. Hurd, purchasing agent 
purchasing agent for Ohio Auto continue to serve as secretary of wood, N.J., after serving four for Continental Carbon Co.. Carl G. Kinnan has been ad- 
Parts Co., Columbus, Ohio. the corporation. years as director of purchasing 


moved = from Amarillo to vanced to the post of purchasing 

Houston when the company agent for Briggs-Weaver Ma- 

shifted its headquarters there chinery Co., Houston, after 

recently seven years as a factory repre- 
sentative. 


and traffic 
Charles E. Emmert has joined 
Northeastern Engineering Co., 


Robert L. Young has been 
Manchester, N.H., as director of 


promoted from buyer to division 


purchasing. Northeastern is a fe purchasing agent for Allegheny Paul Meeske, previously as 
subsidiary of Atlantic Research e + Ludlum Steel Corp.'s Carmet gistant to the director of pur- George H. McCord has as- 
Corp. Emmert previously was and Forging & Casting divisions, chases, Dow Chemical Co., has sumed duties of assistant gen- 
purchasing agent for ACF Elee- Ferndale, Mich been appointed manager of eral purchasing agent for Penn- 
{ tronics Div., Hyattsville Md y |; building products. salt Chemicals Corp. at the 
; age D. C. Stiles Charles W. Arnold, assistant a executive headquarters in Phila- 
' Donald C. Stiles has been purchasing agent with Dow r. O. Morse, member of the delphia. He was formerly pur- 


named general purchasing agent James Kyffin has been named Chemical Co.’s Houston offices, management board at William chasing agent for the company’s 
ut United States Envelope Co., vice president, manufacturing, has been named manager of Neilson, Ltd., Toronto, Ont., Industrial Chemicals Div., West, 
in Tacoma, Wash. 


Paul Dean was named pur- 
chasing agent for the Chicago 
Tribune. He had formerly served 
in the Tribune’s general adver- 
tising solicitors office in) New 
York. 


P. Dean R. L. Lozon 


Robert L. Lozon was made 
vice president of purchasing and 
trade relations for Glidden Co., 
Cleveland, Ohio. He was _for- 
merly general purchasing agent 
for the company. 


Grayson G. Meetze, former 
general purchasing agent for 
South Carolina Electric and Gas 
Co., Charleston, $.C., has been 
appointed manager of purchas- 
ing and automotive equipment. 
Carlos A. Salters, administrative 
assistant in the Purchasing 
Dept., was concurrently named 
purchasing agent for the com- 
pany. 


Walter L. Zumwalt has joined 

the central purchasing staff at 

Monsanto Chemical Co.'s gen- 

eral offices, St. Louis. He had 

been purchasing agent for the 

4 company’s Monsanto, IIl., plant. 
a Joseph C. Good replaced Zum- 
#. walt as purchasing agent at the 


‘ _ gt PEA, 

| & Monsanto, Ill. plant. He for- 

merly was purchasing agent for 

the company’s St. Louis plant. 

. Otto A. Klinger has moved into 

PROBLEM: How to specify moisture protection for your product without os PORES spent qpet vt- 

calec dV 100€ ° Inger rete 

being an expert on packaging papers or coatings been purchasing manager for the 

company’s Chocolate Bayou 
Project in San Francisco. 


SOLUTION: With International Paper’s new “Levels of Protection” you anaee © SVs. Sener pe 
chasing age or N va 
buy precisely the packaging protection you need and no more —— ag —_-* — 
. a., Nas taken le posi ion 
of purchasing agent for the com- 
pany’s Houston plant. 


4 


Yow, with its “Levels of Protection”” —§ This new rating system evaluates all we can offer you the one barrier that 


LN International Paper cuts through our moisture-barrier papers—regardless most economically furnishes the level of George Fowles has moved to 
the confusion resulting from the many of type or weight of coating—against a protection you require for your product. London to. supervise construc- 
different types of moisture-barrier pa- scientifically graduated scale of levels This new system is another example tion purchasing for a polyethy- 
pers available today. of protection. Knowing what product _ of the complete packaging service of- lene plant Union Carbide, Ltd., 
The “Levels of Protection” system you package, we can quickly recom- _ fered you by International Paper. Serv- is building — Stockholm, 
provides the first effective yardstick for mend the most effective level of protec- _ ice which includes a complete range of a a thn bo 
. . . . ‘ < .”" 
comparing one moisture-barrier paper tion for that product. sume his duties in the purchas- 
ing department of Union Carbide 
International Co. 


paper packaging and paper packaging 
with another. This means you don't have But this rating system has another materials, skilled packaging engineers, 
to be an expert on papers, coatings and dimension. Since we can supply a num- printing and design service. 

weights to get the best packaging for ber of different types of moisture-bar- For full details, call any of our sales 
your money. riers for any given level of protection, offices or write us direct. 


Obituary 


INTERNATIONAL PAPER Richard M. 


NEW YORK 17,N.Y. 


Garrett, 85, re- 
tired engineer and purchasing 
agent for Nestle Co., Inc., New 
York. died August 28. 


Manufacturers of papers for. U ne Ooks u's pa pe © pale or home and offi d pat 
cartons « milk containers « sh pping containe’s « (iu ( e cery and Spee 
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In the World of Sales 


Calif., as sales manager. 


Richard F. Schmidt has been 
appointed assistant sales man- named sales manager, Imperial 
ager, Los Angeles folding carton 
plant, Container Corp. of Amer- 


Howard A. Nielsen joined the new post of assistant general 
Micro Systems, Inc., San Gabriel, sales manager, Studebaker-Pack- 
ard Corp., South Bend, Ind. 


L. J. MacLennan, Jr. has been 
made assistant 
John R. Peterson was named tributot 
manager of the Cleveland Sales Co.’s Midwestern region. 


Edward A. Kitsch 


Electric Co. of Akron 


Air Reduction 


sales in the Michigan-Ohio area, 
Motorola Semiconductor Prod- 
ucts Inc., Detroit. 


Jack M. Blalock has been pro- 
moted to manager of heavy 
chemical sales, General Chemical 
Div., Allied Chemical Corp., New 
York City. 


Maurice H. McGuire has 
moved up to general sales man- 
ager, Hydro-Aire Co., Burbank, 
Calif. 


S. Weiss was appointed direc- 
tor of sales, Uher Div., Martel 
Electronics Sales, Inc., Los An- 


geles. 


Louis N. Prosser has joined 
Burton Mfg. Co., Los Angeles, 
as sales manager. He was for- 
merly with Servomechanisms, 
Inc. 


Oskar A, Olofsson has been 
elevated to regional sales man- 
ager, Airborne Freight Corp., 
New York City 


District sales office, Union Car- 
bide Plastics Co. 
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Leroy J. Cook was appointed 
district sales manager responsible 


< 
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Robert K. Robinson has taken for semiconductor component land. 


wi 
7s 
. 
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Shell Tellus Oils are refined and formulated to meet exacting hydraulic service requirements, such as in this forming machine. 


John R. Popovich has been 
given the newly created post of 
director of bearing sales, Freeway 
Washer & Stamping Co., Cleve- Chicago Pneumatic 


New York City. 


Pr ATLAN PLA 1C., STAMFORD, NNECTICUT 


BULLETIN: 


Shell provides a quick 6-point 
check list for hydraulic oils: Use it to pick 
the right oil for your needs 


Selecting the proper hydraulic fluid for your equipment can be 
one of your most important decisions. And it can pay off in 
many ways. Less down time. Lower cost per unit. Longer 


equipment life. 


Here are six bench marks to help you pick the best hydraulic 


oil for your plant requirements. 


1. Does it have good oxidation sta- 
bility? Oxidized hydraulic oil can form 
gums, lacquers and other deposits 
which may foul moving parts. Shell 
Tellus Oils are carefully refined to re- 
move unstable, sludge-forming com- 
ponents, then fortified with a Shell- 
developed oxidation inhibitor. 


2. Will it resist foaming and emulsi- 
fication? Pump chatter and erratic op 
eration are often the result of pump 
cavitation, brought on by oil foaming. 
Tellus® Oils contain powerful addi- 
tives to help prevent foaming. 

They also contain a selected inhibi- 
tor to combat effects of moisture that 


might be in the system. 


3. Does it fight rust and corrosion? 
It is difficult to exclude all moisture 


from a hydraulic system. And moisture 
can form troublesome rust. Shell 
Tellus Oils have been carefully com- 
pounded to resist corrosion. 

4. What are its lubrication qualities 
in continuous service? Shell Tellus 
Oils form a clinging, oily film on mat 
ing metal surfaces. This maintains a 
constant guard against wear. 


5. How does it react to temperature 
changes? This is a key factor in the 
performance of hydraulic equipment. 
Careful selection of the proper vis- 
cosity grade of Tellus assures satisfac 
tory operation of your system over its 
entire temperature range. 

6. Is it available in several viscosity 
grades? Shell Tellus Oils are available 


in a broad range of viscosity grades. 


There’s a special grade for virtually 
every hydraulic requirement. 

Ask your Shell Industrial Products 
Representative for facts on Tellus Oils. 
Or write: Shell Oil Co., 50 West 50th 
St., New York 20, N. Y. 


A message to manufacturers 

of hydraulic equipment 
There is a Shell Tellus Oil suited for 
your equipment. 
1. Your customers can get Tellus Oils 
at Shell depots everywhere. Readily 
available throughout the world. 
2. Quality is consistently high. Tellus 


always delivers top performance. 


ly. Py 
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SHELL 


A BULLETIN FROM SHELL 
—where 1,997 scientists are working to 
provide better products for industry 


et 
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Russell B. Miller was given the 


post of general sales manager, 


Bruce N. Wilson has been as- 
signed the post of sales manager 
in the Far East, Kaiser Aluminum 
International, Tokyo, Japan. 


Virgil C. Dollman has been 
promoted to manager, tubular 
sales department, Wheeling Steel 
Corp., Wheeling, W. Va 


Frank C, Leggere has advanced 
to regional sales manager in New 
York, Motorola Communications 
& Electronics, Inc., Chicago 


Robert A. Longley has moved 
up to the post of western sales 
manager, American Tag Co., Chi- 
Cago. 


Follow-Up: 
Letters & 
Comment 


Seeks Film Hobbyists 
Alameda, Calif. 


Your “Purchasing Parade” 
forms a very interesting part of 
your excellent — publication. 


Learning of the hobbies and per- 
sonal interests of other purchasing 
men is certainly one way of get- 
ting to know them better, and 
helps all of us in this profession 
to appear a litthke more human. 

Perhaps some of your readers 
could render an assist to me with 
one of my own hobbies. | fre- 
quently show 16 mm. sound films 
to my family, church and business 
groups. 

I am making a collection of 
catalogs listing films of general 
interest, and I would appreciate 
information on any companies 
that have produced films showing 
any of the wonderful New Eng- 
land county fairs and also any 
films concerning old automobiles 
and steam engines. 

R. R. Gammon 
Purchasing Agent 
U. S. Steel 
Products Div. 
U. S. Steel Corp. 


Fleet Article Praised 
St. Paul, Minn. 


It was called to my attention 
that a very interesting article ap- 
peared in the Aug. 21 edition of 
PURCHASING WEEK (“How Co- 
lumbia Gas Gets the Most for Its 
Money in Purchasing Fleet Cars,” 
p. 18). 

You are to be commended 
on the excellent presentation of 
the fleet program followed by Co- 
lumbia Gas System. I found the 
information to be quite informa- 
tive and, in turn, beneficial in 
evaluating our own company’s 
fleet operation. 

May we reprint this article in 
our monthly publication? 

Lee A. Westberg 


President 
Natl. Assn. of Fleet 
Administrators 


@ Permission Granted. 


To Our Readers 


This is your column. Write 
on any subject you think will 
interest purchasing executives. 
While your letters should be 
signed, if you prefer we'll pub- 
lish them anonymously. 

Send your letters to: “Fol- 
low-Up,” Purchasing Week, 
330 West 42nd St., New York 
36, N. Y. 
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P oling Imports for Transshipment 
( ts Buildup by Southern Truckers 


bile, Ala. — Pooling of 
t freight for transship- 
is getting a strong push in 
rea. Truck Pool, a freight 
lidation service for import 
coming through the Port 
lobile, has extended its de- 
area to Atlanta, Chattan- 
Knoxville, and Louisville. 
nsored by the Southern 
c Assn. here, Truck Pool 
been consolidating LTL 
ents from Mobile to Birm- 
im, Indianapolis, Cincin- 
Chicago, and St. Louis for 
mber of years. 
perating through Georgia 
way Express Truck Lines, 
as been courting customers 
Columbus, Ga.; Atlanta; 
ittanooga; Knoxville; and 
iisville, Ky. So far, the cus- 
are primarily retailers 
sell foreign-made goods 
h as nails, small tools, and 
‘ring apparel. But Georgia 
lighway Express officials say 
y eventually expect to interest 
avy-industry receivers in the 
ick-pool service. 


ers 


) 
14 


Rate Bait 


Here’s the rate-bait 
sing 


\ 1,500-Ib. 


they're 


consignment of 


foreign-made benzene, shipped 
irom Mobile to Atlanta would 
cost a total $26 ($15 freight 


plus a $5 consolidating charge, 
plus a 40¢/cwt. delivery charge). 

The same consignment com- 
ing to Atlanta from ports with- 
out Truck Pool would carry 
these charges: from Jackson- 
ville, $34.05; from Charleston, 
S.C., $33.30; from Savannah, 
$31.30. 

A 1,500-lb. shipment of paint 
entering Mobile could come by 
lruck Pool to Atlanta for $24.- 
20, which includes a $5 consol- 
idating-forwarding charge, and 
a $6 delivery charge (computed 
at 40ct/cwt.). The delivery 
charge for smaller shipments is 
a straight 40¢/cwt. But ship- 
ments large enough to warrant 
a truck-stopoff delivery instead 
of local-cartage delivery, get a 
delivery charge of 13¢/cwt., with 
an $11 minimum. So, the Truck 
Pool delivery charge amounts 
to 40¢/cewt., or 13¢/cwt. with 


Armco Steel Opens Up 
$80-Million Facilities 
For Space Age Stainless 


Butler, Pa. Armco Steel 
Corp. last week unveiled $80- 
million worth of new facilities 


primarily aimed at stepping up its 
output of “space age” stainless 
steels for supersonic aircraft. 

Another phase of Armco’s pro- 
gram in this area will be com- 
pleted next year when a new com- 
bination pipe mill goes into 
production at Armco’s National 
Supply Div. plant at Ambridge, 
Pa. 

Armco president Logan T. 
Johnston said that the now-com- 
pleted Butler works program 
equips Armco to strengthen its 
position as a producer of specialty 
Steels in the Pittsburgh area. 

The program at Butler included 
the construction of a new wheel 
mill and a new plant especially 
designed to roll and process wide 


stainless steel sheets to extremely 


close tolerances. 
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$11 minimum, whichever charge 
is smaller. 


The Mobile-Atlanta paint 
consignment that costs $24.20 by 
Truck Pool would cost: from 
Jacksonville; $27.60; from 
Charleston; $27.00: from Sa- 
vannah; $25.50. 


Backers of the Mobile Truck 
Pool say the door is wide open 
to P.A.’s who receive import 


shipments through the Port of 


Mobile destined for areas served 


by the pool. 


KNOW YOUR 
SYMBOLS 


THE 


This symbol stands 
for fusible switch 


This symbol stands 
for QUALITY 


CARGO LOADER: 
AMF for Air Force is compatible with variable deck 


Versatile system developed by platform can raise or lower 40,000 Ib. to any height 
from 40 in. to 13 ft. (right). Platform also can be 


heights. Shown left in extended position, high-lift pitched and rolled to maintain perfect register. 


SAFETY SWITCH THAT CHALLENGES COMPARISON! 


@ Minimum arcing —double-break 


switching 
e Arc control—Vacu-Break" principle 
~ e@ Pressure contacts—Clampmatic® 
Bull Dog s spring action 
e Positive switching—direct handle 
h S, AVY- duty operation 
safety ® High short-circuit performance— 


BullDog Electric Products Division, 1-T-E Circuit Breaker Company, Box 177, Detroit 3 


innumerable applications 
2 

switch! Plus—all current-carrying parts are 
silvered. Available through 1200 amperes in 
NEMA 1 and NEMA 3R enclosures .. . 
competitively priced. Challenge our field 
representative to prove these switches are 
the finest . . . or write for details. 


MASTER 
Views Ormah 


SAFETY SWITCH 


* 


2, Michigan. In Canada: 80 Clayson Rd., Toronto, Ont. Export Division: 13 East 40th St., New York 16, N.Y. 


I-T-E CIRCUIT BREAKER COMPANY 


BULLDOG ELECTRIC PRODUCTS DIVISION 
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ECON-O-BIN: Kaiser will use de- 
vice to move missile propellants. 


STRETCH IT 


New “Stretchable”’ Stick-Not has the strength 
and resilience of extensible Kraft paper. 


Crocker, Burbank’s new “Stretchable” STICK-NOT is a 
release paper with a unique set of properties, and a thousand 


applications. 


Because it stretches, it can be used as a release paper 
in tight rolls such as rubber sheeting or flooring mats — 
without rupturing or puckering. 

Because it’s a moisture-vapor barrier, it can be 
used outdoors or in wet, steamy atmospheres. Or with moist 
compounds or frozen foods. 


Because it has remarkable tear-strength, it 
offers important advantages to makers of floor tiles, plastic 
foams, sticky compounds, drum and carton liners, to men- 


tion only a few. 


Stretchable Stick-Not’s glass-smooth surface allows 100% 
adhesive contact. A stable release even after extensive aging, 
it may be obtained in a wide range of releases from “‘tight”’ to 
“free.” It is now available in rolls. 


ca 


Purchasing Week’s 


Transportation Memos 


PIGGYBACK BOOMERANG: Reacting to the railroads’ 
piggyback Plan III (where shipper supplies loaded trailer), a 
group of Central States truckers will attempt to adapt the idea to 
trucking. They hope to set up a terminal-to-terminal all-freight 
rate for moving shippers’ trailers from the trucker’s terminal at 
one end of the haul to his terminal at the other end, thus dupli- 
cating railroads’ Plan III piggyback. 

Strongest opposition is coming from other truckers in the area, 
who fear class rates will be out the window if the plan goes 
through. Carriers proposing the rate are: Associated Truck Lines, 
Federal Express, Federal Truck Lines, Interstate Motor Freight 
System, Keeshin Transport System, National Transit Corp., 
Northwestern Transit, Yellow Transit Freight Lines. 


It has the excellent moisture barrier character- 
istics of polyethylene. 


Casting paper for plastic foams 


Company.. 
Street. 


Purchasing Week 


It has the uniform, controlled-release of all 
Crocker, Burbank silicone release papers. 


Other STICK-NOT Release Papers 


For release from pressure sensitive adhesives 
Carrier and interleaf for rubber and other sticky products 


Release from pressure sensitive coated films, laminates, 
labels, floor tiles, wall coverings, shelf linings and shingles. 


Send for Samples 


“CONSTANT CHARGE” ATTACK: The National Small 
Shipments Conference landed on a move by the Middle Atlantic 
truckers to get their “constant charge” proposal through the ICC. 
The truckers filed for permission to publish “on short notice” the 
constant charge plan. The shippers group fired back at this sur- 
prise move with a stinging petition that it not be allowed. Peti- 
tion’s chief claim was that the proposed rate structure, with 
graduated charges based on weight breaks under 300 Ib., is illegal. 

* ° + 

“CLEAR THE TRACKS” CHARGE: Eastern Railroads want 
to charge shippers $5 for moving loaded cars off their tracks if 
they have to be moved before billing instructions are received. 
While it would be hard for a supplier to pass this charge along 
to a receiver, P.A.’s would be 
wise to ask suppliers to include 
a bill of lading with each rail 
shipment to avoid misunderstand- 
ings over who should pay the 
charge, should the railroad suc- 
ceed in putting it into effect. 

= @ * 

BENCHMARK BOUT: A 
leasing firm, John J. Casale, Inc., 
of New York lost a major round 
in a 20-year bout with the ICC 
to lease vehicles with drivers to 
shippers for operation beyond the 
New York City commercial zones 
to points in New Jersey, New 
York, Connecticut, and Pennsyl- 
vania. ICC’s Division | ruled this 
was interstate carriage for com- 
pensation rather than private car- 
riage of the shippers. This adds 
the weight of a benchmark de- 
cision to the rule against leasing 
trucks with drivers. 

« * 2 

MISSILE AGE CONTAINER: 
Kaiser’s new Econ-O-Bin (see 
photo, left) will move materials 
for solid missile propellants. The 
aluminum bulk container is de- 
signed for handling either granu- 
lar or liquid materials, has 74 
cu.-ft. capacity, will carry 6,000 
lb. load. Kaiser Aircraft & Elec- 
tronics will supply them to Thio- 
kol Chemical Corp.’s Wasatch 
Div. for use at Air Force-Thiokol 
Plant 78 near Tremonton, Utah. 

* * * 

MORE PIGGYBACK: Penn- 
sylvania Railroad has added a 
new all-piggyback run between 
New York, Philadelphia and the 
deep South. Designated TT-23, 
the train speeds up delivery by 
one day, making possible second 
morning delivery in many South- 
ern cities. 

e * @ 

ILLINOIS SUSPENSION: Illi- 
nois Commerce Commission sus- 
pended until February 28, 1962, 
a proposed intrastate motor 
freight hike ranging from 2¢/cwt. 
for truckload to 35¢/cwt. on un- 
der 1,000-lb. shipments. 

e oa 2 


WHISTLESTOPS: Roadway 
Express added a 23-hr. nonstop 
sleeper cab haul between Chicago 
and Birmingham, Ala. It will pro- 
vide two-day delivery on volume 
shipments, third morning for LTL. 
. . . Truck operators elated over 


CROCKER, BURBANK PAPERS, Inc. 
Fitchburg, Massachusetts 


Please send samples and information on new “Stretchable” Stick-Not 
release paper. | am interested in the following applications. 


the new 40-ft. trailer length law 
just enacted in Pennsylvania were 
warned by the state trucking as- 
sociation that present 35-ft. re- 
striction remains in force until 
Dec. 31... . Strickland Transpor- 
tation Co. has purchased 130 
Trailmobile trailers (at a cost of 
$900,000) on the anticipation of 
increased business. . . . Dow 
Chemical Co. said its purchase 
of 50 Dry-Flo Chem cars from 
|General American Transporta- 
tion Co. reflected the trend to re- 
place shipments of packaged 
polyethylene with hopper car 
| shipments. 
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ELIMINATES MISALIGNMENT STRAIN 


maintains 


equal load distribution 
despite 


changing misalignment 


Here is an important point to consider if you want an 
extra measure of bearing life—extra freedom from 
costly downtime in your equipment. 


For maximum bearing life, there is only one best way 
to carry a load: carry it so it is equally divided between 
the two sets of rollers. This way, you avoid unequal 
loading—eliminate strain and utilize the full capacity 
of all bearing components. 


With Shafer-Rex design, misalignment is eliminated 
before it reaches the rollers. So, despite shaft mis-. 
alignment, the load in a Shafer-Rex is always aligned 
and equally divided on the rollers—providing extra 
protection against the strain of any punishment that 
might be dished out. 


Original Shafer-Rex design is the reason. The inner 
race of a Shafer-Rex Self-Aligning Roller Bearing is a 
segment of a sphere; rollers are concave. With this 
design, the only part affected by misalignment is the 
inner race. Roller assemblies remain in the aligned 
position, carry the load equally to assure uniform load- 
ing through the center of each roller—a real lifesaver. 


For information, write: CHAIN Belt Company, 4702 
W. Greenfield Ave., Milwaukee 1, Wis. In Canada: 
Rex Chainbelt (Canada) Ltd., Toronto and Montreal. 


® 


SELF-ALIGNING 
ROLLER BEARINGS 


P.A. Planning Smoothes Oil Marketing Switch 


Chicago—When Standard Oil 
Co. (Indiana) combined its mar- 
keting, manufacturing, and re- 
search operations with American 
Oil Co. and Utah Oil Refining 
Co. under the single banner of 
American Oil, it marked the end 
of some 18 months of intensive 
planning and buying in display 
materials by the supply purchases 
section of the company’s purchas- 
ing department. 

In the past, R. E. Bauman, 
now manager of supply purchases 
for American Oil, spent from $5- 
million to $6-million a year on 
road maps, promotion gimmicks, 
point - of - purchase advertising, 
letterheads, and the like for the 
Standard Oil network in the Mid- 
west. 


New Distribution Facilities 


Going national (American now 
markets through its Standard Oil 
Div.) meant the addition of dis- 
tribution facilities in the East and 
South, previously Amoco’s terri- 
tory, and the Northwest, Utoco’s 
former domain. Bauman had to 
plan for and purchase 16,000 new 
service station signs, hundreds of 
office forms, and millions of 
pieces of redesigned stationery. 
This was only a part of a total 
expansion expenditure this year 
estimated at $100-million by 
American. 

Everything from application 
forms to calling cards had to be 
reordered with the American Oil 
name and symbol. This meant 
working closely with the adver- 
tising and promotion departments 
and the outside design firm that 
handled the creation of the new 
American station signs. 


Everything in Writing 

Handling creative specifica- 
tions, Bauman says, was very 
muck like buying for engineering 
specifications. As a chemical en- 
gineer with five years’ background 
in the research department and 
eight years in the manufacturing 
department of Standard, he pre- 
ferred to get everything in writing 
no matter how “creative.” 

When the sales promotion or 
the advertising department had an 
idea, for example, a meeting was 
held with the department and the 
buying group. The buyers then 
got specifications ironed out di- 
rectly with the creators. If the 
specs for a project did not require 
a meeting with the departments 
involved, they were written up 
and sent to purchasing. 


At Least 3 Bids 


The company’s policy was, and 
is, to get at least three bids on 
each job. Here the nation-wide 
coverage of the new organization 
was a help to purchasing. Bau- 
man’s staff, which used to confine 
itself to 15 now ranges 
across the country for suppliers, 
getting more competition in bid- 
ding, and thus, a better deal for 
American. 

Like drawing up the specifica- 
tions, choosing a supplier is a 
joint operation. When a supplier 
makes a presentation, the depart- 
ment making the _ requisition 
meets with the buyers, and to- 
gether they evaluate the bid and 
choose the supplier. 

The three three-bid system 
even comes into play for con- 
tracts that are drawn up for print- 
ing the company magazines, as 
well as repetitive graphic arts 
orders such as forms and letter 
heads. And Bauman makes a 
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point of telling the printers that 
the first contract does not make 
American a captive customer. 

It was through its policy of re- 
questing bids each year, that the 
company switched the means of 
printing its magazines. However, 
the purchasing manager feels that 
the department making the requi- 
sition must agree to a new sup- 
plier. If the effort of switching 
means adding additional _per- 
sonnel, then it might not be a 
saving. So Bamman studies the 
over-all effects before making a 
final decision. 


The biggest job was buying 
new service station signs. Some 
universal symbol had to be found, 
and the Standard torch and oval 
turned out to be a logical choice 
for a beginning. 

Eastern customers were fa- 
miliar with Amoco spelled out in 
red and black, inside an oval, but 
with no torch. In the Northwest 
it was Utoco in a red and blue 
oval. Now the torch and oval 
motif links all three companies. 

Key to the 
switch, says Bauman 
time and planning. 


success of the 
plenty of 


Air Express: 
Why is it 
anchor man in 
America’s missile race ? 
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UP WITH THE NEW: Amoco signs 
came down, American went up 
when oil companies’ marketing 
switch became effective. Getting 
new image worked out with de- 
signer, printed on paper and silk- 
screened on metal and plastic 
signs was job of R. E. Bauman, 
new mgr. of supply purchases for 
American Oil, and staff of senior 
buyer and four buyers. 
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Anchor man on a relay team is the fellow who 
clinches victory with a final burst of speed. 

That literally describes the role of AIR EXPRESS 
on America’s missile team. 

Our future as a nation may rest on the success 
of this all-star team, and AIR EXPRESS is proud 
to be a member. But not rea//y surprised. 

In the air, shipments bearing the familiar red, 
white and blue A/lR EXPRESS label are first on, 
first off, first there —via all 35 scheduled airlines. 
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CONGRATULATIONS: H. W. Kohli 
(I), procurement director for Lock- 
heed Missile & Space Co., re- 
ceives felicitations from €E. E. 
Hayden, chief, Contract Div. of 
the Office of the LMSC Air Force 
Representative, after approval 
by the Air Force of Lockheed’s 
purchasing system. Company 
received authority to issue, with- 
out prior approval, fixed price 
purchase orders and subcontracts 
up to $100,000. 


= 


400 Companies 
At International 


London—tThe seventh Interna- 
tional Packaging Exhibition 
opened here with about 400 
firms, including 70 from abroad, 
displaying machinery, materials, 
and containers. 

Makers of plastics, glass and 
metal stressed the advantages of 
their products for a variety of 
packaging purposes, but few new 
developments in package design 
were exhibited. Accent was main- 
ly on new, faster equipment for 
automatic filling, capping and 
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On the ground, they're whisked door-to-door 
by a special fleet of 13,000 trucks, many radio- 
dispatched. And throughout the U. S. and Canada, 
each AiR EXPRESS shipment gets kid-glove han- 
dling. Armed guard protection—an AIR EXPRESS 
exclusive—is available, too. 

These unique advantages aren't restricted to 
missile programmers, either. Any business—l/arge 


& CALL AIR EXPRESS DIVISION OF REA EXPRESS 
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or smal/—can enjoy them in full and at amazingly 
low cost. Just one phone call to your local AIR 


EXPRESS office arranges everything, door-to-door. 


Why not make that cal/ today and discover why 


modern business men find that it pays in so many 


Purchasing Week 


ways fo think fast... think AIR ExPREss first? 


GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 


Display Wares 
Packaging Show 


sealing, carton and bag making, 
wrapping, and bottle cleaning. 

Lord Cornwallis, president of 
the Institute of Packaging, who 
opened the show, said packaging 
was becoming a major British in- 
dustry, with an annual turnover 
of $1.4-billion to $1.7-billion. 

Highlight of the show was a 
display of packaging for con- 
sumer goods for export spon- 
sored by the Institute of Pack- 
aging, the Western Hemisphere 
Export Council, and the Export 
Council for Europe. 


Air Force Establishing 
World's Most Advanced 


Communication Network 


Belleville, Ill.—The Air Force 
has begun installation of a trans- 
continental communication net- 
work, which it said will be the 


largest and most advanced system 


in the world for transmitting data 
and messages. 

The system, known as the 
Combat Logistics Network, will 
link more than 350 air bases, 
depots and stations. 

Western Union is prime con- 
tractor for the project, scheduled 
for completion in 1962. Radio 
Corp. of America will supply 
automatic electronic switching 


equipment to be used at five key 
interchanges in the system. 


Grant said it will be possible to 
feed material into the system in 
punchcard, paper tape, magnetic 
tape, or printed page form. The 
network will be capable of send- 
ing and receiving more than 100- 
million words, or an equivalent 
7-million punched cards, daily. 


Canadian Cement Firm 
Predicts Price Increase 


Toronto—Canada Cement Co., 
the nation’s largest cement pro- 
ducer, said an increase in prices 
is inevitable. 

A company spokesman pointed 
out that the U.S.-centered United 
Cement Workers Union has locals 
in Canada, which generally fol- 
low American wage increases 
with similar demands. The union 
recently signed a new contract 
with American producers calling 
for a 24¢/hr. pay boost over a 
two-year period. 

“This means that sooner or 
later Canadian producers will 
have to raise their prices,’ the 
spokesman said. 


Distillers Co. Boosts 
Price of Polyethylene 


London—Distillers Co., Ltd., 
cut both export and domestic 
polyethylene prices by 10% to 
15%, according to grade, color 
and quantity. 

Distillers’ prices now range 
from about 30¢ to 42¢/Ib. 
Prices of high density polyethy- 
lene were cut by up to 40¢/lb., 
filament grades by 1%¢/\b., 
bottle grades by 3¢ and molding 
grades by 4¢. 


Worthington Distributor 


Plano, Tex.—Southwell Supply 
Co. here, has been named a dis- 
tributor for mechanical power 
transmission products by Worth- 
ington Corp., Harrison, N. J. 
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MINIMUM WAGES ON RISE AGAIN 


Previously Covered Workers» 
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Let’s say you are willing to sacrifice a 

little quality and buy a carload of distribu- 

tion materials for ten per cent less than 
O-B prices. Do you realize it would still cost you 
the O-B price, and probably considerably more? 
You would lose money as well as O-B quality! 

This carload would go into your warehouse, 
and part of it might stay there for some time. Every 
day, every piece would be soaking-up more and 
more “cost of possession.” Few power company 
warehouses operate as low as ten per cent of the 
cost of inventory - - many as much as 25 per cent 
when accounting is realistic. 

At the other end of your telephone is a local 
Graybar house. They have O-B distribution insu- 
lators, hardware, and lightning arresters in stock. 
If these stocks are not large enough, or are the 
wrong kind, this will be corrected. Agreed mini- 
mums will be maintained. You can get what you 
need, when you need it, as you need it. You let 


New Wage Floors Seen Pushing Some Prices Up 


New York—Price experts are 
viewing new higher minimum 
wages with some trepidation. The 
general feeling among the experts 
is that management will be un- 
able to absorb all of the ext a 
$500-million-plus in wages that 
this new pay floor implies for the 
next 12 months. 

In fact, there are already signs 
of some price increases. Just a 
few weeks ago, for example, the 
National Assn. of Hosiery Manu- 
facturers reported that a 15¢ hr. 
boost that most of its member 
companies are now paying will 


have to be passed along in the 
form of higher prices. 

The Southern lumber industry 
is another area where higher quo- 
tations already are reported. 
Thus, some hardwood plywood 
mills are reportedly planning on 
boosting tags about 7%-8% 
sometime next month. 

Retail stores also are consider- 
ing some spotty increases. How- 
ever, it's too early to assess 
whether such action will make for 
any significant boosts in over-all 
retail prices. 

Actually the nation’s business- 


people in the warehousing business take care of 
your storage. You assume no obligation. You 
pay only published O-B prices and save the cost 
of possession. It’s worth at least ten per cent - - 


maybe twice that! 


And there’s something “to boot” in the bargain. 
You get the recognized best distribution materials 


on the market - - O-B. 


OHIO BRASS COMPANY, MANSFIELD, OHIO 


PORCELAIN INSULATORS + LINE HARDWARE - CAPACITORS - 
BUSHINGS + HOLAN TRUCK MOUNTED POWER DE 
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EVICES AND BODIES - 


LIGHTNING ARRESTERS 
BRONZE VALVES 


10140-H 


men are feeling only the first ef- 
fect of the new minimum wage 
law. It will be another four years 
before all the provisions of the 
new act are fully enforced. 

The first installment, however, 
is a pretty hefty one, according 
to the Commerce Clearing House. 
That firm’s experts sees the pro- 
visions that went into effect on 
Sept. 3, 1961, costing an esti- 
mated $536-million over the next 
12 months. 

Later provisions of the law, 
says the Commerce Clearing 
House, will add an additional 
$1-billion to the nation’s payrolls 
—with retailers feeling the big- 
gest bite in these later years. 

And by that time the minimum 
may be boosted again, for a look 
at the past few decades reveals a 
steady increase in pay floors (see 
chart). 

Here’s a rundown of specific 
wage increases faced by USS. 
businessmen over the next few 
years: 


@ Already covered workers— 
The minimum wage for these em- 
ployees is now $1.15/hr. (com- 
pared to the pre-September level 
of $1 /hr. On Sept. 3, 1963, these 
workers get another 10¢ raise— 
putting them at the new floor of 
$1.25/hr.). 

According to the Labor Dept., 
the first 15¢ increase that went 
into effect this month meant pay 
boosts for about 1.9-million 
workers in textiles and other rela- 
tively low  industries—particu- 
larly in the southern part of the 
country. 

What’s worrying many econo- 
mists is that this wage increase 
could have a “rippling effect.” 
Thus, a production worker who 
now is making the minimum 
$1.25 will also want an increase 
to maintain his differential over 
lower paid workers. 


@Newly covered workers— 
Previously exempt workers are 
legally required to be paid $1 /hr, 
as of Sept. 3, $1.15/hr. in 1964 
and to $1.25 by 1965. 

All told there are about 3.6- 
million workers who are coming 
under the law for the first time. 
According to Labor Dept. esti- 
mates, some 663,000 of these 
have been getting under $1/hr. 
and must get boosted to that mini- 
mum immediately. 


© Overtime—Retailers face a 
real big problem two years from 
now when they have to start pay- 
ing for overtime. In September, 
1963, for example, workers must 
be paid overtime after 44 hours. 
A year later, the maximum work 
week will be trimmed to 42 hours, 
and in 1965 it goes down to 40 
hours. 


Retailers also stand to get hit 
hard by the current boost of 
previously exempt workers to 
$1/hr. The Labor Dept. esti- 
mates that some 576,000 retail 
employees will be getting higher 
hourly rates starting this month. 

As far as costs are concerned, 
according to government statis- 
ticians, this means a retail payroll 
increase of $173-million over the 
next 12 months. 

Retailers are already taking 
steps to offset these increased 
operating expenses. Basically 
they all boil down to upping pro- 
ductivity—either by firing less 
efficient employees or by requir- 
ing the same amount of work in 
fewer hours. 
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Welcome to 

the wide 
wonderful world of, 

Sonoco \ 


Better paper products 
the world’s largest 


Sonoco offers you a dependable source for eco- 
nomical paper tubes, cores, cones, spools, treated 
fibre products, specialty boards, corrugating 
medium, folding boxes and fibre cans and drums. 
They can be made to your specifications or to 
accepted standards. They are uniform in quality 

.. dependable in performance ...and they can 
save you money over other materials or methods. 


Sonoco is highly competitive in this specialized 
field. For example, Sonoco is one of the oldest 
and largest manufacturers in the paper industry. 
Sonoco makes all of its own paper, coatings and 


SONOCO 


1g 


for better results from 
tube manufacturer! 


adhesives. Quality is rigidly controlled from raw 
material to finished product. This completely 
integrated operation is supported by extensive 
research and over 60 years’ experience. Sonoco 
has seventeen plants from coast to coast, Canada 
and Mexico, each staffed with qualified sales 
engineers. 


The vast technical resources and convenient 
facilities of this organization are available to the 
imaginative buyer seeking to solve problems 
arising from cost, manufacturing, shipping or 
storing. Your inquiry is invited. 


precision paper products since 1899 


There’s a Sonoco paper product specialist nearby! 


Call or write for 
prompt attention 
to your needs. 


SONOCO PRODUCTS COMPANY, HARTSVILLE, SOUTH CAROLINA © Mystic, Conn. * Akron, Ind. * Ravenna, Ohio + Lowell, Mass. * Holyoke, Mass. * Phillipsburg, N. J. 
¢ Longview, Texas * Philadelphia, Pa. * La Puente, Calif. » Fremont, Calif. « Atlanta,Ga. * Richmond, Va. * MEXICO: Mexico, D. F. * CANADA: Brantford, Ont. * Granby, Quebec 
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Meetings You May Want to Attend 


FIRST LISTING Southwest Purchasing Conference, 


Statler Hilton Hotel, Dallas, Oct. 5-6. 


QUALITY IN STOCK 


Illinois Territory Industrial Traffic 


League Meeting—Palmer House, First Annual Western Building 
Chicago, Sept. 28. 


For You Mr. Purchasing Agent 10... 282" 


Statler Hilton Hotel, Dallas, Oct. 


5-6. National Institute of Govern- 
These top quality Fairbanks products are stocked, sold and recommended ; mental Purchasing (NIPG)—1é6th 
by leading distributors across the nation. Quality products give you more in NAPA Chemical Buyers Group— Annual Conference and Product Ex- 
y teacing National Fall Conf ; 
service — reduce maintenance time and expense, cut inventory require- ational Fall Conference, Chase hibit, Hotel Commodore, New York 
ments. Immediate availability from your local distributor's stock, saves Hotel, St. Louis, Mo., Oct. 10-11. City, Oct. 8-11. 
your valuable warehouse space, inventory cost and frees your working 
capital. Nat’l. Small Shipments Traffic Con- | National Aeronautics & Space 
QUALITY—and Savings—are no further away than your phone. Call your ference—Annval Meeting, Morri- Engineering and Manufacturing 
distributor now and order the dependable Fairbanks Products that you need. son Hotel, Chicago, Oct. 12-13. | Meeting—Hotel Ambassador, Los 
Angeles, Oct. 9-13. 
PREVIOUSLY LISTED 12th National Conference on 
Standards — American Standards 
SEPTEMBER Assn., Houston, Tex., Oct. 10-12. 
Standards Engineers Society— 
10th Annual Meeting, Hotel Sher- Metal Lath Manufacturers Asso- 
man, Chicago, Sept. 18-20. ciation Meeting—The Miramar, 
Santa Monica, Calif., Oct. 11-12. 
Joint Industrial Electronics Sym- rr : 
posium—Bradford Hotel, Boston, NAPA, District 4——Purchasing 
Sept. 20-21. Conference, Pick Fort Shelby Hotel, 
Detroit, Oct. 12-13. 
National Industrial Conference 
FAIRBANKS BRONZE AND DART MALLEABLE Beard—Pth Annuel Marketing Con- | Trade Falr—State of North Core- 
IRON BODY VALVES IRON UNIONS ference, Waldorf Astoria Hotel, New lina, Charlotte Coliseum-Merchan- 
Typical of the QUALITY For over 60 years a firm Vane Si Cape SPSS. ee ee ee ee 
found in this full line of guarantee, that if one should ° 7 — 
Bronze and Iron Body Valves leak through we will give you Carolinas Association of Govern- SARA, Cewit F—I0th Annus 
is Fairbanks patented Renew- two, has insured the QUALITY mental Purchasing—Holiday Inn, Purchasing Conference, Atlanta 
Ts ahh tae ba oe | Wetlecuns nee aout Sony Herene Sa SD. ee 
placement of the seat rings true ball and socket joint, atic 
in a gate valve without ever make a tight seal without Pressed Steel Institute—Fall Meet- 
removing the valve body from jamming. Darts can be used ing, Homestead, Hot Springs, Va., International Organization of 
the line. over and over again. Sept. 25-26. Vacuum Science & Technology Meet- 


ing—Sheraton Park Hotel, Wash- 
American Production & Inventory ington, D. C., Oct. 16-19. 
Control Society—4th Annual Na- 


tional Conference and Technical Ex- 4th Annual Petroleum Industry 
hibit, Pick Congress, Chicago, Sept. | Purchasing Management Seminar— 
27-30. Purchasing Agents Assn. of Tulsa, 


Western Hills Lodge, Lake Gibson, 
NAPA, District 1—14th Pacific In- | Tulsa, Okla., Oct. 18-20. 
ter-mountain Purchasing Agents Con- 


ference, Westward Ho _ Hotel, Fleet Maintenance Exposition— 

FAIRBANKS“ LOCKWELD” FAIRBANKS “LAMILON” OR Sa. Sree Mew Vers Comm, Oe, Sear 
STEEL CASTERS ALL-PLASTIC WHEELS APA Bani 9 hes! 

Fairbanks patented LOCKWELD con- Now, standardize on one wheei OCTOBER f ‘ “anny the ge oe 
struction has eliminated the king-pin for any section of your plant, obtain Anh Conference, Hotel Bradford, Boston, 
in a swivel caster— providing stronger, greater floor protection for all types NAPA, District 2—15th Annual Mass., Oct. 24-25. 
easier swiveling, longer lasting QUALITY of floors. LAMILON Wheels, on which 
casters. Available in single ball race, patent is pending, are typical of 
regular duty, and double ball race, Fairbanks QUALITY line of rubber 
medium-heavy and heavy duty ratings. tired, solid rubber and semi-steel 


wheels for casters and trucks. 


// TIME TO 
LOOK AT COSTS 


You need the answers to 
such questions as: 

“Can a TUBULAR RIVET replace a solid 
rivet, screw, or bolt and thereby 
accelerate production?”’ 

“Would a SPLIT RIVET with a decorative 
head improve product appeal?’’ 
“Should a SELF-PIERCING RIVET be used 
and eliminate a drilling operation?”’ 
“Can a cold headed part such as a 
SHOULDER RIVET serve as a fastener and also 
provide a bearing surface?”’ 

“Would a TAPPED RIVET, made to receive 

a screwed-on assembly simplify field service?"’ 
These are typical questions asked of 
Chicago Rivet engineers because keen 
competition today makes necessary 
re-examination of production methods. 
No matter how complex or how 

simple your fastening problem may 
seem to be, get the cost saving 


TUBULAR 
river / 
F 


Call or contact the near- 
est Fairbanks Branch Office 
and Warehouse to you and 
ask for the name of the 
Fairbanks Distributor in 
your area. It will be our 
pleasure to serve you — our 
distributor's pleasure to 
acquaint you with Fairbanks 
QUALITY. 


« 


SELF-PIERCING 
giver 


BOSTON 10, MASS. 
520 ATLANTIC AVE. 


‘ : Ri : 
— sates ae ket 
AND PLATFORM 2600 oo THIRDOP ST. a. assembly—no obligation. 
HAND TRUCKS CALUMET 5-3600 Vv 

Trucks are as tools —job NEW YORK 3, N.Y. Oacage Kwet Machines set 
fitted. Buy trucks as you do ee eo ST. 1 J 4 9999 
tools—for QUALITY. In Fair- “6800 
pear Bee line = bg bate PITTSBURGH 22, PA. 2 q9 5S ARAAa 
an atform Han rucks, 
you'll find QUALITY and with COURT 1-1887 oe 3007 6 000000 
the proper truck for your needs ROME, GEORGIA it Riv a Ti 
you'll atl ate be of and pro- 202 DIVISION ST. Tubular or Split Rivets At a Time 


234-6701 


mote efficiency. 


* . - 
bhwe & MACHINE CO. aa 7 
968 S. oat Ave. - Bellwood, III. (Chicago Suburb) > 
Branch Factory: Tyrone, Pa. a, | 
FOR FILES—Rivet catalog describes 1388 standard > me ives 


e tubular and split rivets and 26 single and multiple 
Gq sg ca) automatic rivet setters 
' s COMPANY 
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Allied Chemical — Plastics Division 


Granular Type 


Putty Type 


PLASKON ALKYD AND ALKYD (DAP) MOLDING COMPOUNDS 


Impact Types 


PLASKON 
COATING RESINS 


PLASKON 
PHENOLIC RESINS 


PLASKON 
POLYESTER RESINS 


PLASKON HALON* 
RESINS TYPES VK & TVS 


PLASKON MELAMINE 


PLASKON NYLON-6 


PLASKON UREA 


Granular materials are designed 
for high-speed, fully automatic 
or semi-automatic molding 
operations. They include glass 
and mineral-filled grades. Con- 
tacts may be molded in or in- 
serted in a separate procedure 


PROPERTIES 

Provide high arc and insulation 
resistance and dielectric values 
which are maintained at ele- 
vated temperatures and after 
exposure to heat and humidity. 
Molded parts have unusually 
high dimensional stability (min- 
imum after-shrinkage). This, 
plus the fact they are generally 
adaptable to rapid production 
cycles, permits endless repro- 
duction of precision parts. 


There are PLASKON Alkyd gran- 
ular types that conform to the 
MIL-M-14F specification, Type 
MAG and, the poly diallyl 
phthalate type, MDG. 


APPLICATIONS 

Tube bases and sockets, con- 
nectors, tuning devices, trans- 
former parts, potentiometer 
parts, motor controller parts, 
auto ignition parts, switch and 
relay parts. 


For encapsulation of small elec- 
tronic parts where delicate in- 
serts are to be sealed within 
a protective shell. Molds 
rapidly at extremely low pres- 
sures. Available in soft, putty- 
like sheets. Easy to handle — 
no mixing required. 


PROPERTIES 

For many applications the co- 
efficient of linear thermal ex- 
pansion will be found similar 
to popular wire types (their 
thermal conductivity dissipates 
heat faster) producing less 
change in dielectric perform- 
ance before and after encapsu- 
lation. Conform to the MIL-M- 
14F specification, Type MAG 


APPLICATIONS 

Resistors, capacitors, coils, 
transformers, small electronic 
devices. 


Reinforced with glass fiber for 
increased impact strength. 
Combines the electrical quali- 
ties typical of Alkyds with the 
high strength of glass fiber re- 
inforcement. Also retains 
excellent dimensional stability 
characteristics of all Alkyd 
Molding Compound types. Suit- 
able for compression and trans- 
fer molding. 


Grades available to conform 
with the MIL-M-14F specifica- 
tion, Type MAI-30 and MAI-60; 
and MIL-M-19833, Type GDI-30. 


APPLICATIONS 
Computer parts, synchros, coil 
forms, terminal blocks, con- 
nectors, stand-off insulators, 
heavy-duty circuit breakers and 
switch gear. 


A complete line of alkyd, urea, 
melamine, styrenated alkyd, 
silicone alkyd, modified phe- 
nolic, maleic and ester gum 
resins for the surface coating 
and printing industries. 
PROPERTIES 

Each resin is designed to de- 
liver specific performance 
characteristics such as gloss, 
superior gloss retention, chem- 
ical and solvent resistance, 
durability and rapid drying. 
APPLICATIONS 

Paints, varnishes, lacquers, 
printing inks and self-polishing 
floor waxes. Exterior and inte- 
rior appliance, automotive and 
industrial uses. 


A family of outstanding ther- 
mosets. Properly applied, they 
result in strong, rigid, dimen- 
sionally stable products. A new 
pre-mix resin permits prepara- 
tion of reinforced molding 
materials using the economical 
pre-mix method. 


PROPERTIES 

Unaffected by water, alcohol, 
cils, greases, mild. acids and 
common solvents. Excellent 
heat resistance up to 700°F. 
when laminated with glass 
cloth. No marked change at 
freezing temperatures. Excel- 
lent electrical properties. Spe- 
cial grades offer extreme 
chemical resistance. 


Varnishes are widely used in 
decorative and-electrical-grade 


A line of specially formulated 
resins for cost-saving pre-mix 
molding, which permit rapid 
production of parts of varying 
thicknesses, intricate contours 
or molded-in inserts. Molders 
can use their own reinforce- 
ments, fillers and catalysts. 


PROPERTIES 

Great strength and light weight 
in reinforced plastic laminates. 
“Built-in” molding advantages 
include pre-acceleration to 
speed production, rapid im- 
pregnation and excellent re- 
lease for matched-metal mold- 
ing. Plaskon Polyesters for 
matched-metal molding offer 
better mold release, higher 
gloss and less crazing than 
general-purpose resins. 
APPLICATIONS 

Boats, housings, translucent 


panels, furniture, packaging 
and aircraft components. 


Fluorohalocarbon plastics for 
difficult design problems. Easily 
extruded, compression and in- 
jection molded. Structure re- 
tards crystallization during 
slow cooling cycles after ex- 
posure to high temperatures— 
tending to maintain toughness, 
flexibility and clarity. 


PROPERTIES 

Built-in flexibility, radiation re- 
sistance and excellent mold- 
ability. Virtually unaffected by 
inorganic acids, alkalies or 
oxidizing agents. No moisture 
absorption. Easy to clean. Ex- 
cellent optical qualities. Trans- 
parent up to Ye-inch cross 
section. Resistant to heat and 
cold: Type VK sefviceable up 
to 350°F., TVS to 390°F. Thin 
sections can be flexed at 
~320°F. Good abrasion resist- 
ance, impact tensile and com- 
pressive strength. High volume 
and surface resistivity at high 
and low temperatures. Low di- 
electric constant and good 
power factor at high tempera- 
tures and frequencies. Non- 
flammable. 


APPLICATIONS 
Insulation for hook-up wire, 
printed circuit boards, flexible 
cable and cable assemblies. 
Coil forms, tube sockets, ter- 
minal insulators, etc. Lining 
material for storage tanks, pipe 
lining, gaskets, “0” rings, etc. 
Caps for containers of highly 
corrosive liquids, 
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molding compound which 
satis the hertest surfaces 
attainable with plastics. 


Excellent arc resistance, hard- 
ness, lightfastness. Inert to 
chemical and 

reagents. Highly resistant to 
electrical tracking. Tasteless 
and odorless. Surpasses urea 
in resistance to acids, — 


Dinnerware, appliance hous- 
ings, electrical parts and wir- 


ing devices, cutlery handles — 


and buttons. 


New types of molding and ex- 
trusion compounds different 
from previously available do- 
mestic nylon. A polymer of 
caprolactam. 


PROPERTIES 

Unusual toughness, abrasion 
resistance, self-lubrication, 
high heat-distortion tempera- 
ture, -high strength-to-weight 
ratio and good chemical resist- 
ance. Less shrinkage and supe- 
rior dimensional contro! than 
other nylon types. Broader 
melting range—can be molded 
at lower temperatures and 
pressures. Superior impact 
strength, better moidability in 
thick sections, easier pigmen- 
tation. 


APPLICATIONS 

Precision parts such as gears, 
cams and bearings. Small tub- 
ing, shapes, small and large 
rod, film, laminates, wire and 
fope covering. Parts requiring 
stability against oxidative em- 
brittlement at high tempera- 
tures. Fish line, heel lifts, pipe 


_ fittings, pipe, blown bottles. 


A molding compound that 
comes in an extremely wide 
range of colors — pure white, 
pastels and >rilliant hues. A 
special housing type has been 
developed for large parts fab- 
rication. 

PROPERTIES 

Tasteless, odorless and inert. 
Resistant to grease, oil, sol- 
vents, heat, chipping and 
cracking. High dielectric 
strength and arc resistance. 
Excellent dimensional stability. 


APPLICATIONS 

Closures, wiring devices, stove 
and cabinet hardware, toilet 
seats, lighting fixtures, radio, 
appliance and other housings, 
cosmetic and jewelry contain- 
ers, buttons. 


Allied Chemical — Plastics Division 


PLASKON FIRE- 
RESISTANT UREA 
UFR-28 


A molding compound with low 
flame-spread rating, supplied in 
unpigmented natural color and 
a range of tint shades. 


PROPERTIES 

Self-supporting rigidity. UL 
flame-spread rating of 25 to 
75. Meets fire-resistance re- 
quirements of municipal, state 
and national building codes. 


APPLICATIONS 


Lighting and appliances. Ideal 
for luminescent ceilings. 


PLASKON WOOD-FLOUR 
FILLED UREA 


An improved general-purpose 
molding compound available in 
black, NEMA closure browns 
and large-volume special 
opaque colors. 


PROPERTIES 

Tasteless and odorless. Highly 
resistant to electrical tracking; 
excellent arc resistance and in- 
sulation properties. Hard; 
lightfast; inert to chemical and 
pharmaceutical reagents. Often 
performs as well as cellulose- 
filled urea, differing mainly in 
opacity and color quality. 
APPLICATIONS 

Wiring devices, switch plates, 
closures, household circuit 
breakers and light industrial 
switch gear. 


A-C® 
POLYETHYLENE 6 


A processing aid and modifier 
for use in injection molding, 
slush molding and extrusion. 
By varying the amount of A-C 
Polyethylene 6, you can tailor 
the resin melt index to meet 
any molding problem. 


PROPERTIES 

Tasteless, non-discoloring. Un- 
usually inert and very stable. 
Resistant to water, dilute acid 
solutions, and basic solutions 
such as ammonium hydroxide 
and sodium hydroxide. Compat- 
ible with most hydrocarbon 
polymers. 


APPLICATIONS 

Adding small amounts of AC 
Polyethylene 6 to high molec- 
ular weight resins shortens 
cycle times by increasing flow, 
improves color dispersion, im- 
proves gloss, permits use of 
better base resins, improves 
mold release, lowers pressure 
requirements and reduces in- 
ventory of grades needed. 


Plaskon® plastics and resins are backed by the technical proficiency of Allied Chemical’s applications and technical service 
laboratories. They are manufactured under the strictest quality controls. Write us for more information on any of these hard- 
working materials, or for help with design, fabrication or materials selection problems. 40 Rector Street, New York 6, N. Y. 


PLASKON and A-C are registered trade marks of Allied Chemical Corporation - HALON is # trade mark of Allied Chemical Corporation. 
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Industry News in Brief 


t 


New Owners for Sanborn | Div. of Garrett Corp., Los An- developing the new product since 
7 . > + t > 
Palo Alto, Calif.—Hewlett-| £°!°: has agreed to provide a plastic pipe was lrst approved ta 
Packard Co.. manufacturer of nationwide engineering . = s nage “e 1 eg ie { 
laboratory instruments, has ac mee Sy ees Sem “te r oa h : ol list ‘but mp oe 
quired Sanborn Co. Waltham wire and cable products in the tiona y througn Gistri utors serv 
Mass., as a wholly-owned —_. space, missile, airframe and ing electrical contractors. 


electronic industries. 


s > > > " 
se lee 9 ge | Distributor Named 
diagnostic apparatus, will con- Lasco Adds Line Milwaukee Chain Belt Co. 
tinue to Operate under its own Los Angeles Lasco Indus- appointed Coldwell & Co., Inc.., 
name, tries, Inc., producer of chemicals Terre Haute, Ind., as a distribu- 
. = and plastics, has introduced a tor for its lines of drive and 
Collins Consolidates new line of plastic pipe designed conveyor chains, chains for agri-. GIANT TIRE: Inspector jots down data inside half mold of 10-ft. tire 
Dallas—Collins Radio Co. for use underground as electrical cultural implements and bulk| being made by Goodyear for the Army. Tire, designated size 44.5x45, 
consolidated its two electronic conduit. Lasco said it has been materials handling equipment. contains enough rubber for 160 average size automobile tires. 


component operations into a sin- 
gle new division. Affected by the 
move are the mechanical and 
crystal filter facility at Santa Ana, 
Calif., and Communications Ac- 
cessories Co., Lee’s Summit, Mo.., 
which had been operating as a 
Collins subsidiary. The new divi- 
sion will retain the Communica- 
tion Accessories Co. name. 


New Twin-C Sorbette unfolds by itself 


New Hose Distributors 


New York—Atlantic Metal 
Hose Co. has appointed six new 
distributors to stock and sell its 
line of flexible metal hose. They 
are: Haverstick & Co., Inc., Ro- 


chester, N. Y.; John Bridge Sons, Read how now 
Chester, Pa.; Acme-Mechell, Mil- + 
waukee; Globe Rubber Works, Twin-C Sorbette 


Inc., North Quincy, Mass.; W. H. 
Steingerwald Co., Houston, and can help you stop 


Wm. H. Taylor Co., Allentown, washroom waste 


Pa. 


To Enter Bag Field 


An exclusive new folding 


Portland, Ore. — Georgia-Pa- method makes it possible for 
cific Paper Co., plans to expand you to enjoy substantial sav- 
into the bag manufacturing field ings in towel costs. Here’s why: 
by acquiring Imperial Bag & Pa- The Twin-C Sorbette is the 
per Co. and Fleetwood Paper only C-fold towel that actually 
Co., both of Chicago. Georgia- unfolds itself as it is pulled from 
Pacific said the purchases should the dispenser. The full drying 
be completed in about a month. surface is instantly exposed — 

, , ready for use — without fum- 
Riegel Quits Gloves ee fl unfolding. 

New York—Riegel Textile The Twin-C seems twice as 
Corp. said it plans to liquidate large as ordinary C-fold towels. 
its work glove business. A com- Therefore users are less likely 
pany official said Riegel hopes to to take unnecessary towels. 
obtain a better return from in- Typical washroom installations 
vested capital by concentrating it result in savings of 10 to 40%! 
in other areas. One of the firm’s Twin-C Sorbette is made only 
three work glove plants is being by Crown Zellerbach, but fits 
leased to Boss Mfg. Co., which any standard C-fold dispenser. 


plans to fill orders for work gloves 


; Sear ; For samples and more infor- 
remaining on Riegel’s books. 


mation, contact your nearest 


. ‘ ‘ Crown Zellerbach distributor. 
Antitrust Suit Filed Or write us at One Bush Street. 
Dallas—Dept. of Justice is at- San Francisco, California. 


tempting to dissolve the merger of 
Ling-Temco Electronics, Inc., 
and Chance Vought Corp. A 
civil suit filed in federal district 
court here charges six violations ;, 
of the Clayton Antitrust Act and 3 $& Fy 
says the merger would “lessen 

competition” in the aerospace in- 

dustries. | 


TVA Awards Contracts 


Knoxville, Tenn.—The TVA 
has announced award of con- 
tracts for 3,503,600 tons of coal 
valued at $10,339,631. De- 
liveries are to be made to TVA 
steam plants over periods ranging 
from six months to three years. 
The tonnage is divided among 
five producing fields with West 
Kentucky (1,619,200 tons) and 
Southern Illinois (1,043,500 tons) 
supplying the bulk of the con- 
tracts. 


Look at the difference 
4 in drying size. - 


The Twin-C Sorbette unfolds — a 
automatically as it is pulled from “—_ ~ > - 
the dispenser. With conventional +, % 
C-fold towels, more than half the 
drying surface stays hidden, and 
most users don’t bother to unfold 
the towel—they grab an extra one 


instead. 
Sorbette® 


* 


Twin-C Pat. Pending 


G& crown 
ZELLERBACH 


Distributor Sales Division 


Garrett Markets Line 


New York—Anaconda Wire 
& Cable Co. announced that 
Airsupply-Aero Engineering 


In Canada address product inquiries to Crown Zellerbach Limited, Vancouver, B.C. 


September 18, 1961 Purchasing Week 


Purchasing Week’s Lying 85 miles from the sea, the port encompasses the Delaware ‘metal ore capacities in several 

" = - Riverfront communities of Wilmington and Claymont, Del.; Marcus years. Modernization of ware- 

Philadelphia Perspective Hook, Chester. Philadelphia and Morrisville, Pa.; and Gloucester, houses, wharves, and fast ship- 

Camden, Burlington, and Trenton, N.J. Up and down the entire turn-around facilities have 

Delaware River and its tributaries, the port is undergoing a revolu- SP&¢ded the unloading and for- 

tion which optimists feel will make it number one in all categories. arding of fuel oils, cocoa 

Main betterment has been in three fields: transport, material beans, gypsum, sugar, molasses, 

CORRESPONDENT he * - lumber, and other raw materials. 
andling, and warehousing-storage. Giant strides also have been i. 

JOHN MOORE made ia din bert rege “nip ie eee ce : Port improvements tend to 

. = = ship erthing, servicing, and shipbuilding facilities. So pay their own way. The port 

—— Purchasing Spotlight gm - the r1/. that 107 regularly scheduled foreign steam- pours some $1.5-billion into this 

On the Philadelphia Waterfront - ines serve this port. At one time, you can find up to 150 area’s income each year. Small 

ocean-going vessels berthing here. Two large shipyards are capa- wonder that the city and state 

ble even of servicing and building atomic-powered vessels. In fact, are about to build a $300,000,- 

the New York Shipbuilding Corp. in Camden constructed the 000 expressway along the water- 

rates, cartons, drums and bulk items are moving across water- “T!d’s first nuclear merchant ship, the S$. S. Savannah. front. When this is complete, 

: : , cargo-laden trucks will drive via 

/front piers here at booming rates. Last year more than 100- ea Ae gs ; 
million tons of cargo moved through the Port of Philadelphia. In salah apemenays 1 Comage ane 

Maia <a ; 5 : ; . me intermediate points without en- 
total tonnage, it trails just the giant Port of New York. countering a traffic light. 

An already excellent belt-line 
railway hooks up with the Read- 
ing, B&O, and Pennsylvania 
railroads. But this, too, is slated 
for improvement. Railroads are 
fighting hard to recapture busi- 
ness lost to trucks. For a typical 
pier studied by a P/W reporter, 
shipments used to be 70% via 
railroad; this has shrunk to 
30%, and 70% now goes via 
trucks and trailers. Rail and 
highway carriers often pick up 
loads for receivers in Pittsburgh, 
Wheeling, Youngstown, Chi- 
cago, and Milwaukee. 

eee 


To P.A.’s this means ship- 
ments from here to you will be 
faster. Some say modernization 
will keep costs down also. As 
things improve, other ports (e.g., 
Baltimore) will continue to com- 
pete for your shipping dollars. 
One pier operator puts it this 
way: 

“Highways serving all port 
A - areas—long beat-up excuses for 
9 ° ‘oe roads congested with criss-cross- 
Can t watt. - ing railroad tracks and maneu- 
vering truck and _ trailers—will 
have to improve at all ports. 
Many waterfronts have already 
modernized. They'll match us 
improvement for improvement. 
In the end, the shipper and re- 
ceiver, the manufacturer and 
consumer will benefit every- 
where. Ports that don’t will 
shrivel up and die.” 
eee 
Here are some tips from 
waterfront handlers: 


New bulk handling units let this port triple its petroleum and 


1. Try to order your items 
through one pier; then a truck 
or carload can be filled to capa- 
city and shipped directly to you; 
or team up with another com- 
pany in your area to ship through 
one pier. 

° e ° . 99 2. Make sure your forwarder 

Have it sent United Air Freight! os amare Sees siesta 

- tion and safety. You can save 

on insurance costs and you can 

When you can’t afford delay, tell vendors And there’s practically no limit on the eee on delivery when you want 
o ship via United Air Freight. United products that can be shipped via Uni a > 

t p V a l t t pr lu ts that can be shipped via United 3. Study the palletizing and 

links 117 cities...coast to coast and Air Freight—from smaller, delicate parts containerization techniques that 

border to border with one carrier Air _ to large, heavy equipment. will work best with your items. 

ell Calais : See that the pier and the handlers 

PeIgaly Service, Your shipment receives Extra Care from use these. 

United serves vou with the world’s oor to door. Reserved Air Freight makes 4. Try to visit the piers your 
ein: te “or very jet carries sure there’s room for your shipment on items move through, and make 
largest jet fleet—and every jet carries one ; I personal visits to the freight for- 
freight. A fleet of Mainliners and Cargo- the specific flight you need. warder, the pier operator, and 
: : , : , + , , ‘ ) yfficis jersee y 
liners provides still more freight lift, with Next time you need a shipment in a pons ec Whe SHeEer yom 


: ; ; *iaersaagl anes materials or merchandise while 
convenient flights around the clock. hurry, have it sent via United Air Freight. it’s in the port. 

5. If containerization fits your 
needs, you often can find a ter- 
minal operator who will supply 


WORLD'S LARGEST JET FLEET UNI TED KNOWN FOR EXTRA CARE steel containers free to shippers 


especially for cargos on which 
Se al shipping costs are based on 
® measurement rather than weight. 
6. Make sure the port has 
adequate longshore labor to 
handle odd-shaped items if you 
deal with these. 
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DISTRIBUTORS 
for 
ASARCON 


CONTINUOUS-CAST 


BRONZES: 


ALABAMA 

Birmingham 

Dixie Bronze Co., Inc. 

FA 4-4588 

J. M. Tull Metal & Supply Co., Inc. 
FAIRFAX 3-1612 

ARKANSAS 

Little Rock 

Arkansas Foundry Company 
FRANKLIN 2-6261 
CALIFORNIA 

Los Angeles 

Kingwell Bros., Ltd. 
LUDLOW 2-7427 

San Francisco 

Kingwell Bros., Ltd. 
SUTTER 1-0514 
CONNECTICUT 

Guilford 

Knapp Foundry Co., Inc. 
GLENDALE 3-2744 

Seymour 

The Derby Castings Co. 
TUXEDO 8-2581 

Stratford 

The Ellsworth Industrial Supply Co. 
EDISON 7-3317 

FLORIDA 

Jacksonville 

J. M. Tull Metal & Supply Co., 
EVERGREEN 7-5561 


Miami 
J. M. Tull Metal & Supply Co., 
OX 6-0150 


Tampa 

J. M. Tull Metal & Supply Co., 
TAMPA 3-6741 

GEORGIA 

Atlanta 

J. M. Tull Metal & Supply Co., 
JACKSON 5-3871 

ILLINOIS 

Chicago 

Bearing Headquarters Co. 
Div., Ray M. Ring Co., Inc. 
ESTEBROOK 9-0300 

Bronze Bearings, Inc. 
JUNIPER 3-1100 

Morton Grove 

Bearing Headquarters Co. 
Div. Ray M. Ring Co., Inc. 
ORCHARD 5-5575 

Peoria 

Ray M. Ring Bearing Co. 
PEORIA 6-73-8171 
Rockford 

Bearing Headquarters Co. 
Div. Ray M. Ring Co., Inc. 
WOODLAND 5-0628 
Rockford Tool & Transmission Co. 
ROCKFORD 2-7711 
Waukegan 

Bearing Headquarters Co. 
Div., Ray M. Ring Co., Inc. 
MA 3-5212 

INDIANA 

East Chicago 

Bearing Headquarters Co. 
Div., Ray M. Ring Co., Inc. 
EXPORT 7-8020 

SAGINAW 1-8660 
Indianapolis 

Jones & Laughlin Warehouse Div. 
Jones & Laughlin Steel Corp. 
MELROSE 1-8311 

South Bend 

Powell Tool Supply, Inc. 
ATLANTIC 9-5578 
KENTUCKY 

Louisville 

Williams & Co., Inc. 
JUNIPER 3-7781 
LOUISIANA 

New Orleans 

Standard Brass & Mfg. Co. 
AUDUBON 1381 
Shreveport 

Standard Brass & Mfg. Co. 
UN 5-4241 

MARYLAND 

Baltimore 

Bronze Specialties, Inc. 
LEXINGTON 9-1906 
MASSACHUSETTS 

Bosten 

Kelco Metal Products Co. 
HUBBARD 2-1737 

Millard Brass & Copper Co 
HIGHLANDS 2-6220 
MICHIGAN 

Detroit 

Copper & Brass Sales, Inc 
FOREST 6-6200 

Meier Brass & Aluminum Co. 
JORDAN 6-3902 

Grand Rapids 

Copper & Brass Sales, Inc. 
EMPIRE 1-6681 


AVAILABLE OFF-THE-SHELF 


ASARCON CONTINUOUS-CAST BEARING BRONZE 
IN STOCK SIZES 1/2” TO 9” O. D., ANY LENGTH TO 105” 


' 


When you order Asarcon 773 (SAE 660) continuous-cast bearing bronze, you 
receive the length and size you specify without delay. You choose from more 
than 260 stock sizes — solids and tubes — and have your order cut in any length 


up to 105”. A nation-wide network of conveniently situated distributors assures 
prompt deliveries. 


By providing diameters and lengths close to your finished requirements, Asarcon 
773 substantially reduces the cost of scrap. With only 1/32” to 3/32” to machine 
off, there is more usable metal, machining time is reduced, work moves faster. 

Asarcon 773 has unusually high density, because it is produced by the unique, 
patented continuous-cast process. Every casting has more resistance to metal 


fatigue, superior hardness, higher tensile, yield and impact strength . . 


is guaranteed free of blow holes, shrinks, voids, pits. 


. and each 


For further information, call or write your nearby distributor or write Contin- 
uous-Cast Department, American Smelting and Refining Company, Perth 
Amboy, N. J. 


Kalamazoo 
Bard Tool & Equipment Co. 
FIRESIDE 3-2691 


Lansing 


Superior Brass & Aluminum Co. 


IV 2-2754 

Muskegon 

Towne Hardware & Supply Co. 
2-2651 

MINNESOTA 

Minneapolis 

R. G. Eide, Inc. 

FE 8-4846 


MISSOURI 

Kansas City 

Associated Bearings Co. 
HARRISON 1-0407 

St. Louis 

R. J. Bearing Co. 
MISSION 7-3605 
NEBRASKA 

Grand Island 

The Island Supply Co 
DUPONT 2-8567 

Omaha 

T. S. McShane Co., Inc. 
JACKSON 1273 


ee ty, 
ASARCO 
ee 


NEW JERSEY 
Carlstadt 

E. A. Williams & Son 
GENEVA 8-0800 
MARKET 3-1929 

(New York LA 4-9546) 
Newark 


Federal Bronze Products, Inc. 


MARKET 2-6330 

Perth Amboy 

Gregg’s Brass Foundry 
HILLCREST 2-2086 

NEW YORK 

Brooklyn 

Hamsley, Inc. 

STerling 8-1144 

Buffalo 

Kencroft Associates, Inc. 
RIVERSIDE 1520 
Rochester 

Ontario Metal Supply, Inc. 
HAMILTON 6-1630 
Syracuse 

Meloon Bronze Foundry, Inc. 
GLENVIEW 4-3231 

Troy 


The Troy Belting & Supply Co 


UU 


AS 2-4920 (in Albany 3-6121 


OHIO 

Akron 

Akron Welding & Spring Co. 
JEFFERSON 5-2187 
Cleveland 

Copper & Brass Sales, Inc. 
VU 3-8100 

The Bearing Bronze Co. 
MICHIGAN 1-6520 
Cincinnati 

Reliable Castings Corp. 
KIRBY 1-2627 

Columbus 

Williams & Co., Inc. 
AXMINSTER 4-1623 

Dayton 
The Bristol Brass Corp. of Ohio 
BALDWIN 8-8185 

Toledo 

The Seegar Brass Company 
CHERRY 8-5321 

Williams & Co., Inc. 
GREENWOOD 5-8661 
PENNSYLVANIA 

Easton 

R. T. Schaller Co. 

BL 2-2435 

Erie 

Erie Bronze Co 


Mi ENOALE 6.76532 
GLENVALE 2-/ 538 


Latrobe 

Latrobe Foundry Machine 

& Supply Co. 

KEYSTONE 7-3341 
Philadelphia 

Brass & Copper Sales, Inc. 
GLADSTONE 7-2500 

Renewal Service, Inc. 
BALDWIN 9-6330 

Pittsburgh 

Pennsylvania Industrial 
Supplies Co., Inc. 
ALLEGHENY 1-5010 
Pittsburgh Brass Mfg. Co. 
ATLANTIC 1-8761 

RHODE ISLAND 

Providence 

Clifford Metal Sales Co., Inc. 
UNION 1-4100 

SOUTH CAROLINA 

Greenville 

J. M. Tull Metal & Supply Co., Inc. 
CEDAR 3-8366 

TENNESSEE 

Memphis 

Dixie Bearings, Inc. 

WH 8-4515 

Memphis Bearing & Supply Co. 
JACKSON 6-7543 


‘JINOUG ELL NOOUYSY 


Dixie Bearings, Inc. 


Standard Brass & Mfg. Co. 
TERMINAL 3-2641 


Badger Bearing Cc. 
BROADWAY 2-0231 


CANADA 


Lachine, Quebec 

Federated Metals Canada, Ltd. 
MELROSE 7-3591 

Scarborough, Ontario 
Federated Metals Canada, Ltd. 
PLYMOUTH 7-3246 


Municipal P.A. s Finding Big Savings in Leasing 


New York—Municipal P.A.’s 


The particular pluses of muni 


on tight budgets are finding that cipal leasing add up to 


leasing capital equipmeni—in- 
stead of buying it outright—can 
save money while still enabling 
he city equipment to meet 
seasonal emergencies such as 
winter snow storms 

Many cities and towns have 
rented equipment on a day-to-day 
basis in the past, but now the 
long-term lease, running for 


several years, is gaining in favor 
among municipal buyers seeking 
solid advantages to the govern- 
mental unit and to the taxpayer. 


@ Conservation of ¢ funds, 
particularly important many 
nunicipalities approach their debt 


ity 


as 


ceilings 

@Spreading of expenditures 
uniformly over the life of the con- 
tract, an advantage to a town 
whose tax revenue tends to come 
in all at one time. 

@ Putting § maintenance _ re- 
sponsibility for vehicles in hands 
of lessor. 

@ Giving the city a way to try 


out untested new items, such as moving equipment and _ voting 


at Elkay 


quality sinks 


begin with 


quality stainless... 


METALOG/CS 


PLUS VALUES 


(NN STEEL 


snow melters and EDP equip- 
ment, without major cash outlays. 

@Providing a way to. get 
needed machinery without delay 
ot going to voters, city council, 
or legislature. . 

Items that are leased tend to be 
those that in constant 
such as sewage plants, parking 
meters, garbage processing facili- 
trucks, buses, cars, and 
school equipment like drinking 
fountains and typewriters. Items 
used infrequently, or on a project- 
by-project basis, such as earth 


are use 


ties, 


Nearly forty 


resentative. 


e ALUMINUM e« 
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JOSEPH T RYERSON & SON. IN 


PLASTICS e 


machines, are more often rented | rented equipment for many years, 


on short-term contracts. 
However, there’s no 


but to others, the practice is rela- 
finely | tively new. 


However, interest in 


etched line between leasing and} leasing is keen among municipal 


enting. Generally accepted usage | P.A.’s. 


Bernard L. Gill, city 


defines rental as a short-term ar-|P.A. at Madison, Wis., savs, “We 


rangement, taken on a flat-fee 


have never leased equipment, but 


basis. A lease can be somewhat}we are presently preparing to 
more complicated, with three|conduct a survey on the leasing 
years often the minimum time.|of passenger cars for police 


Capital equipment leases some-| operations.” 


times include option-to-purchase | 


clauses whereby the lessee, at the 
termination of lease, can buy the 


Says Vincent Barry, president 
of American Industrial Leasing, 
“Municipal buyers need educa- 


equipment at a fair market value.} tion on the technique, but I ex- 


Some arrangements allow 
lessee to have a percentage of his 


lease payments credited to the} 


purchase price. 


Some cities have leased 


from Ryerson 


years ago, Elkay 


Manufacturing Company built 
its first stainless steel sink. 
Then—as now—they relied on 
Ryerson for the finest quality 
material and service. 


Through the years, Ryerson 
has also contributed important 
value analysis aid—helping 
Elkay maintain national prom- 
inence in the manufacture of 
stainless steel sinks for home 
and commercial use. 


These same plus values on 
stainless steel can help you 
solve problems of selection and 
application .. 
utmost in day-in, day-out de- 
pendable service. Get all the 
details from your Ryerson Rep- 


. assure you the 


RSON 


MEMBER OF THE <tt> TEEL FAMILY 
‘VF 2 


MACHINERY 


the 


or 


pect it will spread. A city needs 
working capital, just like a busi- 
ness. Leasing gives it to them. It 


\is another financing technique, 
|and should be considered along 
with bonds.” 


Growth Expected 


A spokesman for Boothe Leas- 
ing, Inc., says leasing should 
grow in popularity in municipal- 
ities that have borrowed “up to 


their limits of bonds indebted- 
jness.” Leasing enables them to 


avoid going to the legislature or 
the voters to get authority to 
issue new bonds. 

However, there are arguments 
against leasing. Though private 
companies may gain tax ad- 
vantages from leasing by charg- 
ing the bills off as operating 
expenses, the average municipal- 
ity—already exempt from certain 
federal and state taxes—can’t 
gain this advantage. In additon, 
the lessee must pay a marginal 
profit “premium” for contracted 
services. The leasing firms 
counter such arguments by claim- 
ing their services can more than 
make up the difference in the 
long run, by enabling the cities to 
cut back their operating force and 
capital investments. 

One doubting municipal P.A.., 
after reviewing his city’s needs, 
disputes this. “It should be re- 
membered,” he says, “that the 
rental agencies are in business 
to make a profit, and if they are 
to maintain the equipment to the 
same standards as is the case 
under city ownership, this profit 
factor therefore immediately in- 
dicates a higher final operation of 
costs.” This same critic goes on 
to point out that the same draw- 
backs apply in the area of taxes. 


No Convert Formula 

However, each municipal case 
must be studied individually; 
there’s no convenient either-or 
formula to apply. Says Andrew 
L. Lehrbaummer, city P.A. for 
Milwaukee, “No comprehensive 
study has been made of equip- 
ment leasing. The general rule- 
of-thumb is that wherever there 
is in excess of 50 units, it is ad- 
visable and economical to pur- 
chase outright and maintain this 
equipment. It is difficult to gen- 
eralize when fewer units are in- 
volved, as a study must be made 
of the many factors to be con- 
sidered.” 

Some vehicle leasing contracts 
call for the cities to furnish their 
own petroleum products. Others 
require them to carry complete 
insurance coverage, and they vary 
widely in their stipulations on 


installation, maintenance, and 
operation. 
John G. Krieg, Cincinnati 


P.A., says, “It seems reasonable 
to assume that the governmental 
agencies using small numbers of 
vehicles might anticipate a finan- 
cial advantage through leasing, 
/rather than direct ownership, as 
they would probably find it eco- 
‘nomically unsound to invest in a 
| maintenance and service garage 
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adequate to meet all their require- 


ments. Even so, however, there 
is still a point of tax exemption 
which would be difficult to over- 
come, in view of the extent of 
these taxes applicable to both new 
equipment and their supplies.” 

Krieg goes on to propose a 
combination measure: “If the 
government purchases its own 
vehicles, it would still be entitled 
to full tax exemption for all parts 
and materials furnished by the 
private maintaining agency on a 
contractual basis.” 

[he National Institute of Gov- 
ernmental Purchasing reports 
that a growing number of munici- 
palities are asking about auto- 
mobile rentals. Chicago predicts 
a saving of $350,000 this year 
from truck rentals, though these 
mainly will be used to supple- 
ment a city-owned fleet. Chicago 
city P.A. John F. Ward obtains 
sealed bids annually on_ this 
equipment, to be drawn as the 
need arises. He then provides 
the various city departments with 
rental lists giving equipment 
descriptions, daily and monthly 
rates. Each department then is 
free to draw against the contract 
when it requires extra trucks for 
any project. 


EDP Services Leased 

In Cleveland, San Diego 
County, Richmond, Va., and Mil- 
waukee, electronic data proces- 
sing services are leased. John W. 
Huffman, director of general 
services for Richmond, Va., says, 
“The primary reason for our 
renting data processing equip- 
ment is due to the rapid changes 
experienced in this field which 
would make it impractical to 
purchase it outright.” 

Milwaukee also leases parking 
meters and four wheel trailers. 
Its contractor furnishes the me- 
ters, and the city installs and 
maintains them, using spare parts 
furnished by the contractor. In 
Milwaukee’s case, the city splits 
meter revenue with the contrac- 
tor 50-50, until the selling price 
is satisfied and the city takes 
title. 

Dane County, Wis., reportedly 
has contracted with an automo- 
bile dealer for new cars to be 
used by the county sheriff's de- 
partment on a lease basis. 


X-Ray Trucks Rented 

San Diego County rents X-ray 
trucks, dump and stake trucks, 
power shovels, and compressors 
on a short-time-only basis. Verne 
O. Gehringer, county P.A., points 
out the savings he’s realized by 
leasing the X-ray trucks: “The 
county has a semi-trailer X-ray 
unit which travels during the year 
to provide chest X-rays. The 
power-unit had reached the point 
where it needed to be replaced. 
The minimum price for the power 
unit is $5,000. The trailer is used 
on an average of one move per 
week. The average move re- 
quired three hours. We are able 
to lease a power unit and oper- 
ator on an hourly basis that has 
been averaging $20 a week, or 
$1,000 a year. If the county had 
invested in a $5,000 unit, it 
would have been necessary to 
take a man away from some other 
position for three hours, and to 
provide for maintenance and 
repair of the truck.” 

Cleveland has a rental arrange- 
ment with a lessor for grading 


equipment, and has negotiated a 
lease for 30 transit authority 
buses. | 

New York City’s Commis-| 


sioner of Purchases Roger J. 
Browne now rents truck services|! 
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to fill in gaps created by failures 
and service downtime of aging 
city-owned equipment. He fore- 
sees an increase in leasing ar- 
rangements for truck needs. 
“When you consider the cost of 
keeping men on the job, you see 
the advantages of pushing ad- 
ministrative troubles onto the 
lessor,” he Says. 


One Drawback 


But Browne puts his finger on 
one drawback to municipal leas- 
ing, namely, the ephemeral politi- 
| nature of an incumbent ad- 
ministration, which makes it 
difficult to guarantee honoring 
a contract beyond the remaining 
elected term. 
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The sheer diversity of equip- 
ment available on lease is stag- 
gering. At one end of the scale, 
Fresno, Calif., has leased a com- 
plete sewage treatment plant, in- 
cluding trucks, from American 


Industrial Leasing Co. At the 
other, Englewood, N. J., has 


leased 15 IBM electric typewrit- 
ers from National Equipment 
Rental, Ltd., to train high school 
secretarial students. Englewood’s 
36-month contract calls _ for 
monthly payment of $6.50 pe! 
machine, and replacement at ex- 
piration of contract by new 
machines. National Equipment 
will take the old typewriters and 
sell them on the used equipment 
market. 
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DOUBLE DUTY: Boon to public buyers, Model 210 hydraulic crane 
made by Austin-Western Div. of Baldwin-Lima-Ohio Corp., Aurora, 
ill., can be transformed into water tower for fire-fighting purposes. 
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...with new Stan-Pak Run-Rite Papers 
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Not even the most competent offset 
or duplicator operator can get top 
results with defective paper. Words 
are lost. Time is lost. Tempers are 
most assuredly lost! 

To avoid any chance of hit-and- 


, miss reproduction, turn to the new 


line of papers specifically designed 
to get maximum performance from 
your office machines — Stan-Pak* 
Run-Rite.* 
Trouble-Free Running 

Take flatness. We laboratory-test 
all Run-Rite papers right on the du- 
plicating machines they’re made for. 
They come to you flat. Lie flat in the 
machine. And feed flat. 

But really trouble-free running 


trom 
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calls for many more qualities. Con- 
trolled moisture to avoid static con- 
ditions and insure good printability. 
Accurate trim and finish to prevent 
feeding jams. Even caliper, uniform 
weight and careful surface sizing to 
give you sharp, clean ink impressions. 


You get them all in Stan-Pak Run- 
Rite Papers. 
527 Grades, Sizes and Types 

This brand new line answers just 
about every office need in printing 
and duplicating papers. Under the 
Stan-Pak Run-Rite name you'll find 
the exact grade, color and weight you 
want—at a sensible range of prices 
to suit your budget. 

Next time you order paper, try the 
brand that’s made to run right. 
Through the duplicating machine. On 
the press. In the typewriter. 

We're confident you’ll specify it 
every time. 

STANDARD PACKAGING CORPORATION 
NEW YORK 17, N.Y. 


How Would You Solve [t? 


The Case 


American Arbitration Assn. Helped Shed Light 


every 100 radios was tested on a vibrating table to make certain 


f th that all connections had been properly made. Occasionally, a 

0 p In a Dispute Over Defective Circuit Breakers unit would fail this vibrating table test—perhaps one out of 30 
m tested. 

Bewitched Situations in which the right hand does not let the left know Then the engineering department decided that 100% inspec- 

what it is up to often lead to misunderstanding, delay and need- tion was necessary. Instead of testing one out of every 100 

: less expense. One manufacturing company, for example, had radios, they would test every set as soon as it came off the 

Switches a dispute with a supplier because its engineering department did assembly line. The engineers devised and constructed a large 


not let the P.A. know what it was doing. 
The company manufactured portable radios that had a repu- 


vibrating table and began the 100% testing procedure. To their 


tation for durability and good performance. Because the company properly. 
wanted to insure the continuance of high quality, one out of 


. Grasp snake firmly behind head. 
. Peel pressure-sensitive Fab label from backing paper. 
. Press fabric label in place — it sticks with a touch. 


a wwN — 


. Release snake and suggest he do the same with you. 

Now then. You've just labeled a rough-textured, curved 
surface that moves. It took 2.7 seconds. The label will stay 
on as long as desired, moving and flexing right along with 
the surface it’s adhered to. That’s Fab, an Avery exclusive. 

Hard-bitten manufacturers of carpeting, luggage, rough 
castings, things in pliofilm bags, footwear, rainwear, other- 
wear, and all sorts of hard-to-label products, are stampeding 
to Avery Fab labels. As they do, they make the discovery 
that Fab cuts their labeling costs — as with all pressure- 


HOW TO LABEL A SNAKE 


sensitive products, Fab is easier to handle; faster to apply. 
If you put labels on curved, flexible, or rough-textured 
surfaces, you'll get along fine with Fab. If you put a label 
on anything, you'll get along fine with Avery... the most 
respected name in pressure-sensitive products. 

For more information on Fab and other Avery pressure- 
sensitive products, phone your nearby Avery office or write 


direct to 1616 S. California Street, Monrovia, California. 


AVERY 


Avery Label Company 
A Division of 
Avery Adhesive Products, Inc 
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surprise, 18 out of the first 300 sets tested failed to function 


The defect was in the on-off switch where a spring was being 


jarred loose. The engineer then 
called the purchasing agent and 
complained that he had been sup- 
plying them with inferior radio 
switches. 

“I don’t understand it,” he 
replied. “We've been buying the 
switches from that company for 
years; this is the first real trouble 
we've had.” 

But he promptly contacted a 
representative of the switch 
manufacturer and accused the 
firm of selling him defective 
goods. “After all the years that 
we've been doing business, you 
ship me inferior goods! We're 
through! What’s more, you'll 
pay for our losses!” 

“Are you out of your mind?” 
the representative of the switch 
manufacturer asked. “Those 
switches are perfect when they 
leave here and perfect when you 
get them. You haven't any 
right to claim damages from 
us!” 

Arguments between the two 
men—and their companies— 
got nowhere, so they decided to 
invoke the clause in their sales 
contract requiring arbitration of 
any dispute under the rules of 
the American Arbitration As- 
sociation. The arbitrators se- 
lected by both parties from 
AAA lists were familiar with the 
industry. They listened to both 
sides at the hearing and also 
visited both plants to see how 
the radios and switches were 
made and tested. 


What’s Your Answer? 


If you sat as a member of 
the arbitration panel in this 
case, how would you adjudi- 
cate the issue? Would you de- 
cide in favor of the purchasing 
agent who claimed damages 
for the switches, or in favor of 
the manufacturer who claimed 
the switches were all right. 

Make your own decision, 
then turn to Page 58 and learn 
how expert arbitrators decision 
“The Case of the Bewitched 
Switches.” 


Solar Steel Expands 
Strip Mill Operation 


Detroit — A _ million dollar 
specialty strip mill operation, 
capable of producing more than 
30,000 tons a year, is nearing 
completion at the Precision 
Strip Mill Div. of Solar Steel 
Corp. 

Production of magnetically 
gaged, close tolerance steel strip 
in the expanded plant will begin 
about Oct. 1. 

The mill will produce widths 
up to 13-in. and thicknesses from 
008 to .1875-in. in steels up to 
.60 carbon. 
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New Plants, Expansions 


Mandrel Buys 


Houston—Mandrel Industries, 
Inc., has acquired Jet Guns Co., 
Fort Worth, a manufacturer of 
shaped jet charges for oil well 
perforating. Mandrel is a diversi- 
fied firm principally engaged in 
making color-sorting equipment 
for the foodandustry, seismic ex- 
ploration nd logging  instru- 
mentation ‘for the oil industry, 
and cable ‘products for military 
and space applications. 


Glidden to Expand 


Cleveland—Glidden Co. said it 
will spend more than $1-million 
to expand and modernize four of 
its coatings and resins plants. 
[he appropriations are ear- 
marked for improvements in 
manufacturing and handling facil- 
ities at plants in Atlanta, Chicago, 
Toronto and St. Louis. 


New Enjay Plant 


Denton, Md.—National Plas- 
tic Products Co. will be bought by 
Enjay Chemical Co., Humble Oil 
Refining Co. affiliate, and J. P. 
Stevens and Co. 


Adds Phone Equipment 


Rochester, N. Y.—General 
Dynamics Corp. announced for- 
mation of a new division, General 
Dynamics Telecommunication, 
to produce the Stromberg-Carl- 
son line of telephone equipment 
for independent telephone com- 
panies. It was formerly a part of 
General Dynamics / Electronics. 


Moves to Danbury 


South Norwalk, Conn.—Mil- 
ler-Stephenson Chemical Co., 
Inc., moved its headquarters here 
to larger facilities in Danbury, 
Conn. The company manufac- 
tures and distributes epoxy and 
polyester resins, hardeners and 
related chemicals, fiberglass cloth, 
and industrial chemicals. 


New Mill for Kennebec 

Philadelphia—Kennebec Pulp 
& Paper Mill Co., Inc., an- 
nounced the acquisition of Scott | 
Paper Co.’s Groundwood Pulp 
Mill in Madison, Me. 


Thompson Ramo in N.Y. 


Michigan City, Ind.—Thomp- | 
son Ramo Wooldridge, Inc., | 
opened a new regional office in 
New York to market the firm’s 
numerical control systems for ma- | 
chine tools. The company also 
said it has opened new offices in| 
Atlanta, Ga., and Washington, | 
D. C., as part of a continuing ex- | 
pansion program for field sales 
and service of closed circuit tele- 
vision systems. 


More Worthington Outlets 


Harrison, N. J.—Worthington 
Corp. appointed five new dis- 
tributors of its mechanical power 
transmission products: Iskender- 


ian Racing Gams, Inglewood, 
Calif.; Temperature Equipment 


Co., Glendale, Calif.; B. C. Pump 
& Engineering, Inc., Merritt Is- 
land, Fla.; Basin Engine & Equip- 
ment, Farmington, N. Mex.; and 
Southwell Supply Co., Pampa, 
Tex. 


Penn-Olin Expands 


Calvert City, Ky.—Penn-Olin 
Chemical Co.’s new sodium 
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chlorate plant here began opera- 
tions, making available a new 
source of the chemical for pulp 
and paper processors, particularly 
in the southeastern states 


To Produce Avicel 

New York—American Viscose 
Corp. will build a new plant in 
Newark, Del., to produce addi- 
tional quantities of “Avicel,” the 
firm’s new microcrystalline cel- 
lulose for use in the preparation 
of calorie-controlled and conven- 


ience foods. First unit of the 


multi-million pound Avicel plant 
is due to go on stream in Jan 
uary, 1962 


To Build Corrugated Plant 


New York—International Pa- 
per Co.'s Container Div. at 
Statesville, N. C., will build a 
corrugated container plant. The 
plant, which will manufacture 
containers from rolls of kraft 


paperboard made at the firm’s 
Southern Kraft Div. mills, is 
scheduled for completion early 
next spring. 


NEW KOPPERS RESEARCH CENTER: Ready for busness 
of new Koppers facility at Monroeville, Pa. (above). Complete center 
will accommodate some 1,500 research scientists and other personnel. 


Think Delivery... 


HOLO-KROME’S SAME-DAY SERVICE ON THERMO-FORGED* SOCKET SCREWS 
PREVENTS DOWNTIME ON YOUR PRODUCTION LINE 


Downtime costs profit dollars . . . that’s why you’ve 
got to be sure the fasteners you vitally need arrive 
at your plant on time. And that’s why Holo-Krome’s 
Same-Day Service is so important to you. Packaged 
goods shipped same day the order comes in—most 


specials shipped in four weeks or less! 


YA sevae (eX socket se 


*Trade Mark of The Holo-Krome Screw Corporation 
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For profit-making quality and on-time delivery, 
standardize on Holo-Krome THERMO-FORGED socket 
screws. See your authorized Holo-Krome distributor 
or write for more information. 


HOLO-KROME 


Thermo-Forged* 
EWS 


SOLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTORS 
THE HOLO-KROME SCREW CORPORATION © HARTFORD 10, CONN. 
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: oO ulators, valves, hose fittings, etc 


From the Manufacturers Gives dimensions, flow rates 
operating pressures and more 


New Books mation about the fast-growing South Dearborn St., Chicag Storage Racks Catalog No. 125 (48 pages). A 
iutomatic food, merchandise //l. Schrader’s Son Div. Scovill Mj 

The Cost-Minded Manager by John|and service vending business. Details use of prefabricated C, Ine 470 Vanderbilt Fa 
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D. Staley. Published by American|Listed in the 214-page Blue Chemical Safety storage rack materials to utilize Brooklyn 38. N.Y 
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New York 36, N. Y., 285 pages./ufacturers, vendible product _ Revised editions of fourchem- \ithout sacrificing access to Carbide Tools 
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executive’s job and shows how to ’ 
establish an effective cost reduc 
tion and control program. 

Staley discusses specific ways 
of controlling labor and mainte- 
nance costs, how work simplifica- 
tion can produce savings, how 
cost data are collected, analyzed, 
etc. Particular emphasis is placed 
upon the role of the supervisor, 
motivation, rewards, and incen- 
tives. 


Actual case studies show— 
Step by step—how well-managed 
companies use and profit from 
their own cost reduction pro- 
grams. 


Assignment: Management, by James 
Menzies Black. Published by Pren- 
tice Hall, Inc., Englewood Cliffs, 
N. J., 234 pages. Price: $5.95. 

This publication reveals the 
skills and qualities which top 
management demands, and 
shows how to develop the traits 
that guarantee your success as 
a member of the management 
team. 

Among the many topics cov- 
ered are: what it takes to exer- 
cise executive leadership, how to 
improve your personal effective- 
ness, how to build emotional and 
intellectual self-reliance. A com- 
plete section is devoted to or- 
ganizing your management team, 


including: effective planning, 
organizing and coordinating of 
departmental activities; ap- 


praisal of subordinates, individ- 
uality vs. conformity, etc. Also 
included are easy-to-apply prin- 
ciples, along with hundreds of 
revealing examples of success- 
ful men. 


Semiconductor Devices and Ap- 
plications, by R. A. Grenier. Pub- 
lished by McGraw-Hill Book Co., 
330 W. 42nd St., New York 36, 
N. Y., 493 pages. Price: $12.50. 

This new book contains a 
thorough discussion of the prop- 
erties of semiconductors and 
junctions as a preliminary to the 
discussion of transistor opera- 
tion. 

Extensive applications of 
transistors to a variety of small 
and large signal circuits are cov- 
ered, along with a detailed de- 
scription of switching effects and 
switching circuits. Specific ex- 
amples are used to show some 
of the modern circuit techniques. 
Other subjects covered include: 
semiconductor preparation and 
properties, electrical conduction 
in solids, power sunvlies, diodes, 
power amplifiers, etc. 

Several annendixes include a 


summary of formulas and sym- 
bols as well as useful device 
characteristics. 


From the Associations 


DIRECT 
LINE 
SERVICE 


Automatic Merchandising 


Source book features infor- 
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Numerical Control 


Defines numerical control and 
explains use of punched tape in 
machine tool applications. Ta- 
bles show actual examples of 
cost savings in machining a part 
ona numerically controlled ma- 


gases. Acme Protection Equip- 
ment Co., 1291 D Kalamazoo 
St., South Haven, Mich. 


Aluminum Sheet 


Describes and contains actual 
samples of 41 different forms of 


carbide tools, featuring price list 
of carbide tipped tools, blanks, 
inserts, and holders (36 pages). 
Besly-Welles Corp., South Beloit, 
Ill. 


Worm Gear Jacks 


chine compared to a m: inually 
operated machine (32 pages). 
Friden, Inc., 97 Humboldt St.. 
Rochester 2. fOr, 


patterned aluminum sheet. Also Describes compen 8 line of 
provides width and length avail- Worm gear screw Jacks for level- 
ability data for alloys and tem- ing, adjusting, and stabilizing ma- 
pers in which each pattern is chinery. Includes data on the 


- ne Seem 
normally available. Aluminum 5, 10, 15, and 25 ton capacity 
Company of America, 724 models, plus typical drive ar- 
Protection Guide Alcoa Building. Pittsbureh 19. rangements, speed Specifications, 
Pa. horsepower and torque require- 
, Guide lists 504 toxic gases ments, etc. (28 pages). Cus- - 
ind recommends proper gas Carbid tomer Service Dept., Joyce-Crid- STRING ALONG: New method of making rubber bands precision cuts 
mask canister to use in combat- “@Feiae Tools land Co., 2027 E. First St., them to leave a fine rubber seam banding them together. B. F. Good- 
ing each gas or combination of Gives information on Besly Dayton 3, Ohio. rich Industrial Products says method could lead to pricing by inch. 


WHERE-TO-BUY 


National purchasing section for new 
equipment, service, and merchandise 

SPACE UNITS: 1-6 inches. 

RATES: $20.70 per advertising inch, per 
insertion. Contract rates on request. 
Subject agency commission and 2% 
cash discount. 


How | To Get Tings Done 


BOARDMASTER VISUAL CONTROL 
Your operations are pictured at a glance. 
You save time, money and prevent mixups 
by Seeing What is Happening at all times. 


Ideal for Production, Maintenance, 

Inventory, Scheduling, Sales, Etc Cig) 

Easy to Use. You write on cards, 

snap on metal board. Over 750,000 in Use. 

24-Page BOOKLET No. CD-10 
Mailed Without Obligation 

GRAPHIC SYSTEMS 
925 Danville Road « enue anand N.C. 


75; Gaal aia 


ig "mou BOLTS 
; certified aircraft quality 


Mercury 12 point external wrenching 

bolts, manetarteted from high tensile 

steel and high temperature, heat re- 

sistant materials, to meet exacting cus 

tomer requirements. ao 5. bas ye ed 
M 9033 thru MS 

sile steel . MS 9088 thru ms "ps2. 

Exotic materiale available. 

Write for Catalog 286. 

AN—N.A.S.—M.S. and 6-digit hardware, 


= 
= 
Immediate delivery of standard sizes 


Mercury air parts co., inc. 
9310 West Jefferson Bivd., Culver City, Calif. 
Telephone—UPton 0-5923—Teletype—CVR CY 4138 


UFACTURERS OF PRECISI! 


How to get a full measure of value in BRASS BUYING 


i i For 
Brass can be easily and economically machined, fabri- cnciietiin cite atleast abana pomeny 
VULCANIZED FIBRE 
cated, fastened and finished. Get the most from these Sons estatens Shaye to Sree eas Sapper STOCK | Fishpaper 
e Replacement of Phosphor Ralelis 
brass values through the unmatched technical compe- Bronze with Bridgeport's lower- SHEETS — RODS — TUBES 


price Contact Bronze Alloy #92 
offers considerable savings in 


electrical equipment where FIBRE & BAKELITE WASHERS 
as : excellent spring properties and (Send for Comprehensive Price List) 
policy. Through it, our salesmen or deskmen refer fatigue resistance are essential.” PENN FIBRE & SPECIALTY CO, | 


INC. 
2020 E. Westmoreland St., Phila. 34, Pa. 
Phone REgent 9-4862 or 9-5642 
WILLIAM K. DAVIS, VP 


tence available with Bridgeport’s “Direct Line” sales cuter Serve be he See 


@To improve the machinability 

of electrical copper (to an 80% 

rating) use Bridgeport's Alloy 

#120—a sulfur-copper alloy 

with a 93% to a 97% IACS con- 
ductivity. Particularly suited for 
screw-machine operation. <e) 
Alloy #120 can also be hot or 

cold forged, headed, sheared, 
punched or coined—offering new 
opportunities for savings.” 


knottier problems directly to our sales and technical 


management or to our mills—and authoritative an- 


swers are in your hands in short order. To get this 


SEARCHLIGHT SECTION 


CLASSIFIED ADVERTISING 
EMPLOYMENT OPPORTUNITIES 
BUSINESS OPPORTUNITIES 
EQUIPMENT—USED or RESALE 


total help in alloy selection, delivery and use, call 


Bridgeport Brass Company, Bridgeport 2, Connecticut 


*Send for literature. 


...Offices in principal cities. 


Color Dial Telephones 
Factory rebuilt Western Elec. 
tric in white, beige, ivory, 
pink, green or blue. If 4 prong 
plug is required add $2.00. 
Fully guaranteed. Write for 


free list. All shipments FOB. 
BRASS COMPANY ———— 


. WANT SURPLUS 
Brass has always been a modern metal! STAINLESS STEEL 
in any form. 


PLANT SUPPLY CO. 
75 West St. New York 6, N. Y. 
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Purchasing Week's Professional Development Staff 


Dr. Clyde T. Hardwick 


Lamar Lee, Jr. Arthur G. Pearson 


P/W ORGANIZES NEW DEPARTMENT TO HELP YOU KEEP 
UP-TO-DATE ON PROFESSIONAL DEVELOPMENT EVENTS 


his week a great new educational rush among purchasing executives begins. 
Chapter meetings, colleges, and educational programs everywhere are playing 
up the theme of Professional Development as never before. And rightly so. For 
management has made it clear that Purchasing is a permanent, vital cog in the 
profit machinery—a function to be trusted only to experts. 
PURCHASING WEEK wholeheartedly endorses this Professional Development 
speedup and is going to stimulate and support it with . . . 
A SPECIAL PROFESSIONAL DEVELOPMENT SECTION THAT HERE- 


AFTER WILL BE A STANDARD, WEEKLY FEATURE IN THIS PUBLI- 
CATION. 


The first installment of the new section begins on the opposite page. You will 
find it a broadly-scaled campus newspaper reporting on: 


@ Newsworthy trends in Professional Development subject matter. 
®@ Newsworthy trends in Professional Development methods. 


® Activities of the National Assn. of Purchasing Agents, the individual chap- 
ters, and—when pertinent—the American Management Assn., colleges, and 
companies. 


@ Up-to-date opinion, as expressed by a staff of top consultants plus members 
of both the teaching and purchasing professions. 


@ Educational aids, including materials, literature, films, etc. 


To supervise and plan this new Professional Development Dept., PURCHASING 
WEEK has specifically named the four editors shown in the picture above, left, 
(l-r) G. M. Walker, W. R. Leitch, Miss Domenica Mortati, and R. B. Young. 
Assisting them will be the four consultants shown in the pictures at the upper 
right. All will be engaged actively in the preparation of editorial material, aided 
by the worldwide resources of the McGraw-Hill network of news bureaus. 


The sketches below will give you a closer look at what this manpower adds 
up to. 


P/W Professional Development Department. William R. 

Leitch, Senior Editor, is a graduate of MIT and Harvard 

_", fy University Graduate School for Business Administration, an 
paave ex-Army supply officer, and a P/W staff member for two years. 
fy Winner of the Jesse H. Neal Editorial Achievement Award for 


JESSE H. NEAL 


; “School for Strategists.” Gerald M. Walker, Assistant Editor, 
on the P/W staff for about a year, specializes in Value Analysis and EDP articles. 
He is a graduate of Columbia University and served as Supply and Engineering 
officer in the Navy. Robert B. Young, Assistant Editor, came to P/W recently 
from Engineering and Mining Journal and Petroleum Week. Also an ex-Navy 
officer, he specializes in defense procurement and capital equipment purchasing. 
Young is a graduate of Dartmouth College. Domenica Mortati, Assistant Editor, 
has been in charge of the “P/W Asks” feature for three years, and regularly reports 
on Association activities. A graduate of Hunter College, Miss Mortati keeps in 
touch with buyers’ views and problems and Association Pro-D programs. 
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Dr. Clyde T. Hardwick, University of Detroit. Hardwick is 
professor of business administration and economics, and has 
had extensive experience with adult education and management 
development programs as director of the University of Detroit's 
Institute for Business Services which offers more than 100 
courses to 2,500 adults in Detroit businesses. He teaches pur- 

chasing at the University and has lectured to management groups at Ford, Detroit 
Edison, Detroit Arsenal, General Motors and General Electric. He is a member 
of the NAPA Schools and Colleges Committee, and has served as a consultant 
to P/W, writing “Professional Perspective” columns. 


F. Albert Hayes, former NAPA president and Shipman med- 
alist. Hayes retired as vice-president for purchasing and materials 
at Bigelow-Sanford Carpet Co. Since then he has lectured at 
AMA seminars, association groups, New Haven College, and 
has done consulting work in purchasing and materials manage- 
ment. He is the author of the PURCHASING WEEK “Policy 

Manual” and the EOV manual, “How to Order Scientifically.” Hayes’ distin- 
guished career in purchasing has included procurement training for the Interna- 
tional Cooperation Administration in Israel and Yugoslavia, and participation in 
the Purchase Systems Survey technique used by the U. S. Air Force. He also 
writes “Professional Perspective” columns for P/W. 


Lamar Lee, Jr., Stanford University. Lee serves as a faculty 
member of the Graduate School of Business at Stanford and as 
the university’s director of purchases. He lectures on purchasing 
to MBA, Ph.D., and Sloan program students, and is a member of 
the NAPA Purchasing as a Career Committee. Lee retired 
from the Navy in 1957 as a Rear Admiral in the Supply Corps, 

having been awarded the Legion of Merit for his contributions to supply manage- 
ment. He is the author of the Navy’s “Manual of Naval Standards for Inventory 
Control,” 57 other articles and 12 research studies, and is currently writing a 
purchasing text book for McGraw-Hill. 


Arthur G. Pearson, procurement specialist, Lockheed Missile 

& Space Co., Van Nuys, Calif. Winner of the Award of Merit 

of the “Southwestern Purchasing Agent,” a publication of the 

Los Angeles Assn., for 1961, Pearson is chairman of the as- 

sociation’s Professional Development Committee as well as 

a member of the NAPA national Pro-D group. He has been 

instrumental in getting many California colleges and extension divisions to teach 
procurement management, and he gives a course at UCLA. Pearson’s background 
includes a B.S. and graduate work in business administration, Northwestern 
Univ., and experience with Commonwealth Edison (Chicago), National Broadcast- 
ing Co., American Meat Institute, Chicago Board of Education, and Northrop. 
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School Bells Ringing for P.A.'s on the Way Up 


Professional 
Development Perspective 


By ARTHUR G. PEARSON 


Procurement Management 
Specialist And Purchasing 
Week Consultant 


Basic Training 
For Managers 


he recession underscored the fact that the suc- 

cess or failure of an enterprise may well depend 
on the ability of its purchasing organization, and 
there’s no doubt that management now recognizes 
the important profit contribution of purchasing to the 
company. 

But unfortunately most colleges and universities 
have yet to see the need to train managements in the 
science of material procurement. 

Too often purchasing is taught as an unimportant 
subcourse; it not even is considered as a factor in 
basic courses along with production, marketing and 
finance. This seems incongruous when the procure- 
ment function is responsible for the cost of from 50% 
to 70% of the finished product—more than any other 
managerial department. 

Neither is it taught as a supplement to others. At 
one well-known graduate business school it is taken 
by students going into industrial sales so they can 
develop their sales strategy. 


Sad Neglect 


This sad neglect hurts not only those who have 
chosen the purchasing profession. The need for well- 
trained procurement specialists is great. There is an 
even greater need for people entering any phase of 
the business to know and understand the functions, 
responsibilities and viewpoint of managerial procure- 
ment. 

Engineers go through four years of professional 
training without touching the practical aspects of 
buying the materials they may design into prod- 
ucts. Finance men aren’t exposed to the concept of 
pushing inventory on suppliers. But worse, potential 
top managers miss early exposure to procurement 
problems as a consideration in over-all business deci- 
sions. 

Some schools have recognized this trend. For 
example, bachelor of science degrees with purchasing 
majors are given at the University of Pittsburgh, 
Illinois Institute of Technology, Los Angeles State 
College, and San Fernando Valley State College, to 
mention a few. University extension schools—UCLA 
and Wisconsin are examples—offer certificates with 
a specialization in purchasing management. Graduate 
work in purchasing is offered at Stanford and at 
Michigan State, for example, and Ohio State has an 
excellent program at its School of Logistics, held at 

(Continued on page 47) 


Pro-D Pointer: Organize Shop Talk 

When members of the Purchasing Agents Assn. 
of Central Pennsylvania talk shop during dinner 
sessions of their meetings, the entire group benefits. 
Here’s how: 

Each table has place cards with questions such as: 
“Should a buyer pay different prices at the same 
time from different suppliers?” Table topic leaders 
named ahead of time guide the “while-you-eat” dis- 
cussions. They report on views expressed during the 
general meeting. Payoff: a wider exchange of valu- 
able ideas, problems, viewpoints. 


Pro-D Specials’ Fill 
Purchasing’s Calendar 


Listed below are professional development meet- 
ings, courses, seminars and conferences scheduled 
throughout the country during the next several 
months. The tabulation is chronologically by cities, 
but note that some listings bridge widely separated pe- 
riods, 


Milwaukee: Milwaukee Assn. of Purchasing Agents—Work- 
shop, Milwaukee Vocational and Adult Schools, six Tuesday 
nights, Sept. 19-Oct. 24 


New York: New York University, Management Institute— 
Purchasing Management, Monday evenings, starts Sept. 25. 


Saranac Lake, N. Y.: American Management Assn.— 
Orientation seminar, Profit AMA 
Academy, Sept. 25-29. 


Center Management, 


Santa Monica, Calif.: Operations Research Inc., Institute 
for Management Dynamics—PERT systems training course 
(Program Evaluation and Review Technique), Sept. 25-29, 
Oct. 23-27, Nov. 20-24. 


Tacoma: Purchasing Agents Assn. of Washington and 
Pacific Lutheran University—Purchasing and _ inventory 
management course, Tuesday evenings, starts Sept. 26. 


San Francisco: University of San Francisco, Evening Div.— 
Purchasing course, Business 
evenings, starts Sept. 26. 


Administration, Tuesday 


Los Angeles: Procurement Associates—Marketing, Pricing 
and Administration of Government Prime Contracts and 
Sub-Contracts course, Woodbury College, Thursday even- 
ings, Sept. 28-Feb. 1. 


New York: AMA—Orientation seminar, Purchasing for 


Profit (Purchasing’s Role in the Corporate Structure), Sept. 
27-29. 


los Angeles Area: Purchasing Agents Assn. of Los 

Angeles—Basic purchasing courses begin about Oct. 1 at 

East Los Angeles Junior College; Woodbury College; Mount 

San Antonio College, Pomona, Calif., University of South- 
(Continued on page 48) 


Managerial Courses Abound 
In Industry s Hottest Topics 


New York—A PURCHASING WEEK survey shows 
that there are plenty of classrooms and homework 
available for the purchasing agent who wants to im- 
prove his professional stature. As indicated in the 
calendar at the left, the burden rests squarely on the 
buyer’s shoulders, for professional development ex- 
perts have lined up a formidable roster of courses and 
seminars. Programs are scheduled in nearly every 
major city by associations and colleges this year and 
next. 

In addition there are many special programs, rang- 
ing from two days to two weeks for away-from-home 
study, such as the Michigan State Executive Seminar 
in Purchasing and Materials Management. Add do-it- 
yourself correspondence courses, and the total is a 
record for management education in purchasing. 

Hottest topics for the fall semester include courses 
centering on new problem areas in purchasing: cost 
and profit responsibility, mathematical techniques ap- 
plied to buying, government contracting problems, 
and new space-age management tools such as PERT 
Materials Management continues as a top interest 
subject, as well as other courses that show the rela- 
tionship of purchasing to other parts of the firm. 


Subject Emphasis Changing 

While emphasis last year was on data processing, 
inventory control, and other specialities, purchasing 
educators now are looking to courses that cut across 
the specialized functional areas of buying, inventory 
control, vendor rating and the like. The American 
Management Assn., for example, will present a No- 
vember course on the “Role of Materials in Industry,” 
examining the flow and control of material from initial 
specification to resultant profit to the firm. 

It hasn’t been easy for the experts to answer the 
question: “What to teach?” Marshall G. Edwards, of 
the NAPA staff, has been sampling association pro- 
grams through the many district workshops in profes- 
sional development (see PW, July 31, pg. 1). Says 
Edwards: “We are trying to get each association to 
analyze the situation in their own district and present 
what their members need. They should examine what 
is being offered in their area, and try to fill the gap.” 

Edwards notes that the whole Pro-D program at 
NAPA was to be reviewed at a conference held last 
week in Chicago. One major objective of the con- 
ference was to determine how the national group can 
assist locals with their programs. Also Edwards hopes 
that NAPA will have several colleges lined up to 
co-sponsor top-level purchasing conferences under the 
direction of well known business educators. 

Also in the college area, Edwards says that his sur- 
vey. of college purchasing day courses, though only 
two-thirds tabulated, indicates that about 10% 

(Continued on page 49) 


more 


Mechanical Devices, New Books Help 
Executives Cram for Tough Courses 


New York—The new science of mechanized 
learning—teaching machines and programed in- 
struction — has given professional development 
experts a powerful tool to present many types of 
management courses. 

For example: Foremen at Westinghouse are 
learning labor contract provisions via teaching 
machines. Schering Corp. salesmen are using 
machines to learn about organic chemistry; Eastman 
Kodak Engineers, statistics; and IBM programers, 
computer know-how. And a whole raft of new 
courses soon will be available in everything from 
bridge to Boolian algebra—many taught with the 
aid of devices like the question-and-answer ma- 
chine pictured at the right. 

What to expect in the teaching future was high- 


Teaching Machines: Professional Aids for Busy P.A. s? 


lighted for 600 training directors and management 
development experts at a recent American Manage- 
ment Assn. conference on teaching machines and 
programed instruction in industry. Management, 
concerned about the high cost of training employees 
in complex subjects such as electronics, statistics, 
delicate assemblies and even principles of manage- 
ment, has turned to the educational devices designed 
originally to solve the elementary and secondary 
school teacher shortage. 

The machines (electronic and mechanical devices 
that present material and quiz the student) and pro- 
gramed instruction testbooks that do the same thing 
in planned, sequenced steps) have chalked up defi- 
nite advantages over traditional class methods: 

®@ More effective learning. 

@ As much as 50% reduction in training time. 

@Classroom maneuverability—you can ship 
machines and programs to any location. 

Some critics say that the machine method lends 
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TEACHING MACHINE: The Autotutor Mark II in action 


itself only to presentation of factual rote material. 
But supports point to successful courses at IBM, 
(Continued on page 57) 
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Purchasing Week 


Purchasing Week’s 
Professional Perspective 


a CONSULTANT 
GEORGE A. RENARD 


Former NAPA Executive Secretary 


Discusses the Climb of Purchasing 
To Top Management Status. 


[" about 50 years, Purchasing has zoomed into the Management 


orbit. This is the result of “courage in following convictions.” 


Have ook—this success story is being so spectacularly illustrated 


dance at purchasing meetings, seminars and workshops that 


even the blind can see the screening in action now taking place. 

Which takes us back to the initial plan of NAPA for education 
in purchasing: It was education that was truly needed. The current 
recognition of the demand for professional development in our field 
proves the point. Perhaps professional development begins where 
education ends—Pro-D being what you can learn after you know 
it all. 

\ long time ago, such trail-blazers as Shorty Marshall, Ed Gushee, 
Jack Boffey, Herb McGill, Lew Jones, Tom Harris, e7 ai, got their 
heads together on this education problem. The purchasing world 
seemed to be fairly flat. More often than not, management con- 
sidered that storeroom experience was adequate training for placing 


orders. It was decided that the problem had problems; in fact, three 
were identified 

® Management, with exceptions of course, obviously needed to b 
educated in the profit importance of purchasing, to recognize 

specialized field in the essential activities of the company 

® Those responsible for purchasing in the future would require 


Never underestimate the 
cost-saving advantages of 
® 


INU. 


e address this statement to design, tool, 
production, inspection and assembly 
engineers... 

Holding to extremely close tolerances is a 
costly procedure. You know that. What you may 
not know is that frequently you can ease up on 
tolerances without sacrificing a single thou- 
sandth of your precise assembly objectives. 


How? By using LAMINUM! 


LAMINUM is the registered trade name for 
laminated shims whose layers are completely 
surface-bonded to look and act like solid metal. 
The layers are easily p-e-e-l-e-d to bring the 
shims to any desired thickness—for a thou- 
sandth fit right at assembly. 

With LAMINUM in the specs, machining op- 
erations become less critical, faster and less 
costly. Inspection is simpler and less costly. The 


savings carry over to the assembly line, too. 
No stand-by equipment. No machining. No 
grinding. No counting, stacking or miking. And 
no dirt between layers—ever ! 


Get the facts about cost- 
saving LAMINUM, and the 
custom-stamping service 
that goes with it. They’re 
all illustrated and de- 
scribed in our Shim De- 
sign Folder No. 4. Write 
for it. 


THE LAMINATED SHIM COMPANY, INC. 


West Coast Sales and Service 
600 SIXTEENTH ST., OAKLAND, CALIF. 


Home Office and Plant 
4709 UNION STREET, GLENBROOK, CONN. 


IN BRASS MILD STEEL STAINLESS ALUMINUM...WITH LAMINATIONS .002” OR .003” 
NOW ALSO IN TITANIUM WITH LAMINATIONS .003” 


more education and better train- 
ing. 

© Those engaged in purchasing, 
of necessity, would have to keep 
in step. Doing so always will be 
a personal problem. — 

An order of priority for that 
three-legged program also was 
established by those old-timers 
rhe steps to be taken were lined 
up as they have been presented 
here. In that order, the program 
would snowball. The manage- 
ment demand for better purchas- 
ing would sow burrs where the 
were needed. It was realized that 
the burrs would leave some scars 
as Management demanded profit 
performance from Purchasing 

It is not so difficult nowadays 
to find an industrial management 
or business administration curri- 
culum where the students are not 
exposed to the basics of purchas- 
ing. New faces in purchasing are 
being reported in our publications 
and, often, they are experienced 
company executives who are be- 
ing elevated from other divisions. 

The associations, universities, 
and publications concerned with 
education in purchasing and pro- 
fessional development now com- 
pare more favorably with those of 
other functions of Management 
In fact, it is the opinion of some 
observers that the education and 
information facilities now avail- 
able “to keep on learning” in the 
field of Purchasing are so numer- 
ous they are becoming competi- 
tive. If true, that condition would 
be all to the good; for, competi- 
tion develops better values. 

The 10th commandment in the 
“Principles and Standards of 
Purchasing Practice” was thrown 
in as a hope and a promise. Have 
you read it lately? 


“To co-operate with all 
organizations and_ individ- 
uals engaged in activities de- 
signed to enhance the de- 
velopment and standing of 
Purchasing.” 

Be certain that obligation 
is recorded in the Purchas- 
ing Policy Manual. 


Westinghouse Joining 
Remington to Develop 


Improved Control System 


Pittsburgh, Pa.— Westinghouse 
Electric Corp. and Remington 
Rand Div. of Sperry Rand Corp. 
will undertake joint development 
of “new and improved” automatic 
control systems using electronic 
computers. 

The control systems will be ap- 
plied to automatic control of 
customers’ processes in indus- 
trial, marine and other applica- 
tions. 

The two firms will begin im- 
mediate development of the 
advanced line of process control 
equipment. Westinghouse will 
have system responsibility for 
supplying complete systems in- 
cluding installation and related 
services. 

Remington Rand President D. 
L. Bibby said the advanced line 
of computers will be capable of 
communicating with existing 
business data processing equip- 
ment. 

“The process control market is 
roughly at the point business data 
processing was in the early 
1950's,” he added. “The poten- 
tial, both in terms of engineering 
innovation and service to the in- 
dustry, is great.” 


Professional 
Development Perspective 


(Continued from page 45) 
Wright-Patterson Air Force Base 

The extension Division of 
UCLA has an excellent series of 
courses that offer all students of 
management a view of manage- 
rial procurement. These courses 
are notable both for their content 
and the fact that they offer train- 
ing for beginners on up through 
top management. A brief de- 
scription of them will show how 
to spread the managerial pro- 
curement philosophy through 
professional development: 

Industrial Purchasing, or more 
correctly known as Managerial 
Procurement, deals with basic 
principles and policies, the man- 
agement tools used to imple- 
ment these policies, and the 
evaluation of some of the major 
operating areas and problems. 
For the student of business this 
course offers a broad introduc- 
tion to this function, and for the 
man already working in procure- 
ment, the course broadens his 
understanding of his work. 

The Advanced Case Study 
Course is based on actual pro- 
curement situations. The Pur- 
chasing Agents Assn. of Los An- 
geles employed Harbridge House 
to investigate procurement prob- 
lems as they existed in some of 
its members’ organizations. Prob- 
lems that were common to many 
of the organizations were devel- 
oped into cases which are now 
the basis for this course. 

The Mathematics of Purchas- 
ing is a survey course of mathe- 
matical tools for developing facts 
and assisting in decision making. 
It covers financial and cost in- 
formation, analysis of vendor 
financial conditions, learning 
curves, mathematics of inventory 
control, price indexes, and opera- 
tions research. 

Subcontract Management is a 
course being developed to take 
cognizance that procurement is 
no longer only a matter of plac- 
ing many orders for raw materials 
and vendor shelf items. Industry 
has turned to outside vendors for 
efficient use of their facilities, and 
the dollar commitments handled 
by purchasing have developed 
into larger dollar packages 
through annual contracts and 
many small orders consolidated 
and bought as families of items 
or as completed systems. Greater 
negotiation effort is needed and 
justified under the subcontract 
management concept, with proper 
administration a continuing proc- 
ess throughout the life of the 
contract. Vendor symposiums 
must be organized by the sub- 
contract manager, and constant 
coordination maintained between 
internal company organizational 
units including engineering, qual- 
ity assurance, production control, 
and finance. At the same time, 
negotiation with the vendors is 
carried forward to completion of 
the contract. The term “subcon- 
tract management” is used in pro- 
curement to distinguish this ac- 
tivity from the contract adminis- 
tration work handled by the sales 
organization of a company. 

A Legal Aspect Course is de- 
signed to cover important areas 
of law as it influences the work 
of the purchasing manager. 

Procurement Seminars are 
open to a restricted group of top 
level procurement management 
people such as materiel directors 
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and vice-presidents of procure- 
ment These seminars run for 
10 weeks, with one five-hour 
meeting a week. These meetings 
have been most successful when 
conducted on the of two 
hours of case discussion, dinner, 
followed by a different speaker at 
each who exposes the 
group to new ideas from the fields 
of management, politics or eco- 
nomics. Development of cases 
for the course was financed 
by the Purchasing Agents Assn. 
of Los Angeles. 


basis 


session 


These courses are not offered 
solely to prepare people to enter 
purchasing organizations but to 
provide an important understand- 
ing of the procurement function 
so that its potential for profit- 
making will be understood by en- 
gineers, production managers, 
personnel managers, sales man- 
agers, and financial officials in 
our business Community. 

Purchasing Management Cur- 
riculum Development is a publi- 
cation prepared and published by 
the California State Dept. of Ed- 
ucation, Sacramento,  Calif., 
which will supply copies to those 
interested in assisting local col- 
leges develop procurement 
curricula. 


This timetable tells the story: 


Leave Los Angeles, 4:15 a.m. /Friday, June 2, 1961 
Arrive Denver, 1:30 p.m. / Saturday, June 3, 1961 
Arrive Lansing, 7:45 a.m. /Monday, June 5, 1961 


N.Y. to Stage Long-Range Evaluation 
On Merits of Compacts vs. Standards 


Albany, N. Y.—New York 
State will take a long hard look 
at its fleet of 81 compacts before 
trying to decide whether they are 
really cheaper to run than stand- 
ard models. 

rhe Office of General Services 
said that while compacts use less 
gas and are more economical for 
city driving, the state won't be 
able to make a final evaluation 
until they have run 75,000 miles 
—the normal life of a state car. 
At that time, their upkeep costs, 


Shipper: Aluminium, Limited e Consignee: A Michigan aluminum fabricator 
Carriers: Los Angeles to Denver, Garrett Freightlines, Inc.; 
Denver to Lansing, Interstate System. 


Even if you never need this kind of expedited cross-country service, there’s an extra 
safety factor in knowing that you're being served by a carrier that can handle the 
hard ones as well as the easy ones. We have the experience, the equipment and the 
facilities to move almost anything almost anywhere. And, we'd like to serve you — 
trailerloads or LTL, coast-to-coast or just to the next town. We serve 24 states from 
Denver to the Atlantic Seaboard, through 69 modern terminals. Call us the next time 
you have freight to move within our authority. We're in the Yellow Pages. 
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operating costs, repair bills, and 
depreciation will be compared to 
those of the larger cars. 

“We can’t tell what deprecia- 
tion will be until some of the cars 
are sold, and it wouldn't be fam 
to make any comparisons unle 
the compacts are sold with the 
same mileage as the larger vehi- 
cles,” said a spokesman for the 
General Services Office. 

New York began buying com- 
pacts last February. It has 
Larks and 28 Falcons. 


SS 
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TATION SYSTEM 


Grand Rapids, Michigan 
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ern California; University of Cali- 
fornia at Los Angeles, Pasadena City 
Los Angeles State College 

¢d Fullerton Junior College. Ad- 
venced courses at UCLA and USC 
Greduate Schools 


~ 
College 


Madison, Wis.: University of Wiscon- 
sin Management Institute 
invitational materials 


Special 
management 
Sroup 


four-year program); purchas- 


ing series 


six one day meetings); 


purchasing techniques workshop 
oneweek); value analysis workshop 
purchasing administration and ma- 
terials management workshop (one 
week): materials management sem- 
incr for top executives (three days). 
Programs to begin in October and 


extend through spring semester. 


Philadelphia Purchasing 
of Philadelphia 
chasing courses: Basic 
Edison 


Monda 


Agents 
Four pur- 
Thomas A. 
High School, 20 
y evenings, Oct. 2; Techniques 
10 ses- 
ns, Monday evenings, Oct. 2; Gen- 


Assn. 
sessions, 


Be!llevue-Stratford Hotel, 


2ral Administration—Bellevue-Strat- 


ford Hotel, 10 sessions, Monday 
evenings, Oct. 2; Conference Leader- 
shio—Bellevue-Stratford Hotel, 10 


sessions 


Monday evenings, October 


East Lansing, Mich.: Michigan State 
University —6th Executive 
Purchasing and Mate- 


Annual 
Seminar in 
ric!s Management, Kellogg Center, 
Oct. 1-13 


New York: AMA—Workshop, Bud- 
sets & Cost 
and Cost Responsibility), two meet- 
os, Oct. 2-4, Nov. 6-8. 


Purchasing Budgetary 


New York: AMA—Orientation semi- 
Purchasing Abroad, Oct. 4-6; 
Buyer Skills 
ef the 
4-6 


ners 
Effective Management 


Buying Function), October 


Buffalo, N. Y.: Buffalo Purchasing 
Agents Assn.—Price Analysis & 
Negotiating Techniques for Procure- 
ment People, University of Buffalo, 
10 sessions, October 4-December 10. 


los Angeles: Purchasing Agents 
Assn. of Los Angeles—tlegal Ad- 
ministration for the Purchasing 
Agent, six sessions, Thursday even- 
ings, Union Oil Co. 
Oct. 5. 


auditorium, 


Bronx, N. Y., Fordham University— 
Advanced Purchasing Techniques, 12 
sessions, Thursday evenings, Oct. 5; 
Fundamentals of Purchasing, 12 
sessions, Thursday evenings, October 
£ 


Saranac Lake, N. Y.: AMA—Material 
Control workshop, Oct. 9-11; Value 
Analysis workshop, Oct. 9-11. 


Silver Spring, Md.: Operations Re- 
search Inc.—Institute for Manage- 
ment Dynamics, PERT systems train- 
ing course (Program Evaluation and 
Review Technique), Oct. 9-13; Nov. 
6-10; Dec. 4-8. 


Dayton: Dayton Purchasing Agents 
Assn. 
ference, University of Dayton, Oct. 
13-14. 


5th Annual Procurement Con- 


Materials 
Seminar, Negotiated 


San Francisco: 
ment Institute 
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Manage- 


Purchasing—A Key to Lower Costs, 
Hotel Sir Francis Drake, Oct. 16 


New York: AMA—Orientation semi- 
nar, Forecasting & 
chases, Oct. 16-18 


Forward Pur- 


Los Angeles: Materials Management 
Institute—Seminar, Negotiated Pur- 
chasing—A Key to Lower 
Hotel Ambassador, Oct. 18 


Costs, 


Tulsa: Purchasing Agents Assn. of 
Tulsa—4th Annual 
dustry Purchasing 


Petroleum _In- 
Management 


Calendar of Professional Development Events 


Seminar, Western Hills Lodge, Lake 
Gibson, Oct. 18-20 


Carmel Valley, Calif.: Purchasing 
Agents Assn. of Northern California 
& Business Administration Extension, 
University of California—Purchasing 
Management Seminar, Carmel Val- 
ley Inn, Oct. 20-21. 


New York: AMA—Orientation semi- 
nar, Technical 


23-25. 


Purchasing, Oct. 


Saranac Lake, N. Y.: AMA—Orienta- 
tion seminar, Advanced Techniques 


_ - 


. A 


for Management Control 
Systems), 


Saranac Lake, N. Y. AMA 
Evaluation and Review Techniques 
and Reporting Systems, AMA Acad- 
emy, Oct. 23-27. 


New York: AMA—Orientation semi- 
nar, Trade Relations, Oct. 25-27. 
Los Angeles: National Security In- 
dustrial Assn. & Harbridge House 
Defense Marketing Seminar, 
2-4. 


Kutztown, 


Pa.: 


PERT and 
Advanced Management Information 


Oci. 


Program 


Nov. 


Purchasing Agents 
Assn. of Lehigh Valley & Reading 


Purchasing Agents Assn.—|Ist 


nual Joint Purchasing Conference, 
State College, Schaeffer 


Auditorium, Nov. 4. 


Kutztown 


Los Angeles: AMA——-Workshop semi- 
nar, Purchasing Research, Nov. 6-8; 
orientation seminar, Organization 
and Management of the Purchasing 


Function Nov. 6-8. 


Saranac Lake, N. Y.: AMA—Work- 
shop seminar, Value Analysis, Nov. 
8-10; orientation seminar, 
tiations, Nov. 20-24. 


Nego- 


New York: AMA—Workshop semi- 
nars: Purchasing Performance, Dec. 
4-6; Vendor Relations, Dec. 4-6; 
Office Materials Procurement (im- 
proving the Organization and Ad- 


\ 


a 


J 


oOo oO 


4 


I 


“CUSTOME 


ERED 


EXTREMELY 


INTEGRAL ENTRY PORT FABRICATED 
SEALING AND SEAL HOUSING METAL HOUSING 
EDGES INSERT 


SHOCK 
MOUNTS 


COMPLICATED 
CONTOURS 


IMPELLER SHAFT 


RECIRCULATING 
HOSE 
CONNECTION 


DISHWASHER PUMP IMPELLER HOUSING—part for major 
household appliance manufacturer. Problem Solved: Intricate precise, 
compression molding and uniform rubber adhesion to fabricated metal 
insert. Constant, residual water, at varying temperatures, made 
absolute adhesion mandatory to prevent seepage and corrosion. Stock 
had to be non-absorptive, non-swelling, heat, ozone and detergent 
proof. ORCO designed, built, and maintains the molds—delivers 
consistent, high-quality rubber adhesion on a production line basis 
to-rigid, quality-control standards. 


ow ORCO “customeered:’ rubber parts 


OHIO RUBBER 


IS THE GOOD SOURCE 


FOR THE O.E.M.! 


As a “manufacturer’s manufacturer”, the OHIO RUBBER 
Company regularly serves, as above, many diversified industries 
and operates five, major, geographically-strategic plants to do 
so. From its facilities in depth, ORCO can—and does—deliver 
large quantities of natural rubber, synthetic rubber, silicone 
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FINGERS MOLDED WITH SHARP, 
FLASH-FREE, HIGHLY ABRASION 


RESISTANT FEATHER EDGE 


WIDE 
ADHESION 
AREA 


COMPONENTS BASIC TO 


INDUSTRY" 


MOLDED 
IN INDIVIDUAL 
HALVES 


CONSTANT ANGLE OF | 
ALL FINGERS MAINTAINED i 


“RECIPO” OIL WELL WALL CLEANER—removes filter cake, mud, 
and foreign objects from bore hole. Preblem Solved: Compression mold 


and bond-to-metal very flexible, high tensile, top quality natural rubber 


stock to extremely critical customer specifications. Design, build, 
operate, and maintain highly intricate molds to operate on normal 
production basis. Safeguard part against tremendous high stress con- 
centration by engineering permanent, dependable, rubber-metal 


adhesion. 


rubber, flexible and rigid vinyl, and polyurethane component 
parts—all “CUSTOMEERED” to your specifications. 

To better serve the O.E.M., OHIO RUBBER designs, builds 
and maintains precision molds and dies . . . performs permanent 
bonding-to-metal . . . delivers injection, vacuum, compression, 
transfer, and automatic continuous moldings, as well as extru- 
sions. And, all are backed by continuous statistical quality 
control, coordinated production control—and supervised by € 
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| 
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| 
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ministration of Purchasing for Office 


Operations), Dec. 11-13; Make or 
Buy, Dec. 11-13; Public Purchasing, 
Jan. 8-10; Multi-Plant Purchasing, 
Jan. 8-10; Orientation seminar, Pur- 
chasing Research, Jan. 15-17; work- 
shop seminar, Traffic & Purchasing 
(Organization and Management of 
Traffic within the Purchasing Depart- 


ment), Jan. 15-17; workshop semi- 


ner, Purchasing Performance, Jan. 
22-24. 
New York: Pace College— Industrial 


Purchasing, 
31. 


semester starting Jan. 


Bronx, N. Y.: Fordham University 
Fundamentals of Purchasing, 12 ses- 
Feb. 8; 


sions, Thursday evenings, 


Advanced Purchasing Techniques, 12 
sessions, Thursday evenings, Feb. 8. 


New York: AMA—Workshop semi- 
Advanced (The 
Chief Purchasing Executive’s Job), 
Feb. 5-7; workshop seminar, Tech- 
nical Purchasing, Feb. 12-14. 


nar, Purchasing 


Saranac Lake, N. Y.: AMA—Orienta- 
tion seminar, Profit Center Manage- 
ment (Profit Center Management of 
the Purchasing Function), Feb. 19-23. 


New York: AMA—Workshop semi- 
nars: Purchasing Management, Feb. 
26-28; Multi-Plant Purchasing, Feb. 
26-28; Advanced Purchasing (The 
Chief Purchasing Executive’s Job), 
Mar. 21-23. 


RIM 


MULTIPLE 
SPOT-WELDED 
ASSEMBLY 


BEARING 
—PRESS-FIT 


(Wide choice of 
other bearing 
types available) 


BAKED-ON 
FINISH 


STURDY 


SYMMETRICAL 
OR OFFSET 
CONTOURS 
AVAILABLE 


QUALITY SEMI-PNEUMATIC TIRES AND WHEELS—working 
components for movable equipment. Problem Solved: Provide a 
reliable source in depth for standard duty, industrial duty, and special 
duty wheels with accessories—all equipped with a wide range of job 
designed and proved tires and treads to meet customer applications. 
Wheels and tires are load and speed rated; field and laboratory tested. 
Full line available. Custom requirements can be met. Engineering 
and technical service offered. 


aid product design 


laboratory and engineering staffs second to none! 

If you have a part that may work better as rubber, or with 
rubber, ORCO is eager to serve you. For complete details, at 
no obligation to you, write or phone us, today! 


FUNCTION-ENGINEERED 
SEMI-PNEUMATIC TIRE 
CROSS-SECTION 


TIRE-CONTOURED 


OIL-IMPREGNATED, 
FLANGED THRU-TYPE, 
POWDERED METAL 


INTO DISC EXTRUSIONS 


STEEL STAMPING 


School Bells Calling P.A.’s Back to Class 


(Continued from page 45) 
such courses are available to reg- 
ular degree candidates than in 
1954. NAPA also announced 
that two $3,600 doctoral fellow- 
ships have been awarded in the 
purchasing field. Recipients are 
Victor Doherty, Michigan State 
University, for “The Professional- 
ization Process in the Field of 
Purchasing,” and Donald A. 


Lindgren, University of Wiscon- 
sin, for “Data Processing in Pur- 
chasing.” The doctoral candidates 
do their thesis work under two 
John 


business educators—Prof. 


SURFACE 
FORMATION 
TO CUSTOMER 
REQUIREMENT 


CYLINDRICAL, 
PIPE-TYPE 
INSERT 


UNIFORM 
THICKNESS 
OF RUBBER 
MAINTAINED 


0.D. OF RUBBER 
CONSTANT WITH 
STUB SHAFTS 


F. Hoagland at Michigan State, 
and Dean Westing at Wisconsin. 

AMA continues its new series 
of Purchasing Division orienta- 
tion seminars and workshops un- 
der Samuel C. Farmer, the divi- 
sion director. 

“AMA teaches the fundamen- 
tals of management,” says 
Farmer. He believes that pur- 
chasing students will learn best 
from each others’ experiences re- 
vealed in shirt sleeve, hair-down 
workshops, and the “reactions of 
others in different management 
functions to the problems.” 


HAY CONDITIONER ROLL—integra! component for agricultural 
equipment manufacturers. Problem Solved: Maintain uniform adhesion 
of 6/ long, inch-thick, rubber blanket molded on cylindrical, customer- 
furnished insert. Surface configuration of roll to vary according to 
customer's specifications. Stock, field and lab tested, must be highly 
abrasion-resistant—yet resilient enough to cushion impact and passage 
of incidental debris without interfering with continuous conditioning 


function of roll. 

: FREE! NEW RUBBER DESIGN DATA 
> These informative, “ EP: 
¢ factual manuals 3 

$ should be a part of 

e your working 

. library. 

: WRITE TODAY! 


Factories: Long Beach, Calif. + Fort Smith, Ark. + Willoughby, O. + Conneautville, Penn. + Stratford, Conn. 
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DE-68 


For example, a feature of AMA 
programs will be the inclusion of 
top managers outside purchasing. 
Thus, says Farmer, the P.A. will 
learn how “management outside 
judges purchasing, how they re- 
act to purchasing management, 
and how purchasing can evaluate 
itself.” 

Performance evaluation figures 
heavily in management appraisal, 
and AMA will emphasize this in 
its courses. At an orientation ses- 
sion Sept. 25-29 at Saranac Lake, 
N. Y., two top procurement men, 
Robert Gobel, vice president- 
purchasing for American Air- 
lines, and Charles F. Senkier of 
IBM, Rochester, Minn., will 
show how the profit center con- 
cept can be applied to the pur- 
chasing function. A feature of the 
session will be a special Purchas- 
ing Profit Center Simulation Ex- 
ercise that gives the participants 
actual practice with the concept 
—using a computer. 


Financial Planning 


A later two-part workshop on 
budgets and costs will expose the 
P.A. to financial planning—with 
a critique by a corporate treasurer 
and chairman of the board. 

But even in an orientation on 
buyer skills, the emphasis is on 
the management aspects of the 
buyer’s job. This way AMA ex- 
pects to show that management 
starts at the bottom of the pur- 
chasing ladder, especially since 
buyer day-to-day actions strongly 
affect company profit. 

The complex problems of the 
defense industries have drawn 
more attention than ever. On the 
West Coast, the Los Angeles As- 
sociation, in cooperation with sev- 
eral local colleges, will present a 
sub-contracting course. A private 
organization, Procurement Asso- 
ciates, will offer courses at Wood- 
bury College extending over six 
months, one night a week, on 
government contracting, pricing, 
negotiation, and sub-contracting. 

The National Security Indus- 
trial Assn. in conjunction with 
Harbridge House will have sev- 
eral sessions of the popular De- 
fense Marketing and Defense 
Contracting course. Harbridge 
House indicates that it will have 
a negotiating course available 
later this year, and says it is pre- 
paring a course on PERT, the 
scheduling and performance re- 
view technique used so success- 
fully on the Polaris weapons sys- 
tem. Operations Research, Inc., 
will present six sessions of its own 


PERT course. 


Correspondence Courses 


For those who want to burn 
the midnight oil at home, there 
are several correspondence 
courses. The University of Wis- 
consin’s Extension Division at 
Madison offers a 16-unit course 
on basic purchasing techniques. 

Almost as big an issue as what 
to teach is the method used for 
instruction. More and more asso- 
ciations are turning to the “case 
method” and _ problem-solving 
small seminars in preference to 
the old lecture method. But they 
realize that participants must 
bring considerable experience to 
the meetings to make their par- 
ticipation worthwhile. As a par- 
tial solution, some of the Univer- 
sity of Wisconsin programs are 
on an “invitational basis,” with 
a selected group of middle-level 
managers learning from each 
other. 
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School for Strategists 
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n this session of “School for Strategists,” we again take up a new type of 
| game based on linear programing. 

In these “linear programing” games (devised by P/W Consultant John W. 
Owen, Jr.) you must line up a set of facts, objects, prices, or people in an 
arrangement that produces the most satisfactory results. 

An example will show you what’s involved—and how to win: 


Sample Situation 


Suppose you had to assign two department heads—Jones and Smith—to 
two territories—New York and New Jersey. If Jones goes to New York, costs 
in that area will be $20,000; if Smith gets the assignment, costs rise there to 
$25,000. If Jones goes to New Jersey, costs in that territory will be $12,000; 
if Smith goes to New Jersey, costs will rise to $15,000. 

How shall we line up Jones and Smith so as to minimize costs? 

We can tabulate the situation thus: 


N.Y. N.J. 
Jones . . $20,000 $12,000 
Smith ; ‘ $25,000 $15,000 


Obviously, one plan will cost us $35,000, and one $37,000; so we pick the 
one shown by the connecting line (<——). 


Here’s Caster Wheel Performance 


But not all decisions of this type can be made so easily. Suppose we add 
two more territories to the problem—New England and Pennsylvania, cur- 
rently manned by O'Hara and Peters. Now how do we arrive at the best 
lineup? 

First we'll expand our tabulation to take care of the extra men and costs 
(the figures are in thousands of dollars): 


N.Y N.J N.E Pa 
Jones $20* $12 $22 $28 
Smith 25 15* 14 21 
Peters 30 28 31 24* 
O'Hara 35 29 30° 25 


“Indicates current assignment) 


Here’s how you go about solving the situation: 

STEP NO. 1. In each horizontal row of the above table, subtract the low- 
est entry from all the entries in that row. (Thus in the top row, you subtract 
12 from 20, 12, 22, and 28). Your new table looks like this: 


N.Y. N.J. N.E Pa. 
Jones F 8 o 10 16 
Smith 1 1 0 7 
Peters aan 6 a 7 0 
O'Hara ieeavena ae 4 5 0 


STEP NO. 2. In each vertical column of this new table, subtract the lowest 


Hints on 


that saves money... 


F'aultless 


@ Resist wear, tear, abuse 4 to 
10 times longer than ordinary 
wheel treads. 


® Ride loads easily, smoothly 
over the roughest floors. 


@ Carry heavy payloads—up to 
3,500 Ibs. per wheel. 


With Duro/Tred Wheels, your caster 
maintenance costs can be chopped 
considerably. Special properties of 
polyurethane—strength, resilience, 
wearing quality—mean Faultless 
Duro/Tred Wheels cut costly down- 
time of castered equipment in your 
plant. New Faultless Duro/Tred 
Wheels are manufactured in 5”, 6”, 
8”, 10” and 12” diameter wheel sizes 


Faultless Caster Corporation 


Evansville 7, Indiana 


Branch Offices in principal cities; see the Yellow Pages of the 
telephone book under "'Casters”. Canada: Stratford, Ontario. 


® Protect floors, loads, and 
equipment. 


> DURO /TRED 


Wheels are composed of the 
new miracle polyurethane elast- 
omer bonded to a lightweight, 
rugged core. 


to fit most larger Faultless swivel and 
rigid industrial casters. Free, fact- 
filled literature sheet detailing speci- 
fications and sizes of Duro/Tred 
Wheels is available from Faultless or 
your local Faultless Industrial Dis- 
tributor, who maintains a wide range 

ae of casters in stock at his 
warehouse for immediate 
shipment. 


Faultless 


Casters 


Sluorescent 
starter 
selection 


G-E STARTERS GIVE YOU 
SPECIAL PROTECTION 
AGAINST SHOCKS 


General Electric puts insulating 
liners in its fluorescent starters, to 
protect maintenance people against 
the slightest chance of a shock. The 
liners prevent inside elements from 
touching and charging the outside 
metal can — a possibility in unlined 
starters if they are mistreated or 
dropped. 

For extra safety — use G-E 
starters. And to get helpful starter 
ideas, ask your G-E distributor for 
the ‘‘G-E Starter 
Selection Chart and 
Maintenance Guide 
for Fluorescent Light- 
ing.” General Electric 
Company, Wiring 
Device Department, 
Providence 7, R. I. 


GENERAL @® ELECTRIC 
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Tin-lined copper tube re- 
cently developed combines tin’s 
corrosion resistance and malle- 
ability with the strength and duc- 
tility of copper. Pure molten tin 
is gas-propelled through the tub- 
ing to form a continuous, fusion- 
bonded tin lining that will not 
chip, crack or peel, and can be 


Photo courtesy Phelps Dodge 


bent, flared, flattened or soldered. 
Tin provides immunity to cor- 
rosive sulfur conditions found in 
some natural gas and petroleum 
products; affords excellent resist- 
ance to flaking action that can 
plug lines and orifices and create 
hazards with gas appliances. The 
tin lining also prevents contami- 
nation of fluids in process lines 
of food, beverages, pharmaceu- 
tical and water distilling equip- 
ment and for sampling lines to 
laboratory or control instruments, 
according to its producers, Phelps 
Dodge Copper Products Corp. 


Acid pickling of steel be- 
fore hot tinning produces maxi- 
mum bond strength of bearing 
metal to steel. Shot blasting prep- 
aration lowers bond strength, 
possibly because of distortion, 
folding and flowing during pre- 
cleaning. 


FREE Brochure 


16 interesting iggy ora 
pages of informa 
tion about the 
latest uses of tin es 
in U.S. industry. | 

Write today for ere“ w" 
your copy. | A. a. a 


The Malayan Tin Bureau 


Dept. $-50J, 2000 K St., N.W., Washington 6, D.C 
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entry from all other entries in that column. (Thus in the first 
column, you subtract 6 from 8, 11, 6, and 10; any column 
containing 0 remains as is—for the obvious reason that when 
you subtract nothing, nothing is changed.) Here’s what you get: 


Jones 
Smith 
Peters 
O'Hara 


STEP NO. 3. The best lineup you can make—hence the solu- 
tion to your situation—is to place each salesman in the zero spot 
(shown by an asterisk). That’s where he will incur the lowest 
costs. 

In short, Jones goes to New Jersey; Smith to New England; 
Peters to New York; and O’Hara to Pennsylvania. 

You can check this solution as follows: 

@ In the original assignment, Jones was in New York @ $20,- 
000; Smith in New Jersey @ $15,000; Peters in Pennsylvania 
@ $24,000; and O’Hara in New England @ $30,000. Total: 
$89,000. 

@ Under the new arrangement, Jones is in New Jersey @ 
$12,000; Smith is in New England @ $14,000; Peters is in New 
York @ $30,000; and O’Hara is in Pennsylvania @ $25,000. 
Total: $81,000—or a saving of $8,000. 

Now for some problems for you to work out: 


Problem |. Cost of Expediting 


The Ajax Sewing Machine Co. has just received a large over- 
seas order and has put production on a three-shift basis to meet 
it. But inventory has fallen to a minimum, and Ajax is consider- 
ing reassigning its expediters to assure that critical materials will 
come in on time. | 

Four key parts are purchased, respectively, from the Ark- | 
wright, Benton, Crowley and Danielson Companies. The four | 
suppliers give rather poor service on deliveries, although they | 
are more than satisfactory in other respects. Ajax, therefore, 
has made a practice of assigning one of its crack expediters to 
each of the four accounts. | 

On the basis of the past five years’ experience, Ajax is able to | 
draw up the following table which gives the average days of | 
delay experienced when each expediter is assigned to a partic- 
ular supplier. 


Expediter | Supplier 


Arkwright Benton Crowley Danielson 
Jones 40 30 VW 
Smith 60 7.5 9 
Peters 42 20 24 
Hammond 36 12.5 8 


Thus if Jones is assigned to the Danielson account, we may 
expect Danielson to be 11 days late in making its shipments. If 
Smith is given this assignment, the delay is reduced to 9 days. 

An analysis by Ajax management shows that a delay at Ark- 
wright will cost $125 per day; a delay at Benton, $50 per day; a 
delay at Crowley, $80 per day; and at Danielson, $100. 

How should the four expediters be assigned to minimize delay 
costs? 

(Answer on Page 58) 


Problem Il. Cost of Inspection 


Ajax Sewing Machine has to assign four additional inspectors | 
to handle the increased: volume from the four suppliers. The | 
cost of an inspector’s mistake is $10 on an Arkwright part, $20 | 
on a Benton part, $30 on a Crowley part, and $40 on a Daniel- 
son part. 

The four inspectors—Herman, Abrams, Adams and Johnson 

vary considerably in their ability to catch errors. Herman has 
a 10% chance of letting an error go through in the course of a 
day, Abrams 20%, Adams 30%, and Johnson, 40%. 

These estimates are based on the over-all records of the four 
inspectors. However, when the records are analyzed by type of 
job, we see that Abrams has a bad record on the Benton parts, so 
that Abrams’ chance of making an error on a Benton job is 25%. 
On a Crowley part, his record is very good, and his chance of 
error is only 10%. By the same token Adams has a particularly 
good record on Danielson-type jobs, with only one chance out 
of ten that he'll make an error. 

For the others, the job analsis supports the original estimates. 
The following table shows the chances of a daily error: 


Inspector % Chance of Error on Part 


Arkwright Benton Crowley Danielson 
Herman 10 10 10 
Abrams 20 10 20 
Adams 30 30 10 
Johnson 40 40 40 


How should Ajax assign its inspectors so as to minimize the | 
dollar value of its inspection errors? 


(Answe; on Page 58) 
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EAL/W\ASTE 


AVAILABLE 
WITH 


CONTACT 


WRITE FOR 
CATALOG 454 
and BULLETIN 359 


AVAILABLE IN QUALITY UNITS TO MEET EVERY REQUIREMENT 


Normal-Standard Standard 
Medium Duty Medium Duty LFT LP LF 
PILLOW BLOCKS § FLANGE UNITS FLANGE UNIT PILLOW BLOCK FLANGE UNIT 


SEALMASTER BEARINGS 
A Division of STEPHENS-ADAMSON MFG. CO. 


99 RIDGEWAY AVENUE, AURORA, ILLINOIS 


PLANTS IN: LOS ANGELES, CALIFORNIA © CLARKSDALE, MISSISSIPPI © BELLEVILLE, ONTARIO 
MEXICO CITY, D. F. 
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INTERNATIONAL P.A.’s: 
Northern Jersey Purchasing Agents Assn., talks shop with four 
proteges from overseas, representing the Philippines, Korea, Brazil. 


Irene Gordon 


Jersey P.A.'s Help Train Foreign Buyers 


Belleville, N. J.—The North 
Jersey Purchasing Agents Assn., 
with president Irene Gordon’s en- 
ergetic endorsement, has made a 
Significant grass-roots contribu- 
tion to international friendship. 

Miss Gordon, whose full-time 
job is chief purchasing agent for 
Wallace & Tiernan, Inc., Belle- 
ville, helped the International Co- 
operation Assn. find summer 
training assignments in New Jer- 
sey firms for six official guests of 
this country. Her efforts to place 
the visitors through member 
P.A.’s were prompted by a con- 


Purchasing Week 


versation last spring with Howard 
Ahl, NAPA executive secretary, 
who learned of the opportunity 
from an ICA official. 

Miss Gordon’s own firm has 
taken on four trainees for the 
summer. Two are in purchasing: 
Miss Wanda de Barros, adminis- 
trative assistant to Brazil’s Min- 
istry of Finance & Procurement, 
and Chi Cho Yoo, of Korea, 
whose title is junior administra- 
tion officer, transportation sec- 
tion, Office of Supply, ROK. 

Another Korean, Seung Ick 
Yang, administrative assistant in 


| the collection section of OSROK’s 


finance bureau, is working in 
W & T’s accounting department. 
And Socrates Mendoza, a Philip- 
pine civil engineer whose home 
job is with the supply manage- 
ment bureau of building and real 
property management, is studying 
maintenance. 

The North Jersey association 
also was responsible for placing 
two other members of the ICA 
group in industry jobs. Ray- 
bestos-Manhattan Corp.’s Passaic 
Rubber Division has given a Lib- 
yan government P.A., Mohamed 
A. Cara, intensive purchasing 
case-work (PW July 3, p. 12). 
Airborne Accessories Corp., Hill- 
(side, has done the same for 
Korea’s Ye Hwan Koh, adminis- 
trative assistant for commodities. 


Carefully Selected 


The visitors all were carefully 
Selected by their own countries 
for their abilities and potential 
| usefulness. Their ICA tour has 
‘included workshops, seminars, 
and formal college courses, in ad- 
dition to their regular on-the-job 
work. 
| As far as Miss Gordon and the 
other hosts are concerned, the 
local training phase has been a 
whopping success, both for the 
visitors and the Americans. “This 
ICA interchange is a wonderful 
thing,” says Miss Gordon. “The 
method of integrating foreign stu- 
dents right into our own jobs 
makes sense, and we both learn. 
What’s more, they go home real- 
izing that we’re really trying to 
help them, not just propagandize 
them. I sincerely hope other 
associations and business groups 
will give such programs a try. 
The little extra trouble is well 
worth it in terms of lasting friend- 
ship and practical knowledge.” 


NAPA Dist. 7 Gets Set 


For October Conference 


Atlanta — Purchasing agents 
from the Southeast Region will 
meet here Oct. 15 for a three-day 
conference, the 18th in NAPA 
Dist. 7’s annual series. Delegates 
will attend both general session 
talks and small workship meet- 
ings geared to “Professional Pur- 
chasing for Profit and Progress.” 

The program stresses NAPA’s 
Professional Development. Har- 
old A. Berry, chairman of the 
NAPA Committee for Profes- 
sional Development, will review 
association activities in the field. 

John C. Marous, of Westing- 
house Electric Corp., will address 
the conference on what to look 
for in the electrical industry in 
the next 10 years. H. G. Slatton, 
P.A. for Celanese Fibers Co., will 
analyze purchasing’s role in sur- 
plus disposal. National Aeronau- 
tics and Space Administration’s 
Francis L. Williams will talk on 
“Missiles and the Space Age.” 
“Data Processing in Purchasing 
and Inventory Control” is the 
proposed topic of a talk by J. T. 
O’Brien, P.A. for Humble Oil. 

Marshall Edwards, NAPA Pro- 
fessional Development staff mem- 
ber, will discuss the purchasing- 
management relationship. Ray 
| E. Estes, Jr., United States Steel 
|Corp.’s marketing v.-p., will pro- 
vide the P.A.’s with an “Under- 
standing of the Business Fore- 
cast.” F. J. Schwaemmle, of 
Delta Air Lines, will discuss “Jet 
Travel in the Next Decade.” 
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New Economic Gage Adaptable to P. A. Problems 


New York—A new economic 
yardstick—one that can be tai- 
lored to specific use for purchas- 
ing-type problems—has just been 
developed by the National Indus- 
trial Conference Board (NICB). 
Called “capital-output ratio,” this 
new tool measures the utilization 
of productive capacity. 

“It can provide valuable eco- 
nomic intelligence for proper as- 
sessment of individual firm plant 
and equipment needs and, in 
some cases, can be useful in 
evaluating conditions in supplier 
industries,” Daniel Creamer, di- 
rector of the NICB Div. of Eco- 
nomic Studies, and the man re- 
sponsible for the “capital-output 
ratio,” told PURCHASING WEEK. 


How It Works 


The capital to output (C-O) 
ratio rises and falls with the 
amount of unutilized capacity. 
Basically it works like this: If 
you have a machine valued at 
$100 that turns out $1,000 worth 
of goods when run at optimum 
speed, your C-O at full capacity 
is 100/1,000 or .1. If the ma- 
chine is run at half speed the ratio 
becomes 100/500 or .2. 

In the same way, when more 
and more unutilized capacity ap- 
pears in any industry the value of 
its capital equipment rises rela- 
tive to the value of the output of 
that equipment, and the C-O 
ratio rises. Conversely, as an in- 
dustry approaches full (or pre- 
ferred) capacity utilization, the 
ratio generally declines. 

Looking at this indicator in a 
slightly different way—the C-O 
ratio expresses the amount of 
capital used per unit output. 


Ways to Apply Ratio 


Here are two ways an individ- 
ual firm can apply the C-O ratio: 


@Company performance. A 
firm can get valuable information | 
by comparing its own C-O ratio | 
to the average C-O ratio in its 
industry. For example, if the| 
firm’s ratio runs higher than its | 
industry’s, it can mean any of| 
three things: | 

(1) The firm is operating at a| 
lower rate than the competition. 

(2) The equipment isn’t up to| 
productive standards for that in- 
dustry. 

(3) The equipment isn’t being 
used efficiently. | 

The C-O indicates the prob-| 
lem. Further investigation can 
then pinpoint the causes; and 
sales, purchasing, and engineer- 
ing can set about remedying it. 


© Supplier information. A pur- 
chasing department can get the 
same data on its important sup- 
pliers. By comparing the sup- 
plier’s C-O ratio to that of his 
industry, the P.A. has an idea of 
how to rate the supplier relative 
to his industry. 


Also if the vendor’s industry 
shows a rising C-O ratio, the P.A. 
has a strong indication that excess 
capacity is on the increase. This, 
in turn, is a good hint to the 
purchasing agent that bargains | 
might be available in that par- 
ticular product. 

A full report on the C-O ratio | 
appears in the recently released 
NICB study called “Capital Ex- | 
pansion and Capacity in Postwar | 
Manufacturing.” It explains in| 
detail how you go about getting | 
necessary figures for the ratio. | 

Thus, Creamer defines the | 
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capital part of the C-O ratio as 
the net-fixed-capital entry in com- 
pany balance sheets. It can 
usually be obtained from quar- 
terly financial reports. Output 
figures are generally available on 
a monthly basis for most firms. 
The value of both capital and 
output must be kept in constant 
dollars (Creamer used 1929 dol- 
lars) in order to keep price trends 
from distorting the ratio. 
Creamer uses the ratio to prove 
that “excess capacity, virtually 
non-existent in manufacturing be- 
tween 1953 and 1955, began to 


appear in 1956 and reached sub- 
stantial proportions in many in- 
dustries at the 1957 peak.” 

Although the study shows that 
excess capacity was reduced in 
1959, nevertheless, “the struc- 
tural imbalance between capacity 
and output probably is one of the 
important considerations explain- 
ing the absence of sustained eco- 
nomic growth since 1957.” 

The report is available through 
NICB, 460 Park Avenue, New 
York 22. Price is $2.50 for Con- 
ference Board associates and 
$12.50 for nonassociates. 


The only 
true measure of 


eyelet 
price 


Bnstalled 


and here’s JUST ONE 
of the ways UNITED 


helps you 


cut IC: 


REDUCED 


ENGINEERING COSTS! 


for all the dollar-saving 


From Fuel to Books 


Dallas—Pioneer Hydrotex In- 
dustries has diversified its busi- 
ness activities with the purchase 
of the A. T. Walraven Book 
Cover Co., Dallas, in addition to 
its affiliated company, A. T. Wal- 
raven Book Cover Co., Ltd., 
Toronto, Canada. 

Pioneer Hydrotex is a na- 
| tional supplier of fuel supple- 
ments, specialized lubricants and 
maintenance products for large 
commercial, industrial, and agri- 
cultural operators of heavy 
mechanical equipment and to 
municipalities and other govern- 
mental agencies around the coun- 
try. 


DANIEL CREAMER 


’ Ic Installed Cost not the 
initial cost of eyelets, but 
the total cost when the eye 
lets have been installed in 
your product 


With United's system of standardized eyelet sizes, you 
no longer have to hunt through literally thousands of 
cataloged items to find the right eyelet. 60 years of 
experience prove that United's 65 standard sizes will 
handle a vast majority of all eyeleting applications. As 
a result, your engineering specification time is cut to 
a bare minimum! Of course, there are always occa- 
sions when unusual application needs or exceptional 
production requirements call for special eyelet types 
or sizes ... or special eyelet tooling. But here again, 
United helps cut your engineering costs, because you 
can call on our complete application engineering serv- 
ice for the specialized assistance you need. 


facts = = = that show how United can help you cut Installed 


Costs through lower engineering costs (and through 
lower tooling, down-time and acquisition costs), ask 
for your free copy of the new bulletin ‘‘Eyelets and 
Price Buying.’’ Simply phone the United office in your 
area or write direct to Fastener Division, United Shoe 
Machinery Corporation, 1950 River Road, Shelton, 
Connecticut. 


© f United Eyelets © -z 


Fastener Division UNITED SHOE MACHINERY CORPORATION Shelton, Connecticut 


BRANCHES: ATLANTA, GA. ® CHICAGO, ILL. © CINCINNATI, CLEVELAND AND COLUMBUS, OHIO * DALLAS, TEXAS * HARRISBURG, PA. * JOHNSON CITY, N.Y. © LOS ANGELES, 
CALIF. © LYNCHBURG, VA, © MILWAUKEE, WISC. * NASHVILLE, TENN. * NEW YORK, N.Y. © PHILADELPHIA, PA. * ROCHESTER, N.Y. © ST. LOUIS, MO. 
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Washington — Motor freight 
carriers are making a major effort 
to reduce shipment damage and 
resultant costly claims that even- 
tually add up to higher freight 
rates. They're using cameras, 
special damage control staffs, im- 
pact recording devices, and other 
unique gimmicks. 

But one of their principal stra- 
tegy moves is a large scale infor- 
mation program aimed at em- 
ployees and shippers (including 
purchasing agents) on how to cut 
losses and keep a lid on tariffs. 

The American Trucking Assn.’s 
National Freight Claim Council, 
which compiles claim statistics, 
reports that 22.1% of all claims 
paid in 1960 came from prevent- 
able damages caused by insuffi- 
cient or inadequate packaging. 

Here is what some trucking 
firms are doing to stop damage 
before it occurs: 


ITCO} 


EC 


Spector Mid-States in late 1960 
launched a system-wide claim 
prevention program based on 
three main goals: 

@ The fewer claims a carrier 
has, the better, more dependable 
service the receiver gets. 

@ The fewer claims filed, the 
less spent on investigating and 
administering claims. 

@Free and independent tests 
for the shipper, in some cases, 


for improving containers and 
packaging found in_ recurring 
damage cases. 

Joseph Brown, who heads 


Spector’s claim prevention staff, 
says that savings from reduction 
in freight claims will exceed 
$300,000 this year. He’s work- 
ing to expand his staff, add new 
techniques, and thus chop claims 
even further. 

The service aspect of the sys- 
tem is just getting under way. On 


dependable shock-strength 


stands severest service 


Hammer-compacted toughness makes Ritco Forgings your 
logical choice when parts must be dependably strong. Ritco’s 
long experience in controlling grain flow assures the metal- 
lurgical structure having greatest fatigue strength — provides 
extra strength and impact resistance at points of greatest 
shock and stress. And Ritco’s smooth “Bright Finish” and 
close-tolerance accuracy save real money in machining and 
assembly time. We will be pleased to quote to your 


specifications. 


RHODE ISLAND TOOL COMPANY 


Member Drop Forging Association 


158 WEST RIVER STREET 


* PROVIDENCE 1, R. I. 
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Need Special Machine Work—or Special Fasteners 
and Upsets? Our machining facilities are at your 
service. Let us know your requirements! 


Truckers Seek Ways to Cut Damages, Claims 


a recent shipment, for example, 
two 5-gallon containers that 
leaked caused damage to other 
commodities in the shipment and 
to the truck trailer. At Spector's 
expense, the cans were sent to 
an independent testing laboratory. 
When the results are in, Spector 
will take them to the shipper who 
then can go to the can supplier 
to work out a more reliable con- 
tainer. 

Also in the works at Spector 
is purchase of three Impact-o- 
Graphs. These devices are used 
to detect areas and degrees of 
shock in shipments. They can be 
packed inside a carton and will 
record and latitudinal or longi- 
tudinal shock caused by shipper, 
carrier, or receiver at any point 
from packing to unpacking. This 
technique will help establish re- 
sponsibility for internal damage. 


Learned Better Techniques 


In a recent instance in which 
Yale Express System worked 
with a shipper to cut damage, 
both parties learned better tech- 
niques. The shipper was trans- 
porting material wrapped in one 
layer of paper. After numerous 
damage claims, Yale’s prevention 
department analyzed the reports, 
and persuaded the shipper to use 
more layers of stronger wrapping 
paper. At the same time Yale 
discovered that some of the dam- 
age was caused by its own hand- 
ling equipment, so the trucking 
firm changed its loading tech- 
niques on this commodity. 

A technical innovation at Yale 
is a closed circuit TV network in- 
stalled at the company’s New 
York terminal. Originally in- 
stalled as an aid for the dis- 
patcher in moving trucks in and 
out of the loading docks, the TV 
cameras are performing an added 
service as overseers in the load- 
ing operation. With 10 strategi- 
cally located, _ self-contained 
cameras surveying the docks and 
monitored at a central location, 
the dispatcher can direct remote 
loading operations giving orders 
over a two-way radio hook-up. 

Regular “still” cameras are a 
more generally used prevention 
technique. Like both Spector 
and Yale, Denver Chicago Truck- 
ing Co., Inc., is one of the many 
trucking concerns that makes a 
filmed record of a load just be- 
fore it leaves the dock and im- 
mediately after arrival. Many 
have switched to Polaroid cam- 
eras. 


Cameras Do Important Job 


“Cameras may sound like a 
gimmick, but they really do an 
important job,” explains a Den- 
ver Chicago spokesman. “We can 
usually tell exactly what mistakes 
were made in loading by compar- 
ing the departure and arrival pic- 
tures,” he continued. 

Strickland Transportation Co. 
uses pictures in yet another 
claims prevention technique. The 
firm shows 35mm colored slides 
as part of its training program. 
These slides illustrate good and 
bad examples of freight handling, 
stacking, stowing, crating, pack- 


aging, and completing claims 
paperwork. 


At East Texas Motor Freight 
all hands—from vice president- 
sales on down—take part in pre- 
vention work. Every executive 
and supervisor has a second full- 
time assignment, with genuine re- 
sponsibilities, as a member of the 
claim prevention staff. 
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In their claims prevention 
drives both Chicago Express, 
Inc., and Mason & Dixon Lines, 
Inc., have set up control proce- 
dures putting drivers in the pic- 
ture. At Chicago Express, for 
example, the claims department 
worked with the maintenance and 
operation departments to draw up 
a whole new service and control 
procedure for shipping refriger- 
ated commodities. As part of the 
deal, there is a checklist and an 
enroute stop point inspection sys- 
tem to insure against spoilage. 
Drivers are required to make pe- 
riodic examinations of the cargo 
and refrigeration equipment at 
specific points along the way. 
Any trouble is found and re- 
ported immediately by the in- 
specting driver. 

Mason & Dixon feels that 
claims prevention confined to the 
terminal is insufficient. To back 
this up, the company has started 
a program to train and check on 
the terminal drivers. Last year, 
terminal drivers were furnished 


with plastic clipboards contain- 
ing 10 rules governing pickup 
and delivery, equipment mainte- 
nance, instructions on accidents, 
and regulations for handling ex- 
plosives and other dangerous 
freight. 


Driving the Lesson Home 


Another way of impressing 
drivers and other terminal per- 
sonnel with the need for claim 
prevention comes from Cooper- 
Jarrett, Inc. The claims depart- 
ment sends checks paid on dam- 
age claim to terminals involved 
for relay to the customer. This 
drives home what damage pay- 
ment is costing the company. 

Summarizing the motor car- 
riers’ preoccupation with damage 
control, one Canadian trucker 
states, “If a claim agent shows 
that he means business in the ap- 
plication of a prevention pro- 
gram, he cannot fail to get results. 
Perserverance pays off. A claim 
prevented is a customer satisfied 
and a cost cut.” 
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INTERNALS made with famous G.S. 
precision give you better production 


It’s costly—in terms of machine time, man hours, over- 
head and customer dissatisfaction—to compromise on 
quality in Small Gearing for critical applications. You 
have no such worries when you order your Small Gears 
from G.S.—specialized equipment, specialized tech- 
niques and specialized, long-time experience assure 
properly designed, accurately cut Gears, produced to 
an unmatched standard of uniform accuracy. That 
means your production isn’t slowed by rejects or im- 
perfections—your product will operate smoothly and 
efficiently in the hands of your customers. 

G.S. Internals like those illustrated above, for ex- 
ample, are cut to exacting specifications for such ap- 
plications as air operated hoists, floor machines, radio 
equipment, navigating instruments and many other 
uses. If you use Internals—or any other type of Small 
Gearing—get G.S. in your picture! 


am 
Sh. SEND FOR 
s@): FREE 
Contains useful 
charts. Send for 


your copy today! 


y Small Gearing Guide. 
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WORLD'S LARGEST EXCLUSIVE MANUFACTURERS 
OF FRACTIONAL HORSEPOWER GEARING 


Specialties, Inc. 


MEDILL AVENUE 
CHICAGO 47, ILLINOIS 
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Ryder Plans to Test Truck Supermarkets 


Miami, Fla. — At a meeting 
here of its suppliers and district 
managers, Ryder System, Inc., 
unveiled plans for establishing 
a chain of “trucking supermar- 
kets” to serve the small fleet 
owner. 

The proposed centers would 
sell fuel, tires, and insurance 
provide all types of maintenance 
and upkeep. In addition, they 
would have leasing facilities. 

“In a sense, Ryder would take 
over everything but the driver 
and the title to the vehicle,” said 
Clyde Leslie, vice president of 
engineering and research for the 
trucking concern. The “super- 
markets would be aimed at com- 
panies with relatively small truck 
fleets, who can’t afford to have 
their own service facilities, he 
said. 


You Attend Meeting 


Over 400 persons attended 
the meeting at which Ryder out- 
lined its plans for expansion. 
Among the suppliers repre- 
sented by top-level management 
were International Harvester 
Co., White Motor Co., Mack 
Trucks, Inc., Fruehauf Trailer 
Co., Miller Trailer Co., Fire- 
stone Tire & Rubber Co., Coo- 
per Tire & Rubber Co., Kelly- 
Springfield Tire Co. and 
Goodyear Tire & Rubber Co. 

Ryder spokesmen also discus- 
sed other new ideas that the com- 
pany is working on, including: 

A retail sales program for used 


Unregulated Carriers Hit 
By Mounting Criticism 


From Transport Leaders 


New York — Railroad and 
trucking company spokesmen are 
stepping up their attacks on 
unregulated carriers in the belief 
that 1962 will be a big year in 
transportation legislation. 

Speaking last week at a meet- 
ing of the Traffic Assn. of New 
Haven, Anthony F. Arpaia, vice 
president of International Serv- 
ices, REA Express, said the bank- 
ruptcy of the New Haven Rail- 
road is a perfect example of what 
happens when regulated carriers 
“with their hands tied behind 
their backs by law” have to com- 
pete with “a growing body of 
transportation which is_ totally 
free of all restraints.” His 
recommendations: 

@ Set a single standard of regu- 
lation applicable to all carriers so 
that there can be “real compe- 
tition” between rail, truck, air 
and water carriers. 

@ Allow any certified carrier 
to provide a complete transpor- 
tation service, even if it means 
owning another type of carrier. 


‘Cleaning Up Abuses’ 


On the motor carrier front, the 
American Trucking Assn. made 
a series of recommendations to 
Secretary of Commerce Hodges 
for “cleaning up the abuses which 
arise out of exempt transporta- 
tion.” Among its proposals: ICC 
registration of exempt for-hire 
carriers; repeat of the exemption 
in the Interstate Commerce Act 
that permits trip-leasing of motor 
vehicles returning from an initial 
haul of exempt products, and 


stronger ICC reinforcement to) 


curb abuses by carriers “which 
are actually for-hire, but mas- 
querade as private carriers.” 
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vehicles. The company esti- 
mates it could save about $500,- 
000 a year by retailing used 
trucks itself, instead of selling 
them to wholesalers or back to 
the manufacturer. 

Plan for recapping tires on an 
internal basis and under con- 
tracts with the national tire com- 
panies. Ryder said it might save 
as much as $100,000 annually 
by switching from its present 
policy of leaving recapping prob- 
lems up to the individual district 
managers. 

Development of a collapsible 


truck body that can be shipped 
compactly and assembled rap- 
idly. This would simplify Ry- 
der’s replacement system, which 
now involves sending about 500 


|vehicle bodies a year to widely 


scattered points around the coun- 
try. 

Company spokesmen _indi- 
cated that the supermarket plan 
probably will be tested shortly 
in two or three cities of about 
100,000 population where the 
company is not now operating. 
If successful, the program will 
be made nationwide. 


Central States Wins 
PUD Allowance Fight 


Chicago — Central States 
Motor Freight Bureau got an 
assist from the ICC’s Suspension 
Board in putting down a revolt 
of motor carriers planning 
boost allowances paid to shippers 
or receivers performing their own 
pickup and delivery services. The 
Board suspended the move for 
the customary seven-month 
vestigation period. 

The present allowance for pick- 
up and delivery permitted by the 
Central States Bureau is 10¢/cwt. 
One carrier group, serving points 


to | 


in- | 


‘n Illinois, Indiana, lowa, Ken- 
tucky, and Missouri, planned to 
boost this allowance to 18¢. The 
other, serving Ohio, Detroit, In- 
dianapolis, and Wheeling, W. 
Va., planned a boost to 25¢. 


New REA Terminal 


Ardsley, N. Y.—REA Express 
[has consolidated operations of 
‘five Westchester County express 
lfacilities into a single $750,000 
\““key-point” terminal here. 

The new terminal is an _all- 
truck operation, with 46 vehicle 
pickup and delivery routes to 62 
|communities. It eliminates the 
use of inbound and outbound 
railroad hauls in the area. 


Simple changes save fastener $$ 


Value analysis of your current fastener practices 
by RBaW technical advisors can result 
in substantial cost reductions 


Here are typical savings made pos- 
sible through recommendations by 
RB&W fastener specialists...made 
after carefully analyzing product de- 
sign and assembly upon request. 


Manufactured 
product 


Automatic machine assemblies 
Cooler-and-condenser units ... 
Refrigeration units 
Compressors . 


The striking thing about all these 
cost reductions is that they required 
merely a substitution to be realized 
...a Standard high strength bolt 
rather than a special alloy fastener 


....$ 7,800 per year 


were involved. 


Cost Reductions 
Made Possible 


$97,000 per year 
$16,500 per year 


$12,000 per year 


...a hex screw in place of a socket 
screw. No product design changes 


How about a survey of your own 
fastening operations? Wherever 
fasteners are used in quantity, there 
are bound to be areas where you can 
shave costs simply by having assem- 
bly specifications altered. An RB&W 
fastener specialist, working with 


your engineers, can locate them for 
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you. He’s no smarter than your own 
people, but knows his specialty best 
and also what to look for. Write Rus- 
sell, Burdsall & Ward Bolt and Nut 
Company, Port Chester, N. Y. 


B-W 


117th year } 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock 
Falls, Ill.; Los Angeles, Calif. Sales office and ware- 
house at: San Francisco, Calif. Additional sales 
offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas. 


| Presidential Task Force Predicts| Traffic Expert Outlines Criteria for Air Cargo 
Sharp Drop in Air Freight Rates| 


Washington—Air freight rates 
will drop about 45% in the next 
decade, and international rates 
about 60%, a Presidential task 
force predicted last week in a 
339-page report recommending 
aviation goals for the next 10 
years. 

Among the recommendations: 

® New planes. In addition, to 
the new long-haul cargo planes 
under development, the task 
force said a new plane should be 
built with a payload capacity of 
30,000 Ib. to serve the short- 
medium haul market. 

@ Expansion of medium and 
long-haul business. The report 
said that in both domestic and in- 
ternational fields, “the markets 
which air freight should increas- 
ingly try to satisfy are those med- 
ium and long-haul markets where 
scarcity, perishability, unpredicta- 
bility of demand or high value re- 
quire quick response and speed of 
movement. 

@ No all-cargo subsidies. The 
task force said it would be im- 
proper—for the present, at least, 
to use government funds to help 
cargo airlines divert traffic which 
surface carriers can carry eco- 
nomically and for which they are 
vigorously competing. 


®@ Indirect government aid. 
But it said all-cargo carriers 
should receive indirect govern- 


ment help in the form of support 
of cargo plane development, ex- 
panded use of air cargo services 
for mail and military freight 
shipments, and guaranteed loans 
for plane purchases. 

® Diversion from MATS, The 
task force said the government 
should turn to certificated civil 
carriers to haul more of the pas- 
senger, and ultimately the cargo, 
traffic now handled by the Mili- 
tary Air Transportation Service. 

The group said keys to the 
growth of air cargo are (1) planes 
which can be operated more eco- 
nomically and efficiently and (2) 
basic improvements in ground 
handling systems, leading to 
greater automation. 

The Canadian-built CL-44, an 
all cargo, prop-jet plane of 50,- 
000-60,000 Ib. payload featuring 
“swing-tail loading,” is going into 
service this year. The American- 
built L-300, a pure-jet all-cargo 
craft with a 75,000-90,000 Ib. 
payload capacity featuring end- 
loading at truck-bed heights, will 
go into service in 1965 or 1966. 


Aluminum Hopper Cars 
Leased by Union Tank 


Chicago — Union Tank Car 
Co. has begun leasing aluminum 
covered tank-hopper cars for 
hauling dry bulk commodities. 

The company said the new cars 
are suitable for transporting dry, 
granular or powdered commodi- 
ties, including salts, fertilizers, 
lime, cement, chemicals, food 
products and grain. Union Tank 
said the aluminum cars are light- 
er than conventional hopper cars 
with an equivalent 4,000 cu. ft. 
capacity. 

The new cars have curved sides 
like ordinary tank car, but are 
flat on top like a hopper car. The 
contoured sides permit simple 
gravity flow unloading. 


In addition, the report said, 
passenger planes which haul 
freight will shift almost totally 
from piston-engine to jet opera- 
tions during the remainder of the 
1960's. But most freight opera- 
tions will be handled by all-cargo 
craft by the end of the decade, 
the task force said. 

The report predicted demand 
for air cargo service (including 
air mail) will increase 
four-fold domestically from 1960 
to 1970. 


The company said the first two 
of the new cars are being leased 
to Zonolite Co., Chicago, for 


hauling mineral products. 


56 


nearly | 


Philadelphia — Three criteria 
for determining whether to ship 
by air freight were outlined at a 
meeting here of the Associated 
Traffic Clubs of America by Eu- 
gene C. Taylor, vice president, 
cargo sales and services, Ameri- 
can Airlines. 

Taylor’s rules: If a product has 
a value of $1/lb. or more, if it is 
a stock item, or if it takes longer 
than 48 hours by surface trans- 
portation to get the product to 
market, then air freight may be 
the best method of shipping the 


| products. 


He cited the experience of 
three leading concerns as evi- 
dence of savings that can be ob- 
tained by making good use of air 
freight. 

@ Raytheon Co., by integra- 
ting the speed of air freight with 
electronic order communication 
and data processing systems, can 
make deliveries from Westwood, 
Mass., to distributors throughout 
the U.S. in 24 to 48 hours. Esti- 
mated annual savings, said Tay- 
lor, are $250,000 in distribution 
costs, plus $250,000 in fixed ex- 
penses. In addition, Raytheon 


ewark 


has cut inventory investment by 
50%. 

® Armour Pharmaceutical 
Co., by using air distribution to 
four cities, has in effect created 
four “warehouses in the sky” for 
less total cost than two “brick 
and mortar” warehouses, he said. 

@ American Greetings, a card 
manufacturer, is using air freight 
to three West Coast cities in place 
of a single warehouse in Los An- 
geles. The change saves the firm 
$90,000 annually while provid- 
ing better distribution service, 
said Taylor. 


90 YEARS PLUS 


in Wire Cloth Making In Back of Us...with an 


outstanding record of important pioneering 


developments. 


50 YEARS PLUS 


in Wire Cloth Making Ahead of Us...continuing 


with that same pioneering spirit to do more things 
and better things in the broad field of wire cloth. 


Newark Wire Cloth Company, as a corporation, was started in 1911 


but the “know how” that formed the nucleus of the business then 


came from its founder, John C. Campbell, a wire cloth maker from 


boyhood apprenticeship. Beginning at the age of 14 and working 


from 7 in the morning to 6 in the evening—with an hour out for dinner 
~he literally grew up in the business. When he started NEWARK 
WIRE CLOTH COMPANY, he knew wire cloth making from A to Z. 


But even better, he was capable of passing his skill 


and ingenuity to others. From that day to this the company has been 


responsible for many wire cloth “firsts” in the United States. 
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We would be pleased to have you visit our booth at the 
Chemical Exposition, New York Coliseum next November, 
and to discuss any problem you might have where our 
experience in the manufacture and use of wire cloth 


might be helpful. 
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To do lesson at right, student 
reads first statement (7-1) on 
Page 1, fills in the blank, finds 
the correct answer in left hand 
margin of Page 2 (7-1). Here it’s 
“food”. Directly to the right is 
next question (7-2) and blank to 
fill in. Answer is on Page 3 (7-2) 
—"‘reinforce’’. Third question, to 
the right, is answered back on 
Page 1, second line. From there, 
student is led to the fourth, and 
so on. Source: ‘The Analysis of 
Behavior: a Program of Self In- 
struction’, McGraw-Hill Book 
Co., New York, 1961. 


Sample Programed Instruction Lesson 


“rewards”. 
with 


Animals are trained with 
mimal can be “rewarded” 


PAGE 1 The behavior of a hungry 
, : 7-1 
reinforced The trainer reinforces the animal by giving it food 


(NOT: rewarded) jit has performed correctly. 
7-3 


is reinforcement. 
it with food. 


A technical term for “reward” To reward an 


organism with food is to 


7-2 
Reinforcement and behavior occur in the temporal order: 


(1) 


|Technically speaking, a thirsty organism can be __ 
|with water. 
7-2! 
(1) behavior |Food given to an animal does not reinforce a response unless 


(2) reinforcement |it is given almost immediately _ the response. 
7-5) 


reinforce 


Teaching Machines May Be Answer 
To Professional Training for P.A.'s 


(Continued from page 45) 
Du Pont, Radio Corp. of Amer- 
ica, and Schering Corp. which 
went deep into very technical 
subjects such as electronics and 
physiology. 

International Business Ma- 
chines has taught the basic facts 
about its 7070 and Sage com- 
puters to customer engineers and 
Air Force personnel with pro- 
gramed textbooks. It also used 
such texts to teach employees 
electronics. And Eastman Kodak 


ire Cloth COM PANY 


For example: 


BFWW ... (Before First World War) the 
company was the first to draw phos- 


phor bronze wire and to weave the 
wire cloth of that metal. The ‘first’ 


included the development of the 
process for making phosphor bronze 
suitable for drawing fine weaving 
wire. Another first of the pioneering 


1921 


kind was the use of monel. 


... produced the first ‘filter grade’ 
wire cloth for use in the beet sugar 


1920 ...produced the first 250 mesh cloth 
of any metal in the United States. 


...produced the first 325 mesh cloth 
which—and this may be of interest 
—requires 7800 feet of wire for one 
square foot of cloth. 


..-produced the first 400 mesh cloth 


one square foot. 


industry, including 20 x 300 and 


28 x 500 mesh, two pioneering 
achievements. 


We shall be glad to send 
literature on the follow- 


ing items: 


General line of Newark 
Cloth, Parts and Inserts 
Testing 
Baskets. 


of Wire 


Sieves, 


Cloth, 
Wire 
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cloth. 


which requires 9600 feet of wire for 


.. produced the first 100x 1000 mesh 


So much for a few brief “pioneering” notes. Today, 
Newark Wire Cloth Company can supply (1) wire mesh 
cloth in sizes ranging from 4 inch space to 400 mesh in all 
commercially available metals; (2) filter cloth in various 
weaves of standard and corrosion - resisting metals; (3) 
inserts and other parts of fabricated wire mesh without 
limit as to size, shape, mesh, number of pieces; (4) com- 
plete line of Testing Sieves to NBS, ASTM and ASA 


Standards. 


Newark was and continues to be a pioneering wire cloth 


exacting requirements. 


company but along with that, it has the equipment, skilled 
workmen and experience to take care of industry’s most 


Jire Sloth 


COMPANY 


351 Verona Avenue Newark 4, New Jersey 


Teletype: NK607 © Tel.: HUmboldt 3-7700 


Representatives in all principal industrial areas 
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|Co. has used the technique to in- 
struct employees in basic photog- 
raphy, use of a slide rule, statis- 
tics, and other courses. The firm 
is using homewritten programs in 
|some of its courses and has de- 
| veloped its own teaching machine 
using microfilm. Polaroid Corp. 
| Offers a variety of cultural courses, 
| languages, and recreational pho- 
|tography, which employees can 
— on their own time. 


| Improves on Present Methods 
| Supporters also note that Stan- 
‘ford Research Institute’s Long 
|Range Planning Service asserts 
that 80% of the subject matter 
covered in present day industrial 
training courses can be taught 
| with appreciable improvement 
/over standard methods by pro- 
gramed instruction methods. 
| Management level courses are 
|being prepared in accounting, 
| marketing, computer programing, 
and even such complex subjects 
as Critical Path Scheduling and 
| Planning (PERT). 

Material used in a teaching 
machine is called a program. This 
programed or subject matter is 
especially prepared and broken 
down into short sequential steps 
or frames. The machine presents 
one frame at a time. Each frame 
follows from and builds on the 
proceeding step. In some ma- 
chines programs are presented on 
‘sheets or strips of paper, while 
others utilize 16 mm or 35 mm 
film. 

It is the programed matter, not 
‘the hardware, that is responsible 
for the learning. While programs 
were originally designed for use 
in machines, they also can be pre- 
sented very effectively in book 
format. 

The learner’s understanding is 
checked by asking him to make 
'some kind of a response to the 
/machine or textbook—fill in a 
blank or answer a multiple choice 
question. The method allows the 
student to move at his own pace 
and get immediate feedback on 
correctness of answers which in 
turn reinforces the learning proc- 
ess. 

Programed instruction, _ like 
|any new development, is having 
its growing pains. The rush to get 
into the teaching machine field re- 
‘sulted in machines without any 
thought of programing. There is 
a lack of programed material— 
not enough programs are yet 
_available to teach a whole range 
‘of subject matter—and there is 
no standardization. 


100 Companies in Field 


Close to 100 companies are 
‘now marketing or designing 
‘teaching machines for schools, 
‘industry, and military use, and 
the number grows every week. 
Machines range from a simple 
box to some computer-controlled 
models with price tags from 
$2.50 to over $5,000. A few 
‘teaching machines are available 
on a rental basis. 

For the individual interested in 
brushing up on his skills or in 
'general self improvement, pro- 
gramed textbooks are available at 
$3.95 each on such subjects as 
use of slide rule, basic electronics, 
| and bridge bidding. McGraw-Hill 
‘Book Co. has entered the pro- 
gramed textbook field and plans 
to have a business mathematics 
program ready by spring of 1962, 
in addition to other studies. 


57 


Answers to Strategy Games 
On Pages 50 and 51 


Answer to Problem | 
First find the total likely cost of a delay by multiplying the 
cost of one day’s delay by the typical number of days late with 
each expediter on each product. You get this group of figures in 
100’s of dollars. 


Arkwright Benton Crowley Danielson 
15 20 24 W 


Jones 
Smith 30 6 . 
Peters 26.25 16 24 
Hammond 20 10 8 
ICEBERG ON WHEELS: New car designed by Union Tank Car Co. to ; ; y ; 
haul liquid oxygen at —300 degrees was displayed at Allied Rail- Subtracting the smallest element from the others in each row, 


way Supply Assn. show in Chicago. it can hold 15,000 gal. you get: 


Arkwright Benton Crowley Danielson 
Jones a 9 13 0 


Smith 24 6 ) 
Peters 10.25 5 0 8 


7 Hammond 12 10 2 1) 
Kraft Folding Cartons Subtracting the smallest element from the other numbers in 
. ° ’ each column, you get: 
in stock—64 sizes! 
Arkwright Crowley Danielson 
Jones o* a4 13) 0 
Send for FREE sample Porer os ° : 


Hammond 8 2 


You may find the solution to some of your packaging The solution is indicated by asterisks. 
problems in our expanded line of stock kraft folding 
cartons. 


Inventories of stock boxes are maintained in 64 sizes, 
ranging from %” x %” x 1” to 5%” x 7”. Buyers Answer to Problem II 


across the country are using them to package items First find the expected dollar value of inspection losses per 


ranging from electronic sub-assemblies, automotive piece by multiplying the chance of error times the cost of the 
and aircraft parts, to nursery products. error. You get these figures in dollars: 


Stock boxes offer these special advantages: 
LOWEST PRICES because of volume runs, standard nomen : 
fabrication. a 3 ‘ 9 


’ : “ 
FAST SHIPMENT —orders received before noon emo 8 12 
Se ee Subtracting the lowest element from the other numbers in each 


YOUR INVENTORY MINIMIZED, because we keep row: 
the boxes until you need them. 


Arkwright Benton Crowley Sues 
3 


: Arkwright Benton Crowley Danielson 
Write on your letterhead telling us the box sizes Herman 0 3 

ou’re i d in for free samples and price lists. aoe . 
you're interested in for p p Pe a 1 
Johnson 0 | 


Subtracting the lowest element from the other numbers in each 
Write: . column, you get: 


STONE CONTAINER CORPORATION 
Campbell Division S I O Nj —& | Atrenighe Sona Goutey Denisteen 


360 No. Michigan Ave., Chicago 1, Illinois Herman 


. 7 Abrams 0 2 o* 5 
Adams 0 2 5 o* 
Johnson 0° 3 7 

STONE CONTAINER = 


The solution is designated by asterisks. 


Let DeSoto cut your share of industry’s $2-billion annual maintenance 
painting bill. Take advantage of free consultation with experienced DeSoto 
survey engineers. They'll analyze your painting problem—then recommend 
the best coating, in the right color at the /owest overall cost. 

Whatever your maintenance painting problem, DeSoto is your best long- 
term and short-term buy. Write today for catalog. 


DeSoto Chemical Coatings, Inc. 


1350 S. Kostner Avenue, Chicago 23, Illinois 


Purchasing Week 


NIGP Members 
To Air Problem 
Of Identical Bids 


New York—Recommended 
procedures for reporting and 
cracking down on identical bid- 
ding will be highlighted at the 
annual National Institute of Gov- 
ernmental Purchasing conference 
to be held here Oct. 8-11. The 
recommendations will be based 
on studies made during recent 
months by a National Assn. of 
State Purchasing Officers’ task 
force on bid-rigging. 

Task-force chief C. L. Magnu- 
son, past-president of NIGP and 
director of purchases for the 
state of Connecticut, said his 
committee has drawn up a model 
format for snooping out identical 
bids and reporting them formally. 
Magnuson hints that adoption of 
his committee’s recommendations 
may soon become mandatory for 
public buying agencies, for the 
study project has had full back- 
ing and cooperation both of the 
anti-trust division of the U. S. 
Dept. of Justice and the National 
Assn. of Attorneys-General. 

This year’s NIGP conference 
delegates will take up a wide 
range of current and vital sub- 
jects. Albert H. Hall, executive 
vice-president of NIGP, has 
planned three full days of general 
talks, seminars, and _ breakfast 
workshops. 

Certification, as a formal 
means of “professionalizing” the 
governmental purchasing field, 
will be a prime topic. California’s 
experience with certification 
exams will be told first hand. 
And nine seasoned governmental 
purchasing officers will hold a 
special seminar for men new to 
the field. 

Other topics will include: 
“The Compact Car in Public 
Service,” “Long-Term Con- 
tracts,” “Buying Municipal In- 
surance and Bonds,” “Organiza- 
tion of Car Pools,” “EDP in 
Purchasing,” and “Leasing Pub- 
lic Equipment.” 

Hall urges maximum participa- 


.|tion in the conference events by 


“any and all governmental and 
military procurement people who 
want to know more about govern- 
mental purchasing problems.” 


Arbitration Answer 


The arbitrators in “The 
Case of the Bewitched 
Switches” on page 40 deter- 
mined that the radio manu- 
facturer had no grounds for 
damages. The switches were 
in perfect working order when 
they were shipped. However, 
the vibrating table subjected 
them to severe jarring, and 
they had not been designed to 
withstand this kind of treat- 
ment. Actually, the engineers 
who had developed the test 
had neither told the P.A. about 
it nor requested him to order 
switches that would withstand 
the test. 

On __ reconsideration the 
radio manufacturer decidéd ‘he 
was subjecting the on-off 
switches to a more exacting 
test than necessary. The pur- 
pose of the vibrating table was 
chiefly to test soldered con- 
nections. In the future, the 
vibrating table test would be 
applied before installation of 
the on-off switches. 
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Product Briefs 


Blanket and wire clamps for |Co., 


high voltage work have an op- 
tional coating of rubber to in- 
crease resistance to slipping. The 
coating resists absorption of oil, 
water, creosote, and other chem- 
icals and assures a firm rubber- 
to-rubber grip. Charleston Rub- 
ber Co., 40 Stark Industrial 
Park, Charleston, Si). 


Fire-resistant material of alu- 
minum foil bonded to asbestos 
cloth is useful for fire entry and 
approach garments, fire curtains, 
baffles, reflective blankets, fold- 
ing doors, and partitions. It 
weighs 1% lb./sq. yd. and is 
available with %2-mil foil in a 
40-in. width. Keasbey & Matii- 
son, Ambler, Pa. 


Vacuum degassing unit for 
foundry operations accommo- 
dates crucibles up to size 150. 
Chamber and pumping system 
are built together on a common 
base plate taking less than 20 
sq. ft. of floor space. Elimina- 
tion of lifting mechanism also 
minimizes head-room. F. J. 
Stokes Corp., 5500 Tabor Rd., 
Philadelphia 20, Pa. 


Envelope with executive styl- 
ing comes in eight sizes and 
types: commercial #6%4 and 
#+6%; official +9 and two 
#+10s; outlook window +6% 
and +10; and outlook window 
check. The paper grade has uni- 
form ink receptive texture and a 
high brightness. United States 
Envelope Co., 21 Cypress St., 
Springfield 2, Mass. 


Tool holder is _full-floating, 
collet-type unit for turret lathes, 
automatics, radial drills, etc., 
which compensates for both an- 
gular and parallel misalignments 
between tool and = machine 
spindle. Five models are avail- 
able to accept collet sizes from 
¥g in. to 15% in. Erickson Tool 
Co., 34350 Solon Rd., Solon, 
Ohio. 


Fire hose replaces conven- 
tional use of two independent 
jackets with a single outer jacket 
of synthetic fiber. Its pressure 
capacity is said to be higher for 
its weight than any others. The 
hose takes 30% less space than 
conventional ones and can be 


re-packed when wet without first | 


being dried. Eureka Co., New- 
ton, Conn. 


Plasma spray coating system 
with improved control and flow 
of plasma powders permits ex- 
act duplication of coatings. The 
system permits flame spray 


Inc 


avn anda, 


Rod 


.. 310 Wheeler St., Ton- 
N.Y. 


with continuous thread 
comes in 2- to 12-ft. lengths with 
National Coarse thread from 6 
gage to 22-in. dia. and National 
Fine thread from 6 gage to 1-in. 
dia. Steel finishes include oil, blue 
rust resistant, and zinc-plated. 
Unistrut Products Co., 993 W. 
Washington Blvd., Chicago 7, Ill. 


Laboratory furniture line in- 
cludes dimensionally standard- 
ized units that can be rear- 
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speeds with most materials of | 


of 5 lb. to 15 Ib. with deposit 
efficiency of 65% to 80%. 


Components are console, pow-| 
der feeder, and spray gun with) 


one-piece nozzle. Metco, Inc., 
1101 Prospect Ave., Westbury, 
N.Y. 


Glass-epoxy laminate is avail- 
able in slit coils or fabricated 
parts from .007 in. to ;'y in. 
thick. The material, with inte- 
gral Mylar facing, has excellent 
electrical properties, moisture 
and chemical resistance, and 
high  strength-to-weight ratio. 
Applications are in fields with 
requirements for high tempera- 
ture insulation. Spaulding Fibre 
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REGAL 
BRUSHES 


ranged at any time suit 
changing requirements. Basic 
units include cabinets, counter 
tops, tables, desks, lockers, fume 
hoods, sinks, carts, and chairs. 
Finish is soft green and counter 
tops are charcoal gray. Will 
Corp., Box 1051, Rochester 3, 
N.Y. 


to 


Clip-board of heavy-gage, an- 
odized aluminum features rub- 
ber-cushioned rollers, quality 
steel spring, embossed reinforce- 
ment, and convenient name- 
plate holder. The unit is easy to 


clean and permits easy insertion 
and removal of record sheets. 
Carstens Mfe. Co., 4629 N. 
Ronald Ave., Chicago 31, Ill. 


Caps and sleeves of molded 
polyethylene protect large 
threaded shafts, machined shafts, 
drill pipe, and other parts of 
large size and odd shape. They 
seal out dust and moisture and 
protect against impact damage 
during storage, process, or 
transit. Protective Closures Co., 
Inc., Caplugs Div., 2207 Elm- 
wood Ave., Buffalo 23, N. Y. 


Tubing of Micarta, with paper 
or cloth base, softens when 
heated at 135 C to 150 C to re- 


Keystone Wire 
solves dairy brush forming 
and corrosion problems 


ceive a permanent configuration. 
It retains rigidity at room tem- 
perature and below. Internal 
diameters range from ¥ in. 
through 1 in. in maximum 
lengths of 46 in. Westinghouse 
Electric Corp., Hampton, S. C. 


Printer for the RCA 301 elec- 
tronic data processing system 
prints up to 1,000 lines per min. 
It uses single sheets or multiple 
forms from 4 in. up to 19 in. 
wide and also pressure-sensitive 
papers, heat transfer papers, pre- 
printed forms, and card stock, 
printing 120 to 160 characters 
per line. Radio Corp. of Amer- 
ica, 30 Rockefeller Plaza, New 
York 20, N. Y. 


Uniform wire softness is needed to perform brush twisting operations 
on high-speed twisting machines. To solve this problem, Keystone 
Steel & Wire Company developed for Regal Manufacturing Company, 
Fond du Lac, Wisc., a dead soft galvanized twisted Brush Handle 
Quality Wire. A special tight zinc coating is designed to adhere firmly 
during the severe twisting. 

Regal Manufacturing Company specializes in making unusual 
brushes for the dairy and creamery industry—for example, the milk- 
ing machine brush illustrated at left. 

For filled brushes, galvanized stapling wire anchors crimped white 
nylon bristles into brush blocks of Super Hi-Impact plastic, hard rub- 
ber and hard wood. Regal uses Keystone’s galvanized Stapling Quality 
Wire to resist corrosion from water and lactic acid. 

These quality wires are products of Keystone’s Metallurgical lab- 
oratories. If you make brushes or other wire formed products and want 
to improve them, tell us about your wire needs. We shall analyze your 
requirements and make the necessary recommendations. Fe 


Keystone Steel & Wire Company, Peoria, Illinois 


KEYSTONE 


WIRE FOR INDUSTRY 


BRUSH 
HANDLE 
QUALITY 
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MADE AT PEORIA, 


ILLINOIS, U.S.A. 


P/W Reports on Resale Prices 


JULY 17, 18 and 19 


Latest Auction Prices ahah ea ee 


Caterpillar Model 12 diesel motor grader, power steering. Ser. 80C-395. $9,750. 

Northwest Model 6 crawler crane with Murphy diesel engine, 65-ft. boom and fairleads. Ser 
eae 5S 13556-17093C. $22,000. 
Auction held at Penn Television Products Co., Philadelphia. Auctioneer: Industrial P & H truck crane Model 55 ATC, Waukesha engine, 70-ft, standard boom. Ser. 20001. $43,000. 
Plants Corp., New York. Caterpillar DW-21 series C tractor, with PR-21 Athey ready dump trailer. Ser. 58C609. Dump 


Two Bliss 21B OBI presses, new 1954. $1,600 and $2,050. serial. 35184. $15,000. 
Bliss No. 21 OBI geared press, new 1953. $1,850. Caterpillar DW-20 series G tractor, with cable control unit and 27 cubic yard long-haul scraper 
Two Bliss 19-1/2B OBI back-geared presses, new 1954. $1,950 and $1,200. Ser. 87R512. $17,000. 


Logan 12-A-2 air arbor press. $80. Caterpillar DW-21 series G tractor with Southwest ST-100 10,000-gallon water sprinkler tank 


Whitney Jensen 18-in.-throat kick press. $160. and B311 Caterpillar engine. Ser. 85E915. $29,500. 

Three Whitney 58 deep-throat, toggle action foot presses, new 1960. $100, $145, $145. Caterpillar D-9 series D tractor with cable control and Caterpillar 98 bulldozer, HRD9 Ateco 
DoALL ML16 16-in. bandsaw, new 1953. $1,550. ripper and push block. Ser. 18A1979. $22,000. 
Niagara No. 1B-15-3-4 22-ton capacity press brake, new 1961. $1,300. Caterpillar D-6 series 8U tractor with Caterpillar Model 25 cable control and Caterpillar 68 
Pexto 12-U-4 power shear, used only 2 months. $2,400. bulldozer. Ser. 8U9204. $6,500. ; 

Two Littell 412-5PD straighteners. $1,300 each. Ingersoll-Rand Drillmaster with Gyroflow DR-600 compressor and diesel engines. Ser. 31670. 
Five Chicago Ve x 1-in. riveters. $325 to $675. $27,000. 

Towmotor 5000-lb. capacity gas-driven lift truck. $1,000. 

Two Ames 10-kva welders. $100 each. JULY 13 

Ace 3-kva spotwelder, timer. $375. 

New Jersey M B wire stitcher. $175. Auction held at D’Velco, Gardena, Calif. Auctioneer: Milton J. Wershow, Los Angeles. 
Bladesdale 16 x 5-in. bed lathe. $115. LeBlond Regal 19 x 80-in. quick change engine lathe. Ser. 1065. $5,250. 

Brown & Sharpe No. 2 grinder, old. $375. LeBlond Regal 19 x 60-in. quick change engine lathe. Ser. 2E517. $4,250. 

Cincinnati Bickford drill, reversing spindle. $55. LeBlond Regal 15 x 48-in. quick change engine lathe. $3,300. 

Artos LS6E wire cutter and stripper. $625. LeBlond Regal 19 x 54-in. quick change engine lathe. $1,600. 


Sebastian 15 x 60-in. quick change engine lathe. Ser. C6184R. $1,250. 

Sebastian 15 x 42-in. quick change engine lathe. Ser. C6206R. $1,050. 

LeBlond Regal 15 x 54-in. quick change engine lathe. Ser. C9368. $1,000. 

Cincinnati tray top 15 x 54-in. quick change engine lathe. Ser. 1|W3H6C-136. $2,300. 


£ Mimik 1961 model hydraulic tracer. $1,250. 
 , Warner & Swasey No. 4 turret lathe. Ser. 145540. $6,250. 
f 9 srpAFric MANAGER Warner & Swasey No. 3 turret lathe. Ser. 526366. $2,000. 


Pil S 
single-carrier 
service 

means a lot 

to the 

Purchasing Agent 
who wears two hats! 


Hardinge HCT high-spread chucker, attachments. Ser. 28717. $4,850. 
Weiser chucker, model RD 42. $4,200. 

DoALL 16-in. bandsaw. $1,100. 

Spitfire 36-in. precision flat lapping machine. $1,350. 

Burgmaster 2B tapping and boring machine. $3,650. 

Walker-Turner 20-in. 6-spindle drillpress. $1,500. 

Tree vertical ram-type universal miller, model 2UVR. $2,500. 

Tree vertical ram-type milling machine. Model 2UVR. $2,200. 

Kearney & Trecker No. 2 plain horizontal miller. Ser. 73265. $2,500. 
Kearney & Trecker No. 2 plain horizontal miller. Ser. 15-3166. $2,300. 
Dufour 10 x 42-in. horizontal miller with universal table rapid traverse. Ser. N442F51. $2,000. 


JUNE 27 


Auction held at A. B. Farquahar Division, York, Pa. Auctioneer: Industrial Plants Corp., 
New York. 

Warner & Swasey 3A saddle-type turret lathe. Ser. 1279488. $8,750. 

Warner & Swasey 2A saddle-type turret lathe. Ser. 630861. $2,900. 


When you want materials, parts or merchan- Three Warner & Swasey 1A saddle-type turret lathes. Ser. 591244: $2,000. Ser. 591243: $850. 
dise delivered on time and in good condition, Ser. 320032: $1,700. 
let D-C doit! Coast-to-coast, direct, one-carrier Three Warner & Swasey No. 5 turret lathes. Ser. 427963: $1,600. Ser. 862511: $2,200. Ser. 


862512: $2,500. 


You'll find us 


ey OO service is exclusive with Denver Chicago. You Gisholt No. 11 turret lathe, chuck and cylinder. $1,300. 
and your company profit by one-carrier con- Gisholt No. 5 turret lathe. Ser. 811-26. $3,000. 
trol, one-carrier handling that saves up to 20% Bardons & Oliver No. 7 turret lathe. Ser. 13245. $1,300. 
; ; k ae Gisholt No. 3 turret lathe. Ser. 745-16. $900. 
running time. Next time, be sure. Specify “SHIP Warner & Swasey No. 3 turret lathe. Ser. 537344. $1,900. 
VIA D-C”... the Dependable Carrier! Two Jones & Lamson Hartness-type flat head turret lathes. $50 each. 


Lodge & Shipley 20 x 60-in. lathe. $650. 

Clausing 12 x 36-in. lathe. $1,000. 

Two Sundstrand Model 12 stub lathes. $200 each. 

DENVER CHICAGO TRUCKIN " q Farquahar 300-ton, 4-column hydraulic press. Ser. 2850. $4,000. 
j G co » INC Eight Greenerd No. 58 floor-type arbor presses. $100 each. 

the ONLY direct coast-to-coast carrier Long & Allstatter back wheel punch press. $600. 
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[] WILLIAMS 


Fd HEAVY SERVICE 


SUPERRENCHES® 


For big nut turning jobs requiring man- 
sized, two-fisted action, — reach for Wil- 
liams Big Alloy Wrenches. Your Williams 
Distributor has a complete selection of 
Structural, Construction, Box and Striking 


WILLIAMS 


POWER DRIVE 


SOCKETS 


Your Williams Distributor is ready 
for action with Williams Power Drive 
Sockets. Made of extra tough alloy 
steel. Specially heat-treated to with- 
stand constant impacting and power 


WILLIAMS 


DROP-FORGED 


Before you consider specials, or make your 
own, ask your Williams Industrial Distribu- 
tor to show you the broad line of Williams 
Rod Ends. They are drop-forged from mild 


face styles. All drop- : i ize 2 . ; ‘ ; : w an ie 

allo ae “ d — omen - -_—r7 steel which welds easily. Many sizes are nut running. Available in 7 drive sizes: 4", 34", 4", 

y Stee! and heat-treated tor adde centered for fast drilling. Shank diameters from “4 ¢ 54”, 4", 1” and 114”. Hex, double hex and square 

} a epee a up - 3% as extra to 1144”... lengths from 114” to 24”. Head diameters openings from 4," to 314". Standard and bolt clear- 
ullt-in strength, y s e "apn Sy , : iu 4” » % Jie ° 

gth, yet are designed to over from %” to 2%4.6"”... thicknesses from 4” to 114”. ance lengths, magnetic styles, plus adapters, extensions 


6 come clearance problems. Handles provide 
plenty of extra leverage. Psi 


AVAILABLE IN CHROME—AND/OR 4 4 
INDUSTRIAL GRAY FINISHES Or 4 
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and shanks offer complete range of service. 


430 SOCKET ITEMS, 7 DRIVE SIZES 
FOR ALL TYPES OF POWER WRENCHES 


SAVE WITH STOCK ROD ENDS 
36 SIZES TO CHOOSE FROM 
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Pratt & Whitney super micrometer, $275. 
Wiedemann R61P turret punch. Ser. 177. $8,000. 
Kearney & Trecker 3K plain miller. Ser. 21-4654. $3,000. 
Kearney & Trecker 2K plain miller. Ser. 17-3303. $2,000. 
Two Kearney & Trecker vertical millers. Ser. 2-4689: $3,000. Ser. 5-4859: $3,200. 
Cincinnati 2MI vertical miller, new 1953. $5,000. 

Gorton 9J vertical miller. Ser. 34764. $3,000. 

Cincinnati No. 4 plain miller. Ser. B221E. $300. 
Sundstrand 33-1460 duplex miller. Ser, 33-499. $1,750. 
Fray all-angle miller. $650. 

Milwaukee 2B universal miller. $800. 

Brown & Sharpe 000 plain miller. Ser. 2082. $400. 
Cincinnati duplex rise and fall miller. $500. 

Sundstrand vertical miller, old. $175. 

Pear engraver duplicating machine. $675. 

Heald 321 Borematic. Ser, 30173. $2,600. 

Heald 47A Borematic. Ser. 14359. $550. 

DoALL metal-cutting bandsaw. $3,000. 

Racine hydraulic Shearcut hacksaw. $1,000. 

Two Wells metal-cutting banksaws. $300 each. 

Lincweld 600-amp automatic seam welder. $500. 


Fifteen Westinghouse, Lincoln, % Smith transformer and motor generator type arc welders. 


$45 to $250. 


Auctions Delayed 


New York—Several major 
auction houses, particularly 
on the West Coast, report that 
some defense oriented metal- 
working shops slated to go un- 
der the hammer have canceled 
or postponed the sales in 
hopes of getting new contracts 
as the U. S. beefs up defense 
production. 

Attitude of these shops that 
have been teetering on the 
verge of bankruptcy is: 
“We've waited this long— 
maybe we can hold out for 
another couple of months or 
so and see what happens.” 


Coming Sales 
SEPTEMBER 19 


R. A. Briggs & Sons, Roseburg, Ore. 
Logging and construction equipment: 
trucks, tractors, cranes, etc. 

WRITE, WIRE, PHONE: Milton J. Wer- 
show, 7213 Melrose, Los Angeles. 


SEPTEMBER 21 


Freihofer Manufacturing Co., Phila- 
delphia 

Complete modern bakery and equip- 
ment. 

WRITE, WIRE, PHONE: Industrial Plants 
Corp., New York City. 


SEPTEMBER 21 


Dant & Warnock, Inc., Klamath Falls, 
Ore. 

Molding and dovetail plant. $170,000 
evaluation. 

WRITE, WIRE, PHONE: Milton J. Wer- 
show, 7213 Melrose, Los Angeles. 


SEPTEMBER 22 


Park Machine Engineering, Bell, 
Calif. 

Machine shop equipment and real es- 
tate. 

WRITE, WIRE, PHONE: Milton J. Wer- 
show, 7213 Melrose, Los Angeles. 


SEPTEMBER 26 


Magic Chef, Inc., Franklin, Tenn. 
Machine tools, stamping, sheet metal 
fabricating, welding equipment. 

WRITE, WIRE, PHONE: Industrial Plants 
Corp., New York City. 


SEPTEMBER 26 


Booth Transportation Co., Los An- 
geles 

Diesel trucks, semitrailers, refrigerated 
and dry vans, equipment. 

WRITE, WIRE, PHONE: Milton J. Wer- 
show, 7213 Melrose, Los Angeles. 


1 When last sheet is used, 
slide door to left. 


OCTOBER 9 through 13 


Moore Drydock, Oakland, Calif. 
$18-million evaluation: ship repair, 
forging and heat treating, steel fabrica- 
tion departments; machine shop, tool- 
room, grinding facility, steel and pipe 
shop, powerhouse. Plus $2.5-million 
worth of new supplies and mate- 
rials. 

WRITE, WIRE, PHONE: Milton J. Wer-. 
show, 7213 Melrose, Los Angeles. 
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TWICE | as efficient 


MARATHON 


MARATHON QUALITY TISSUE 


2 Now ready for use. 


For industrial towels + tissue... 


you cant beat marathon (A) 


A Division of American Can Company MENASHA, WISCONSIN 


Webb 15L 10 ft, 2-in. x 34-in. bending roll. Ser. 5387. $10,750. 
Bullard 30-in. CutMaster vertical turret lathe. Ser. 29126. $3,600. 

Bullard 42-in. vertical turret lathe. Ser. 19187. $4,750. 

Bullard 42-in. vertical turret lathe. Ser. 12174. $1,250. 

Fosdick jig borer. Ser. 9977. $4,075. 

Thompson 8 x 24-in. surface grinder. Ser. B45280. $2,600. 

DoALL G1 surface grinder, new 1952. $2,100. 

Cincinnati 14 x 60-in. universal cylindrical grinder. Ser. 3U4FIZ-7, new 1952. $7,750. 
Landis Type C 14 x 36-in. plain cylindrical grinder. Ser. 481-17. $3,100. 

Two Landis 12 x 28-in. universal and tool grinders. Ser. 469-3; $950. Ser. 1350: $1,200. 
Landis 6 x 30-in. plain cylindrical grinder. Ser. 24016. $500. 

Brown & Sharpe No. 2 universal grinder. Ser. 3322. $200. 

Cincinnati No. 2 tool and cutter grinder. Ser. 1D2T1L1917. $1,500. 

Ingersoll face mill grinder. $175. 

Heald 72A internal grinder. Ser. 13937. $600. 

Heald 271 internal grinder. $4,500. 

Cincinnati 5/54 hydro broach. Ser. 3E2V1V-1. $2,000. 

Two Lees Bradner Sentinel Cri-Dan B high-speed semi-automatic threading machines, both new 
1957. $2,850 each. 

Giddings & Lewis 350T horizontal table-type boring mill. Ser. 5092. $16,000. 

Ohio 5-in. table-type horizontal boring mill. Ser. M333. $9,000. 

Giddings & Lewis No. 45 horizontal table-type boring mill. Ser. 180, $4,750. 


WHEN THIS Side 1S Empry... 


MORE | economical 


LESS maintenance 
| 


Na i 


TISSUE SERVICE 


The Marathon Twin-Tissue Dispenser cuts washroom maintenance costs. 
The unique sliding-door feature means that a new roll is always handy — 
but not until the first roll is completely used. This reduces waste. No 
spare tissue is needed in the washroom. The Twin-Tissue Dispenser is 
theft-proof and simple to clean and maintain. 


Premium softness 
Pure white 


Fully bleached 
Linenized embossed 


Extra soft Sure-cut perforation 
Fast rate of Strong 2-ply tissue 
absorbency Instant absorbency 


Completely disposable 


= = 


6 Close cabinet—tissue 
ready for use. 


5 Insert new roll of tissue 
on roller and replace 
in cabinet. 


3 Refilling dispenser— 4 Reverse roller in hand 
open cabinet and and remove empty 
remove roller unit. core. 
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Product News in Brief 


IBM Marketing | EAI Reveals New Analog Computers | 


Second Low-Cost _ Long Branch, N. J. 


RAMAC System 


White Plains, N. Y.—Interna- 
tional Business Machines Corp. 
is offering a second, low cost 
model of its random access data 
processing system — RAMAC 
305—for use where data volume 
is relatively small. The second 
is identical to the first model ex- 
cept that speed is reduced 30% 
and monthly rental, at $1,850, is 
$1,000 less. 

The basic system consists of a 
305 processor, 340 power supply, 
323 card punch, 380 console, and 
350 disk file. It reads up to 80 
and punches up to 50 cards a 
minute, stores 5-million alpha- 
numeric characters, and proc- 
esses program steps in 50 milli- 
seconds. 

Programs developed for the 
higher-speed RAMAC 305 can 
be used for the Model 2 system 
and, as requirements increase, 
components of the Model 2 sys- 
tem can be upgraded to the 
higher-speed components with 
changes made at the customer's 
location. Model 2 system deliv- 
eries will begin next March on 
an eight-month schedule. 


New Weber Marking Ink 
Designed for Application 
On Nonporous Materials 


Mt. Prospect, Ill. — Weber 
Marking Systems, Inc., has de- 
veloped a marking ink or applica- 
tion to nonporous surfaces on 
which conventional inks will not 
dry. Called All-Mark, it prints 
from a stencil clamped over the 
ink pad on a hand-held device. 

The ink can be applied to glass, 


metal, rubber, plastics, glossy 
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MARKING INK: Used on nonpor- 
ous surfaces ink prints from a 
hand or typewritten stencil 


paper, coated cartons, and similar 
surfaces in multiple-marking ap- 
plications. On most materials it 
dries in a few seconds, and this 
can be used on a production line 
basis. 

The stencils can be written out 
or cut on a typewriter in continu- 
ous form. Weber suggests, for 
example, that while processing 
office paperwork a stencil could 
be cut for use on an outgoing 
shipment of several packages. 

The reservoir of the hand- 
printing device holds enough ink 
for several] thousand prints before 
refilling. Colors presently avail- 
able are blue, green, red, orange, 
yellow, and black. 
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—Electron- 
ics Associates, Inc., has intro- 
duced a new line of analog com- 
puters for automatic, on-line 
control of various industrial proc- 
esses. Units are assembled from 
stock components to meet special 
needs of industries. 

Charles J. Marsh, marketing 
vice president, said, “The new 
line offers many advantages over 
conventional controllers that con- 
trol only one parameter of a 


1° Where? 


process from the measurement of 
one or two variables.” The PC-12 
computers, which can be used in 
closed loop control or as advis- 
ory devices for operator guid- 
ance, simultaneously accept sev- 
eral inputs and compute several 
outputs. 

In assembly, components are 
permanently programed to cus- 
tomer specifications and housed 


in a special case with lock, ready | nents are designed to meet “typi- | humidity, 


corrosive atmosphere, 


for in-line installation. Compo- cal process environments” of high and wide temperature extremes. 
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5 Basic Strapping Questions... 
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1 , Where do you put the straps and 
how many should you use? 


, What kind and size of strapping is 
best for the application? 


. Should you use hand tools, power 
tools, or automatic strapping ma- 
chines? 


4 . Would a simple jig or fixture help? 


. How should the work, the material 
flow, the tools, and the equipment 
be arranged? 
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New Box Machine 


Long Island City, N. Y.—The 
Techmation Corp. has developed 
a machine that produces from 
flat blanks up to 3,000 “setup” 
rigid or semirigid boxes an hour. 
Cost is about $3,500. 

The company says that the 
machine produces boxes com- 
petitive in cost with nonrigid, 
hand-assembled boxes and con- 
siderably cheaper than factory- 
assembled, setup units. A single 
operator feeds precut blanks 
into the machine, which delivers 
the finished box at the other end. 
When specified, Techmation can 
design the unit to operate without 
the need for hand-feeding. 


met = ~ Silicon Rubber Traffic Marker Setup 
Can Be Operated by Remote Control 


=x ee 


- promt % 


TRAFFIC SAFETY SYSTEM for changing driving patterns to direct 
vehicles into proper lanes uses silicone markers that rise from street- 
level housings in 10 sec. Markers can be internally-illuminated or not. 


a 


rong answers are cos 
right ones are free 


Glenside, Pa, — Nationwide 
Traffic Engineering Products 
Corp. has begun marketing a 
traffic-marker setup that permits 
remote control by an electrical 
system. Markers are contained in 
housings below street level and 
raised and lowered according to 
traffic pattern needs. 

The silicon rubber markers 
serve as lane indicators and bar- 
riers for tollgates, highway check 
points, railroad crossings, and 
similar applications. An auto- 


If you have the right answers to these 
five questions, chances are that steel 
strapping is saving you money, making 
your products cost less to handle, ship, 
store, and receive. 

But will those answers stay right? 
Your business does not stand still, any 
more than ours does. New products, 
new packages, new methods, new cus- 
tomer demands come along. Yester- 
day’s right answers may be today’s 
wrong ones. 

You need right answers on a continu- 
ing basis—and you get them free from 


Signode, with the help of— 

e trained packaging and shipping spe> 
cialists. 

e the widest selection of hand and power 
strapping tools and automatic strap- 
ping machines. 

e the most complete testing and engi- 
neering facilities. 


e 48 years of experience in solving 
packaging, handling and shipping 
problems. 

Why settle for less? For right answers, 
call the Signode man near you, or let us 
put him in touch with you. 


matic time-clock control operates 
as many as 50 units at pre-set 
hours. Where traffic conditions 
aren't predictable, a manual 
push-button control can be used, 
and radar or radio controls also 
are available. 

Nationwide engineers the sys- 
tem complete for installation with 
a compact, individual housing for 
each marker that can be sunk 
flush with the street level without 
extensive excavation. To prevent 
freezing in the winter, each unit 
has a thermostatically-controlled 
heater. The markers can be in- 
ternally-illuminated or nonillu- 
minated and rise from or return 


| to their housings in 10 sec. Tests. 


have shown that they remain un- 
damaged by tire impact at up to 
60 mph. When bent double they 
snap back into position even at 
sub-zero temperatures. 

In addition to the safety factor 
of remote control, the markers 
are useful as emergency barri- 
cades that permit crossing by 
emergency vehicles without dam- 
age to vehicle or barrier. They 
also prevent cars from being 
trapped between rigid barriers as 
at railroad crossings. 


New Metallurgy Process 


Permits Extra Fine Wire 


Detroit—Hoskins Mfg. Co. has 
developed metallurgical process- 
ing techniques that permit the 
production of ultra-high tempera- 
ture tungsten-rhenium refractory 
metal alloys in an expanded range 
of wire and strip sizes. 

With the new special equip- 
ment used, the company is pro- 
ducing a tungsten—26% rhen- 
ium alloy in wires as fine as .0005 
in. in diameter and in continuous 
lengths of over 2,000 ft. Short 
length strips have been produced 
in widths up to 4 in. and thick- 
nesses down to .005 in. Melting 
point of the wire and strip is 
about 5,800 F. 

The company plans the instal- 
lation of additional equipment to 
permit production of an even 
wider range of wire, rod, ribbon, 
and strip sizes. 


Where Can | Buy? 


Some products are easy to 
locate, others difficult. Perhaps 
you can help one of our readers 
who knows exactly what he 
wants but doesn’t know where 
to get it. And keep in mind that 
you can make use of this PuR- 
CHASING WEEK service at any 
time. 

While you are answering our 
reader's request, would you also 
send us a carbon copy of your 
answer? 

“Can you tell us where we can 
procure individual letters of 
porcelain enameled steel for at- 
tachment to a steel building for 
sign or identification purposes. 

“We are looking for something 
less expensive than cast aluminum 
or bronze and more durable and 


STEEL STRAPPING CO. 
2670 N. Western Avenue, Chicago 47, Illinois 
Offices Coast to Coast, Foreign Subsidiaries and Distributors World-Wide 
in Canada: Canadian Steel Strapping Co., Ltd., Montreal + Toronto, 


weather resistant than plastic. We 
understand that porcelain enam- 
eled steel letters are manufactured 
but have been unable to locate a 
manufacturer or distributor.” 
Luke F. Sharon 
Supt. of Public Works 
17 Church St. 
Arcade, N. Y. 


First in steel strapping 
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Purchasing Week’s 


Automotive Perspective 


“reater variety and greater freedom from routine service are the big news 
i sions the 1962 fleet cars you'll see pictured and described in this column 
during the new-car season. 

Beginning with this installment, PURCHASING WEEK will give you uniform 
descriptions—which bear down appropriately on the points mentioned above— 
for all cars that qualify for fleet or executive use. In all, you'll get descriptions 
of some 20 models, spread over five columns. 

Note particularly the emphasis on maintenance features. Every manufacturer 
this year has special cost-reducing devices from a large kit which includes longer 
warranties, better mileage, more durable antifreeze, less lubrication, etc. 

An assessment of these pluses, along with key specifications of the cars, will 
give you the range of data to make better buying decisions. 


“ 


Ford Falcon 

The 1962 Falcon has a myriad of refinements, mostly designed to improve 
reliability and smoothness of operation. Exterior and interior dimensions, as well 
as basic styling, for all practical purposes remain the same as 1961 models. 

The six-cylinder, 144-cu. in., 90-hp. engine continues as standard—with an 
optional 101-hp. version. Engine refinements include newly designed piston 
rings, 10% more main bearing area and a fuel filter good for 30,000 miles. As 
in all 1962 Ford products, seasonal radiator maintenance has been eliminated 
by a factory-fill coolant good for 30,000 miles or two years. 

Rustproofing of the unitized bodies is as extensive as any in the industry. 
Galvanized steel is used in all underbody superstructure and rocker panels; major 
pane!s and welded joints are then coated with a zinc-rich paint; and finally, after 
bonderization, the bodies are coated with epoxy primer. The two coats of finish 
paint are claimed never to need polishing. 

Summary: Engine—6-cyl. only 90-hp. standard model, 101-hp. optional. 
Gasoline—regular. Basic dimensions—wheelbase 109.5-in.; over-all length 181.1- 

in.; headroom 38.9-in.; trunk capacity 23.7-cu. ft. Tires—6.00 x 13 two-ply. 
Special maintenance features—two-year (30,000-mile) factory-fill antifreeze, 30,- 
000-mile fuel filter, 6,000-mile oil change, 1,000-mile chassis lube. Useful fleet 
accessories—automatic transmission, electric wipers, heater, dealer-installed 
“hang-on” air conditioner. Price: To be announced but estimated at about $1,900.* 


Mercury Comet 

The Comet is almost identical to the Falcon mechanically and uses the same 
basic body shells and maintenance intervals. For the $100-$200 extra cost, you 
get improved insulation and trim, a 4.5-in longer wheelbase with improved ride 
and trunk capacity, dual headlights and other Mercury styling features. 

Like the Falcon, it is available in a variety of two and four-door sedans. The 
corrosion prevention and maintenance savings also are the same as Falcon, but 
differences in insulation are of interest. 

A |-in. layer of glass fiber lines the hood. Roof, cowl, side panels, instrument 
panel and rear seat panel all have unseen but useful coatings of sound deadening 
material. The floor panel alone has a two-ply asphalt-impregnated waffle-felt pad 
covering the entire upper surface; another half-inch thickness extends from the 
top of the toe riser to the back of the rear seat; a half-inch thickness of jute is 
cemented to the undersides of the carpets; and an asphalt-based mastic is used 
to undercoat the entire body. 

Summary: Engine—6-cyl. 144-cu. in. 85 hp. standard, 6 cyl. 170-cu in. 
101 hp. optional. Gasoline—regular. Basic dimensions—wheelbace 114-in.; 
ever-all length 194.8-in.; headroom 38.9-in.; trunk capacity 29.8-cu. ft. Tires— 
6.00 x 13, two-ply. Special Maintenance Features—same as Falcon. Price— 
To be announced but estimated at $2,000.* 


Dodge Dart 
Chrysler Corp. devoted its main effort for 1962 to sweeping engineering 
(Continued on page 72) 


Here’s your weekly guide to... 
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Work Cabinet 


Filters 0.5-Micron Particles 


Illuminated chamber for assembly work of 
precision parts has been tested to 99.25% 
efficiency arrestance of dust particles of 0.5- 
to 1-micron size and 100% on dust particles 
over 2 microns in diameter. Size is 26 in. x 
28 in. x 18 in., and a hinged front panel 
permits insertion of large work pieces. The 
unit has an internal electrical outlet. 

Price: $325. Delivery: 2 wk. 

Specialties, Inc., Skunks Misery Rd., 
Syosset, N. Y. (PW, 9/18/61) SIC +3811 


Walkie-Rider Tractor 
Hauls 10,000 Ib. 


Combination tractor with two 12-v. bat- 
teries draws on one for low walkie speeds 
and on both for rider speeds up to 6.25 mph. 
without load. Rolling capacity is 10,000 Ib.; 
drawbar pull, 550 Ib. Trailers can be un- 
coupled by a foot release lever operated by 
the driver in normal driving position. 

Price: under $1,500. Delivery: 4 to 6 wk. 

Barrett-Cravens Co., 628 Dundee Rd., 
Northbrook, Ill. (PW, 9/18/61) SIC +3537 


Intercom Sub-Station 
Offers Mounting Choice 


Intercom sub-station for built-in installa 
tion can be flush-mounted or surface- 
mounted in a wall, desk, etc. Three 2-in. 
deep models are available in sizes 4% in. sq. 
or 4 }% in. x 7,*; in. Housings of all units 
are of stainless steel and permit quick 
installation. 

Price: $21 and $29.95. Delivery: 
immediate. 

Talk-A-Phone Co., 5013 N. Kedzie Ave., 
Chicago 25, Ill. (PW, 9/18/61) SIC +3662 


Bright Dipping Solution 


Descales Stainless Steel 


Solution for immersion bright dipping 
descales stainless at the same time. It is 
highly effective for removing tarnish from 
copper and brass with a minimum metal loss 
and is excellent for descaling and semi- 
brightening high nickel alloys. Toxicity 
level is low. 

Price: $3.40/gal. (in carboy). Delivery: 
immediate. 

Fidelity Chemical Products Corp., 470 
Frelinghuysen Ave., Newark 12, N. J. (PW. 
9/18/61) SIC +3471 


Ceiling Panel 
Resists Fire 


Ceiling panel protects structural steel 
joists from flame and intense heat for over 
three hours. The panels, about 2- x 5-ft. 
can be fastened to standard type nailing 
channels with annular ring nails. The 
smooth primed paint finish is an excellent 
base for additional painting if needed. 

Price: 35¢ to 50¢/sq. ft. Delivery: 2 to 


3 days. 
Armstrong Cork Co., Lancaster, Pa. 
(PW, 9/18/61) SIC +3299 


September 18, 1961 


New Products 
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Spray Booth Filter 
Has High Capacity 
Glass-fiber arrestor pad has high paint 
absorption qualities leaving fans, motors, 
and ducts cleaner while low resistance to 
air flow creates less drag on exhaust fans. 
The pads, engineered for spray booths in 
20- x 20-in., 20- x 25-in., and 16- x 25-in. 
sizes, fit existing frames without grids or 
other parts. 
Price: approx. 40¢ Delivery: immediate. 
American Air Filter Co., Inc., 215 
Central Ave., Louisville 8, Ky. (PW, 
9/18/61) SIC +3564 


Rolling Ladder 


Assembles Easily 


Rolling ladder comes in kit and assem- 
bles with the use of screwdriver and wrench. 
Twenty models, from two- to seven-step, 
come in heights from 19 in. to 66% in. 
and widths from 17% in. to 25% in. Lad- 
ders are available with or without handrails. 

Price: $34 to $115. Delivery: 3 to 4 wk. 

Chesebro-Whitman Co., Inc., 38-21 
Twelfth St., Long Island City 1, New York. 
(PW, 9/18/61) SIC +3449 


Adhesive Applicator 
Varies Pattern 


Portable adhesive applicator operating on 
contained compressed air can be set to 
handle high- or law-viscosity adhesives and 
permits variation of glue or bead pattern. 
The unit can be adapted for use on machines 
using glue pots or glue wheels and with- 
stands pressures higher than 250 psi. With 
a gallon of adhesive it weighs about 10 lb. 

Price: $128. Delivery: | wk. 

The Systemation Corp., 408 Pine St., St. 
Louis, Mo. (PW, 9/18/61) SIC +3999 


Hand Chuck Wrench 


Takes Fifteen Socket Sizes 


Hand chuck comes in two models with 
¥s- and 2-in. square drives that accom- 
modate fifteen different socket sizes rang- 
ing from .275 in. to .692 in. Sockets are 
quickly assembled or removed and are held 
in place by a spring ball. Special sockets and 
spinner wrenches are also available. 

Price: $3 (*%-in. drive) and $3.75. De- 
livery: immediate. 

Powergrip, Inc., Rockfall, Conn. (PW, 
9/18/61) SIC +3423 


Weatherproof Fluorescent Ballast 
Mounts in Any Position 


Weather proof fluorescent ballast comes 
in 800- and 1,500-ma. units that mount in 
any position, They can be used with all 
lamp lengths in one to four combinations 
and start lamps at ambient temperatures of 
0 F and lower. Leads extend 6 in. from 
% in., 14 N.P. thread nipple at one end. 

Price: $18.15 to $37.50. Delivery: im- 
mediate. 

Universal Mfg. Corp., 29-51 E. Sixth St., 
Paterson 4, N. J. (PW, 9/18/61) 

SIC +3612 


Price data that accompany each product description are list or 
approximated prices supplied by manufacturers. Unless otherwise 
noted, prices quoted are for the smallest quantity that can be ordered. 


Current Research 
and Development 


FASTENERS of a variety of ferrous and nonferrous metals will “weather 
it” for five years on the North Carolina shore to provide data on their com- 
parative rates of corrosion in the marine atmosphere. Researchers of the 
Industrial Fasteners Institute and the International Nickel Co. are staking 
out 38 different assemblies. Most will be preloaded to simulate service 
installations and will be compared with others left loose to give an idea of 
the relationship, if any, of high stress to corrosion rates. 


AN ELECTRIC CAR with four-passenger capacity may be available soon 
with a price tag of about $1,500 to $1,600. A research prototype, powered 
by a lead-acid battery, has been testing out components for the lightweight 
vehicle. Advanced equipment promises outstanding performance from the 
electric car which Stuart Motors, Inc., expects to have available before the 
year is out. 

* e * 


TRANSISTORS so small that 20,000 could fit on a postage stamp are 
a priority project at RCA Laboratories. The ultraminiature size could shrink 
to book-page size the basic circuitry of computers now ranging from the 
bulk of a large hat box to as large as a walk-in clothes closet. Technicians 
built the device by evaporating all materials upon an insulating base of glass 
plate, believed to be the first production by the thin-film technique of a 
transistor with useful performances. 


VIDEO-INTERCOM system is in the works to let parties at distances up 
to 150 feet apart see as well as talk to each other. Motorola, Inc., is develop- 
ing the system, called Visicom, which incorporates into each of two, identical, 
desk-size units a television camera, television monitor, and the intercom. 
When perfected for marketing, cost is expected to be about $500 complete. 


THERMIONIC GENERATOR that produces electricity directly from 
heat of conventional fuels may boost efficiencies of central power plants by 
20%. The device, under development at Atomics International, is now 
burning propane gas and air to heat an electrode to 2,800 F, causing electrons 
to boil off and jump the gap to a cooler electrode, producing the electricity. 
In a power plant, high temperature heat from burning gas or oil would first 
pass through the unit, producing electricity directly, while remaining heat 
produces steam to power conventional turbine-generator systems. 


STEEL 10 to 20 times stronger—and costing only half as much—is 
claimed by researchers who say test production is under way. Dr. Hajimo 
Nakamura of the research institute of Ishikawajima-Harima Heavy Industries 
Co. in Tokyo developed the process. Further details are promised at the 
meeting of the Metallurgical Society in Tokyo this fall. 

° ° * 


GAS TURBINES are closer to serving as practical, high-speed power 
sources for heavy vehicles, according to a research team at British Motor 
Corp. which has turned out a lightweight industrial engine. The company 
now is in the 12th year of the project during which they have been running 
a turbine-driven Austin as a test-bed to assess problems involved. 

. 7 & 


CERAMIC-METAL COMPOSITE may have the answer for high tem- 
perature applications encountering corrosion at 500 F to 1,500 F. The 
material is being developed in a wide range of formulations with indications 
of significant advances in collected properties of mechanical strength, thermal 
shock resistance, abrasion and erosion resistance, heat conductance, and 
high temperature stability. 

® . * 


COMPUTERS one-tenth the size of transistorized units now used in space 
applications are the aim of Westinghouse researchers working on a molecular- 
ized device. The reduction would bring size down to % cu. ft. and weight to 
less than 15 lb. The molecular electronics employ a solid semiconductor 
crystal that performs the same as transistors and other components through 
a rearrangement of its internal structure to form a functional electronic block. 
Technicians anticipate such blocks also will increase computer reliability. 

* . 


World population expansion, depletion of natural resources, and pressures 
for modern, world-wide standards of living are increasingly calling the plays 
for the chemical industry's research and development programs, according 
to Paul Mayfield, vice president of Hercules Powder Co. Here are some 
specific examples: supplement natural resources and find feasible means of 
extracting low-grade resources, protect and improve food supply, find new 
materials for old, extend the fresh water supply, increase productivity of 
agriculture, contribute to improved shelter, transportation, and living stand- 
ards, and spread the conditions for healthful life. 
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Your Guide to New Products 


Serrated Spreader 


p Applies Mastic Paste 


Se Serrated tool spreads mastic paste quickly 
and evenly for installation of floor and wall 
tiles. The heavy steel construction is highly 
rigid and the one-piece spreader has a 
turned-over grip that reinforces the blade 
across its entire length. Sizes are 4% in., 
6 in., and 9 in. 

Price: 35¢, 50¢, and 60¢. Delivery: imme- 
diate. 

Red Devil Tools, Union, N. J. (PW, i 
9/18/61) SIC +3423 j 


SOUTHERN SCREW 


COMPANY 


EXPANDS ITS LINE OF 
QUALITY FASTENERS 
TO INCLUDE NUMBERS 


1,23 an 25 


THREAD CUTTING 
SCREWS 


NOW AVAILABLE IN ALL 


STANDARD SIZES 


HEAD STYLES AND FINISHES 


PTUTTGS 


—, 


— 
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SOUTHERN FASTENERS ARE USA-MADE OF USA MATERIALS 


Contact your Southern Distributor, or Southern Screw Company, 
P. O. Box 1360-A, Statesville, North Carolina. Phone 704-873-7211 


Types A, B, C, F, BF & BP Tapping Screws* - Types 1, 23 & 25 Thread 
SCREW COMPANY Cutting Screws* - Machine Screws* & Nuts - Wood Screws* - Stove 


STATESVILLE al MORTH CAROLINA 
Bolts 


- Hanger Bolts - Roll Thread Carriage Bolts - Dowel Screws 
Wood & Type U Drive Screws - Speaker Screws - Continuous 


Warehouses: New York e Chicago Threaded Studs - Lag Screws *Slotted and Phillips 
Dallas e Los Angeles 
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Groove Diameter Gage 
Measures Up to 47% in. 
Dial indicating, groove diameter gages 
are available in seven models with total 
measuring range for .157- to 4%-in. inside 
diameters. Gages may be used for dimen- 
sional control of “O” ring grooves or to 
check out-of-round condition, tapered or 
bell-mouthed holes, recesses in blind holes, 
and inside spherical radii. 
Price: $175 to $575. Delivery: immedi- 


ate. 
Boice Gages, Inc., Hyde Park, N. Y. 
(PW, 9/18/61) SIC +3821 


Power Saw Kit 


Handles Heavy Work 


Power saw kit for heavy-duty 
work comes with blade wrench, 
gear lubricant, rip guide, and 
carrying case. It cuts to a 2%- 
in. depth at 90 deg. and to 1% 
in. at 45 deg. A built-in lock se- 
cures the shaft for quick and easy 
blade changes and conveniently 
located controls make it easy to 
raise or lower the saw to proper 
cutting depth or to position it for 
bevel cutting. The tool is avail- 
able as a unit also without the 
complete kit. 

Price: $84.95. Delivery: imme- 
diate. 

Rockwell Mfg. Co., 400 N. 
Lexington Ave., Pittsburgh 8, Pa. 
(PW, 9/18/61) SIC +3548 
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Pressure Regulator 
Is Small Unit 


Brass pressure regulator with 
neoprene diaphragm is 244- x 
1,7g-in. unit for handling of gases 
and fluids. It comes with (model 
#2017) and without (#2018) 
gage port and can regulate pri- 
mary pressures of up to 400 psi. 
to the range of 5-psi. to 25-psi. 
secondary pressures. Both mod- 
els have standard %4-in. NPT in- 
let and outlet with 4s-in. connec- 
tions also available. 

Price: $4.10 (#2017) and 
$3.95. Delivery: immediate. 

Wilkerson Corp., 1711 W. 
Mansfield, Englewood, Colo. 
(PW, 9/18/61) SIC +3494 
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Straddle Truck 


Operates in 6-Ft. Aisles 


Electric straddle truck, avail- 
able in 2,000- and 3,000-Ib. 
capacities for operation in aisles 
as narrow as 6 ft., has open masts 
designed for maximum operator 
visibility and stacked in compact 
sections. Increased lifting speeds 
and smaller diameter rams are 
provided by a high-pressure hy- 
draulic system, and overall design 
gives easy access to all working 
parts to facilitate maintenance 
and repair work. 

Price: $4,425 to $4,780 (de- 
pending on elevated heights). 
Delivery: 7 wk. 

The Raymond Corp., Greene, 
N. Y. (PW, 9/18/61) 

SIC +3537 


Vacuum Gage 
Offers Three-Range Choice 


Vacuum gage designed for 
panel mounting requires only a 
standard meter cut-out and is 
available also with a_ polished 
brass stand or in a cabinet for 
bench or desk use. Three ranges 
are offered from 0.2 micron Hg. 
through 20 mm. Hg. _Inter- 
changeable gage tubes for each 
pressure range incorporate am- 
bient and rate-of-change tempera- 
ture compensation and switching 
attachments are available to mon- 
itor up to five positions with one 
instrument. 

Price: $110. Delivery: imme- 
diate. 

Haystings-Raydist, Inc., Dept 
10, Hampton, Va. (PW, 9/18/ 
61) SIC +3821 
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Infra-Red Heating Panel 
Comes in Varied Sizes 
Electric quartz infra-red heating panel 
comes in sizes ranging from one-element, 
2-ft. unit (500 w., 115-v.), to four element, 
6-ft. unit (3,500 w., 230 v.). Elements come 
in 22-, 46-, and 70-in. lengths with 500- to 
1,500-w. ratings for 115 v., and 500- to 
3,500-w. for 230 v. 
Price: $21.25 to $137.50. Delivery: 
immediate. 
Fannon Products Co., 3000 E. Wood- 
bridge, Detroit 7, Mich. (PW, 9/18/61) 
SIC +3641 
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Parallel Straightedge 
Locks on Drawing Board 


Parallel Straightedge locks on drawing 
board to free draftsman’s hands and prevent 
up-and-down drift. Models come in 36-, 
42-, 48-, 54-, 60-, 72-, 84-, and 9%6-in. 
lengths. Unit attaches to board with special 
thumb tacks and cord tension adjuster that 
lets it maintain perfect parallelism. 

Price: $16.20 to $52.80 plus $2.50 for 
lock. Delivery: immediate. 

Keuffel & Esser Co., Third & Adams Sts., 
Hoboken, N. J. (PW 9/18/61) SIC +3952 


A NEW SOURCE FOR POLYETHYLENE PAPERS 


—with a difference! the 96’ extruder-coater shown above is one of the largest and most 


modern in the industry — yet we can offer the extra, personalized service that goes with a relatively 


small organization such as ours. Try us on small orders, large orders, any paper or board, plus the right 


resin to provide a barrier or wrap with the specified physical properties. Your inquiries will be welcomed 
— contact our main office, Dept. 1109, Attleboro, Mass. AMERICAN SISALKRAFT COMPANY, Division of St. 


Regis Paper Company. Sales Offices: Attleboro, Massachusetts; Cary, Illinois; San Francisco, California. 
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Analyzer 
Gives Results in Seconds 


Unit, which gives results in sec- 
onds, analyzes carbon monoxide 
contents by passing gas mixtures 
through a tube with optical win- 
dows transparent to infrared 
radiation. It can be used for sam- 
pling from compressed lines or 
from open air and is available 
with integral sampling pump, 
flowmeter, and pressure regu- 
lator. A jack provides for con- 
nection to a standard strip chart 
recorder for continuous perma- 
nent records. 

Price: $1,600 to $2,300. De- 
livery: approx. 12 wk. 

Gelman Instrument Co., 106 
N. Main St., Chelsea, Mich. (PW, 
9/18/61) SIC +3811 


Voltage/Current Power 
Supply 
Has Automatic Changeover 


Constant voltage and/or cur- 
rent power supply has automatic 
electronic changeover and can be 
operated at constant voltage with 
adjustable current limiting or 
constant current with adjustable 
voltage limiting. Operating with 
constant voltage, output range is 
2 v. to 300 v. and O to 6 amp.; 
at constant current, 0 to 300 v. 
and 0.3 amp. to 6 amp. Line 
regulation in each case is +0.1%. 
Input voltage is 230 v. single 
phase. 

Price: $3,780. Delivery: 6 to 8 
wk. 

NJE Corp., 20 Boright Ave., 
Kenilworth, N. J. (PW, 9/18/61) 
SIC +3679 
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Plate Cutting Machine 
Cuts Ferrous and Nonferrous Metal 


Plate cutting machine for ferrous and non- 
ferrous metals comes in 20- and 26-in. wheel 
models. The 20-in. machine has 2-in. steel 
and 4-in. aluminum capacities in 12-ft. 
lengths. The 26-in. wheel unit cuts 4-in. 
steel and 6-in. aluminum plate up to 12 ft 
wide 

Price: approx. $13,000/(20-in.) and 
$15,000. Delivery: approx. 3 mo. 

Wallace Supplies Mig. Co., 1300 Diversey 
Pkwy., Chicago 14, Ill. (PW, 9/18/61) 

SIC +3541 


Paint Base 
Retards Fire 


Paint latex is a high solids emulsion fot 
formulation of paints that provide good hid- 
ing. Under normal humidity conditions 
formulations offer high intumescence to pro- 
tect combustible substrates from fire damage. 
The barrier reduces preparations needed 
for burned areas before repainting. 

Price: 27¢/lb. (55-gal. drum). Delivery: 
immediate. 

National Starch & Chemical Corp., 750 
Third Ave., New York 17, N. Y. (PW, 
9/18/61) SIC +2851 


Dip Soldering Fixture 
Holds Circuit Boards 
Dip soldering fixture for printed circuit 
boards is adjustable in width from “% in. to 
10 in. and holds cards up to 12 in. long. 
Silicone rubber guides grip cards without 
defacing edges and have four grooves to 
accommodate thicknesses from 0.015 in. to 
0.125 in. Assemblies are held firmly to 
minimize warping in thermal cycling. 
Price: $29.95. Delivery: immediate. 
Defiance Printed Circuit Corp. 144 Com- 
mercial St., Malden, Mass. (PW, 9/18/61) 
SIC +3999 


A NEW HIGH NOTE 
IN HEEL FASHIONS 


WITH COLD FINISHED STEEL BARS 


Only steel could do the job. The designs for women’s new super-slim, high- 
fashion heels required greater strength. Small diameters must withstand terrific 
pressure. The material must give, not break. 

As have thousands of other manufacturers confronted with new product 
designs, heelmakers found the answer in a Bliss & Laughlin cold finished 
steel bar. 

Bliss & Laughlin cold finished steel bars are used in countless products. They 
impart high strength with safety, from high-fashion heels to automobiles. They 
make small boys happy with sturdy bicycles and model engines. They help 
transmit power to huge earth-moving equipment and giant ocean liners. 

Check out your designs with Bliss & Laughlin. As specialists in strength, 
finish, accuracy, straightness and machinability for 70 years, Bliss & Laughlin 
has recommended time and again the most suitable and economical bar from 
the industry’s most complete line of cold finished steels. 

Seven Bliss & Laughlin mills across the nation, collaborating with Steel 
Service Centers everywhere, assure highly personalized, local service! 


The smallest cross section in this heel is 

only .14". Strength is provided by a C-1144 cold 
finished steel bar, heat treated to a Rockwell 
hardness of 35-38 after machining, 


Leading 

Independent Producer 
of Cold Finished 
Stee/ Bars 


BLISS & 
LAUGHLIN 


GENERAL OFFICES: Harvey, lil. MILLS: Harvey, Ill, Detroit, Cleveland, Buffalo, Mansfield, Mass., Los Angeles, Seattle 


Steel Strapping Cutter 
Eliminates Lashing 


Tool cuts steel strapping up to 2 in. wide 
without snipping, eliminating sudden lash- 
ing. The tool’s tapered jaws are slipped 
over the width of the strapping and the 
handle is rotated, cutting through the steel. 
One cut end is held secure by the jaws while 
the other flips back. Handle length is 18 in. 

Price: $6.95. Delivery: immediate. 

Strapping Materials Co., 2816 W. Dickens 
St., Chicago 47, Ill. (PW 9/18/61) 

SIC +3421 


Lampholder 
Houses Midget Groove Lamp 


Lampholder for midget groove 
lamps used in data processing, in- 
strument, and related fields meets 
limited space requirements, hold- 
ing the lamp in a non-tilt position 
protected against vibration. A 
variety of standard mounting 
brackets are available with plastic 
lens caps of all colors. The lamp- 
holder comes with a 6-in. wire 
length and = special mounting 
brackets allow for panel mount- 
ing on %-in. centers. 

Price: approx. 12¢ to 30¢ 
each. Delivery: 2 wk. 

Western Electronics Co., Inc., 
237 Lafayette St., New York 12, 
N. Y. (PW, 9/18/61) 

SIC +3643 


Aluminum Electrode 
Fits All Welding Positions 


Aluminum electrode with ex- 
truded coating is usable in flat, 
horizontal, and vertical are weld- 
ing of aluminum plate, sheet, and 
casting. It provides tensile 
strength yields up to 28,000 psi. 
and features low amperage ap- 
plication and easy slag removal. 
Two sizes available are “-in. dia. 
in 14 in. lengths and 5/32-in. dia. 
in 16 in. lengths, both shipped in 
5-lb. packages. 

Price: 3.70/lb. (5/32 in.) and 
$3.80/lb. Delivery: immediate. 

Air Reduction Sales Co., 150 
W. 42nd St., New York 17, N. Y. 
(PW, 9/18/61) SIC +3623 


Dark blue color identifies A.1.S.1. Type 01 Oil Hardening Tool Steel, right up to heat treatment. 


A better buy in flat stock... 


Brown & Sharpe “Ready-Mark” 
Flat Stock comes pre-colored 
at no extra cost 


Brown & Sharpe puts an exclusive 
smooth blue finish on its Ready Mark® 
Flat Stock that gives you three big 
advantages — costs nothing extra. 

1. Saves layout time with a pre-colored 
surface that’s all ready for scribing. 
2. Prevents mixups in steel selection and 
hardening. Positively identified. 


3. Protects the steel against rust without 
grease or any other coating. 


Make the handling of steel easier for 
everybody, by asking your 
Brown & Sharpe distributor 4& 
for ‘“‘Ready Mark Blue’’. (:| 
Brown & Sharpe Mfg. Co., a 
Providence 1, Rhode Island. “attr” 


Brown & Sharpess PRECISION CENTER 


a message to owners of 


MARVEL HACK SAW MACHINES 


If you are the owner of a Marvet Hack Saw Machine, check the name on the blades being 
used in it. If they are not MARVEL Blades, the chances are very good that you are not get- 
ting all the cutting-off speed, accuracy, and economy you paid for when you bought a 
MarVEL Saw. GG) conse this fact. The hack saw blade is the cutting tool that actually 
does the cutting job. If the machine is expected to deliver its full efficiency, the blade must 
possess a ruggedness comparable to that of the machine. AD Isn't it logical, then, 
that the blades you use be as carefully selected as the machine itself? Here is another fact: 
The Marvet High-Speed-Edge Hack Saw Blade was designed specifically to withstand 
the heavy feed pressures and high cutting speeds your Marvet Hack Saw can deliver. 
GPPons Marve UNBREAKABLE Hack Saw Blades can be safely tensioned taut enough 
to provide the maximum rigidity of the cutting tool necessary for accurate cutting-off; and at 

the same time, protect both the operator from 

injury and the machine from damage that so 


frequently occurs with “breakable” blades. 


Why not be certain your MARVEL saw is delivering the high performance 
you had originally purchased, by using the only blade capable of utiliz 
ing the power and accuracy built into the machine? MARVEL Hack Saw 
Machines and MARVEL High-Speed-Edge Blades are an unbeatable com- 
bination. MARVEL High-Speed-Edge Hack Saw Blades are stocked and 
sold by leading Industrial Distributors everywhere. 


ARMSTRONG-BLUM MFG. CO. 


S700 Bicomingdale Avenue * Chicago, lilinois 


You'll want to see 


RUST-OLEUM. 
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Ask for colortul 
new bulletin! 
Send today for new Form No. 
6117—including a large actual 
standard of Rust-Oleum 

1030 Green Aluminum 
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You, too, can be TOP MAN 
on the Totem Pole 


Are you the middle man or the last man 
on the routing slip for PURCHASING 
WEEK? If so, you may be getting some 
information too late to act, too late to 
save your company dollars. It’s more 
important today than ever before for 
purchasing men to know what’s happen- 
ing today and what may happen tomor- 
row in the world of business. 

If you are not getting each copy of PUR- 
CHASING WEEK first, this is the time 
you should start receiving your own 
copy—you’ll get the news fast, not last. 
A personal subscription to PURCHAS- 
ING WEEK costs so little (only $6 a 
year) and can mean so much to you 
personally and to your company. 

Just give us a purchase order and be 
sure to include your title, company 
name, type of business and, of course, 
your address. We’ll bill you later. Ad- 
dress your letter to: 


Circulation Manager 


Purchasing Week 
Room 2100, 330 W. 42nd Street 
New York 36, New York 


RUST-OLEUM CORPORATION + 2559 OAKTON STREET * EVANSTON, ILLINOIS 
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Power Supply 
Give Noise-Free Operation 


Power supply comes in 12 
models—transistorized, 115-v. 
a.c./d.c., sine-wave inverters 
operating from 12- or 28-v. d.c. 
inputs. Outputs are 20 w., 40 w., 
or 60 w. Six models are Soren- 
son QIS, 60-cycle units and six 
are DQIS, 400 cycle. They 
eliminate frequency noise and 
reduce audio noise. The power 
supplies range in weight from 
2% Ib. to 8 Ib. and can be rack 
mounted with four lugs. 

Price: $190 to $200. De- 
livery: immediate. 

Raytheon Co., S. Norwalk, 
Conn. ((PW, 9/18/61) 

SIC +3679 


‘ 


Filter Chamber 
Handles 1,200 Gph. 


Chamber of transparent Lu- 
cite with stainless steel fittings 
filters corrosive materials at 800 
gph. to 1,200 gph. Minimum 
operating pressure is 40 psi. 
and maximum operating tem- 
perature is 140 F. For high tem- 
peratures other materials than 
Lucite may be specified. Filters 
are available in cotton, Dynel, 
porous stone, and porous cotton 
according to application. Over- 
all size of the unit is 9 in. in di- 
ameter and 28 in. high. 

Price: $215. Delivery: 2 wk. 

Sethco Mfg. Corp., 2284 
Babylon Tpk., Merrick, N. Y. 
(PW, 9/18/61) SIC +3564 
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Test Meter 
Works in Close Areas 


Pistol-shaped meter has four current 
ranges to 600 amp., two voltage ranges to 
600 v., and two ohmmeter ranges to 5,000 
ohms. Revolving jaws permit insertion into 
cramped areas and trigger-operated probe 
light ensures easy handling. A locking de- 
vice holds reading until cleared by the user. 

Price: $59. Delivery: immediate (after 
Oct 15). 

Federal Pacific Electric Co., 50 Paris St., 
Newark, N. J. (PW, 9/18/61) SIC #3611 


Purchasing Week Definition 


Marking Ink 


Metal-Marking Ink — Intended ex- 
pressly for use in the marking of metal 
surfaces, it is applied usually with a 
rubber stamp. An ink intended for use 
with devices other than a rubber stamp 
usually are so identified, as a “metal 
marking stencil ink.” 

Numbering Machine Ink—Specially 
designed for use in automatic number- 
ing machines or similar machines with 
automatic features. Such inks formu- 
lated for use with metal type are not 
suitable for rubber type. 


Process-Proof Ink — Engineered so 
as not to fade or be removed by 
processes involving steam or boiling 
water. 

Rubber Stamp Ink — General pur- 
pose ink for rubber stamps or dies used 
to mark absorbent materials such as 
paper, fiber, and canvas. It is not suit- 
able for use in the marking of metal 
surfaces. 

Stencil Ink — For use with stencil 
brush and stencils of metal or oiled 
board. (PW, 9/18/61) 


How Wilson Jones Stock “Snap-A-Way” 
Request For Quotation Form 
Saves You Time And Money 


‘NOUIRy No 
Vives 


Copy No. 1 is sent to the first source, 
for example: Smith & Co. 


3 Copy No. 2 is sent to second source: 
Jones & Co. 


REQUEST Fon 
INQUIRE Yolo TION 
THIS is NOT oneY 


‘NQuUIRy No 


Brown & Co. 


1 Buyer. fills in the original with names of all 3 sources 4 Copy No. 3 is sent to the third source: 


invited to bid. Note space for recapping all bids received. 


ASK FOR 3 BIDS WITH 1 TYPING. This new 4-part [GrayLine]“Snap-a-Way” stock form 
can be used as is or imprinted with your own company name. Each source asked to quote 
sees only his name and buyer’s specifications on his copy, while all 3 names appear on 
original copy kept by purchaser. Ask your office supply dealer for Wilson Jones form 44-152 
or write for free sample on your letterhead. 


WILSON JONES 


© Copyright 1961 w. uC 


209 S. JEFFERSON ST., CHICAGO 6 
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Automotive Perspective 


(Continued from page 64) 
changes in the Dodge Dart and Plymouth. They are for the most part mechan- 
ically identical under their differing metallic skins. 

For fleet buyers a major point of interest is the savings in size and weight 
achieved in the all-new Dart body shells (in auto parlance, “all-new” is the term 
used when the inner stampings have been redesigned). A two-inch shorter 
wheelbase (116-in.) belies the more important six-inch reduction in over-all 
length, and up to 200-lb. have been shaved from the weight of the new models. 
Reduction in length was a marketing decision based on consumer surveys. Weight 


savings come from this as well as elimination of the stub frame that formerly held 

the torsion-bar front suspension. The new automatic transmissions also are up The 1962 Plymouth line-up consists of 23 models. The company claims that 

to 60-Ib. lighter than their predecessors. each has 108 “important design innovations.” Some of these have been covered 
Chassis fittings on Darts are sealed at the factory for 32,000 miles of operation in the Dart description above. The following details also pertain, for the most 

with a special, barium-based, long-fiber grease. Chrysler Corp. firsts, such as the part, to both cars. 

standard “slant-six” engine and the alternator are continued. One innovation is a cable-operated accelerator iinkage that completely elim- 


Summary: Engine—6-cyl. 225-cu. in. 145-hp. standard with optional 318-cu. in 
V-8, plus a variety of power options ranging up to 305 hp. Gasoline— regular 


202-in.; headroom 38-in.; trunk capacity 28 cu. ft. (usable). Tires—6.50 x 14 on instrument panel. 
6-cyl. model, 7.00 x 14 on V-8. Special maintenance features—32,000-mile 
chassis lube, 4,000 oil change. Useful fleet accessories—combination heater-air 
conditioner, all-vinyl upholstery, power steering and brakes, automatic push 


ALLMETAL 


Stainless Steel 
FASTENERS | 


FOR ROCKET-FAST 
SHIPMENT 


AN @ MS e COMMERCIAL SPECIFICATIONS 


The story behind ALLMETAL LEADERSHIP 


No long countdowns here. Allmetal stainless fas- 
teners are stockpiled in advance — ready to go on 
your order. Over 30 years’ experience at your 
command — prompt service, quality production. 
THOUSANDS OF TYPES OF STAINLESS FASTEN- sad : 
ERS IN STOCK. Our reputation for immediate America’s largest com 


shipment is made possible by huge inventories ’ \ ; panies and most knowl- 

of standard fasteners. 7" ; 

HARD-TO-GET FASTENERS STOCKED FOR DELIV: | edgeable fire protection 
1 


Ansul extinguishers are 
perennial favorites with 


wheeled, 


ERY. Many stainless fasteners considered non- _ , : 
standard throughout the industry are carried in experts. There’s a reason: 


Allmetal’s stock for immediate shipment. they last longer, cost far 


UNMATCHED KNOW-HOW FOR “SPECIALS.” ‘i A ; 
Special fasteners and parts fabricated to your = ess to maintain...and 
_— oon ia on extremely short notice — F ; pound for pound, dollar 
Write, on your letterhead, for our comprehen- | 
sive 132-page illustrated catalog of “world’s 


largest stock of stainless steel fasteners”. 


for dollar they put out 
. \ more fire. 


ANSUL 


ANSUL CHEM AL COMPANY 


SCREW PRODUCTS GO., ING. 


GARDEN CITY, N.Y. PI1-1200 821 STEWART AVE., GARDEN CITY, L.I., N.Y. 
NEW YORK, N.Y. —_F] 3-5800 
MIDWEST SALES OFFICE 


NEWARK, NJ. MA 3-1117 6424 West Belmont Ave., Chicago 34, Ill. 
BOSTON, MASS. LA 3-6119 WEST COAST OFFICE & WAREHOUSE 
CHICAGO, ILL. AV 2.3232 5822 West Washington Blvd., Culver City, Calif. 
CULVER CITY, CAL. WE 3-9595 


of listed and approved extinguishers — hand portable, 


ansul line 


our catalog describes the complete 
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inates feedback from the engine and drive train. Another is relocation of the 
fuse box to a position under the instrument panel with each fuse location clearly 
except for larger V-8's. Basic dimensions—wheelbase 116-in.; over-all length marked as to function and amperage. Exclusive to Plymouth is a printed-circuit 


A complaint common to past Chrysler-built cars has been interference with 


entrance and exit by the low roof line. This year, this dimension has been 
button transmission. Price—To be announced but estimated at $2.100. increased by an inch; the belt line (window sills) also have been lowered. 


ore 
dies: 


Plymouth 


The reduction in weight (see Dart 
above), plus attendant relocation of the 
engine, has resulted in gains of up to 8% 
in fuel economy and a 10% greater ac- 
celerating ability, according to Plymouth 
claims. The new heater system uses a 
blower that provides positive circulation 
of cold air when desired, even at idle. 
Steering gear and manual gear shift link- 
age have been redesigned for smoother, 
more positive operation. 


Summary: Engine—6-cyl 225-cu. in. 145- 
hp. standard with optional 318-cu. in. 230 hp. 
V-8, plus other V-8’s of higher horsepower. 
Gasoline—regular for the two normal engine 
alternates. Basic dimensions—Same as Dart. 
Tire size—6.50 x 14 on 6-cyl. model, 7.00 x 
14 on V-8. Special maintenance features 
Same as Dart. Accessories—Same as Dart 
but fleets also might consider optional locked 
differential for improved performance in 
mud and snow. Price—To be announced 
but estimated at $2,100.* 


* Estimated prices are projected for 
cheapest models in line and exclude trans- 
portation, handling charges, taxes, and 
optional equipment. 


—Don MacDonald, McGraw-Hill Detroit 
Bureau 

(Next week’s fleet: Chevrolet, Chevy II, 
Studebaker Lark, and Pontiac Tempest) 


.. write for it! 


Custom molded 
by CMPC 


APPLICATION: Outside case, battery case 
and send-receive knob molded for Globe 
Electronics ‘Pocketphone’ 2-way radio. 
ADVANTAGES: The CMPC-developed 
method of molding ABS contributed 
greatly to the successful engineering and 
sales of the ‘Pocketphone’. A special 
plastic was needed, combining thinness 


ical, carbon dioxide and water 


dry chen 


% with impact strength, a desirable luster, 
& and low cost. ABS suited the require- 
. ments as expertly handled by Chicago 
“ Molded engineers. Specify CMPC— 
3 custom plastic molders for over 40 years. 
E 

Ss 

> CMPC CHICAGO MOLDED 
5 / PRODUCTS CORPORATION 
a 1020-H N. KOLMAR AVE, CHICAGO 51, ILLINOIS 
So 
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Chevrolet, Dodge, Ford Introduce 
Wide Array of 62 Model Trucks 


Detroit — Chevrolet, Dodge, 
and Ford came out with new en- 
tries for their 1962 truck lines 
this week. 

For Chevrolet, the big news 
was the introduction of diesel 
power in medium and heavy-duty 
models. For Ford, a highlight 
was its Falcon Deluxe Chuck 
Wagon, which is closely akin to 
the popular Econoline series. For 
Dodge, a news maker was an 
entry in the compact forward 
control line—a half ton, 104 in. 
wheelbase unit with a_ gross 
vehicle weight rating of 5,100 Ib. 

The new Chevy trucks offer 
broader power team options, 
lower hood lines for better visi- 
bility, and extra heavy-duty op- 
tional front suspensions. 

Chevrolet called its 198 differ- 
ent models the “widest choice of 
trucks in its history” and said they 
covered the need for “more 
models designed for snecific haul- 
ing jobs” as typified by its entry 
into the diesel market with 15 
models in the medium and heavy- 
duty fields. 

In the Corvair 95 line, Chevy 
has refined its 1961 design to in- 
clude an automatic choke and 
optional limited-slip differential, 
easier operating side-door lock 
mechanisms, and an_ optional 
single passenger seat that folds 
forward for easier access to the 
panel load compartment. 

Chevrolet trucks also offer 
alternators as standard in place of 
generators on some lines. The 
new diesel is a 4-cyl. 2 cycle, 130 
hp. unit with a compression ratio 
of 17 to 1. 

Ford’s 1962 truck line is 
powered by 13 gasoline and four 
Cummins diesel engines. Medium 
duty trucks in the Ford fleet in- 
clude both conventional and tilt- 
cab series with gross weights from 
15,000 to 21,000 Ib. Parcel de- 
livery models range from 5,000 
to 15,000 Ib. gross weight. In- 
cluding the heavy and extra heavy 
gasoline and diesel trucks, Ford 
offers more than 600 separate 
truck models this year. 

The new Falcon truck operates 
on a 144 cu. in., 6 cyl. engine that 
turns out 85 hp. and 4,200 rpm. 

Dodge’s compact forward con- 
trol model (pictured above) is 
available with either of Dodge’s 
inclined 6-cyl. powered plants of 


New Leasing Company 


Chicago—Artnell Corp. has 
formed a new equipment leasing 
subsidiary, Pioneer Leasing 
Corp. The new firm, to be head- 
quartered here, will lease office 
equipment, machine tools and 
store fixtures in the Midwest. 
Nationwide expansion is _plan- 
ned. 

First leasing transaction by 
Pioneer is for furniture and | 
equipment for a 64-bed conva-! 
lescent home in Elkhart, Ind., 
according to Robert Simkins, 
operating vice president. | 


| 
Beloit Named Distributor 
Ferndale, Mich.—Beloit In- 
dustrial Supply Co. was ap-| 
pointed stocking distributor for | 
Wesson carbide tools. Added | 
wrinkle: Beloit will provide in- | 
dustrial manufacturers with on- | 
the-spot application engineering | 
and in-plant service on produc- | 
tion problems. 
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101 and 140 hp. The push button 
transmission is optional. 

Over-all, Dodge trucks will be 
powered with 11 gasoline engines 
ranging from 101 to 228 hp. 
Seven diesels deliver a range of 
160 to 250 hp. Gross vehicle 
weights run to 53,000 lb. and 
gross combination weight rates to 
76,000 Ib. 

A solenoid shift starter used 
for many years on high tonnage 
units is being offered for the first 
time as standard equipment. 


S 


CROWN ZELLERBACH CORPORATION 


GAYLORD CONTAINER DIVISION 


CORVAIR 95: As were 1962 cars, Chevrolet trucks 
have been designed for lower maintenance costs. 
Compact above is smallest in 198-model truck line. 


— 


COMPACT DODGE: This is a new Chrysler Corp. entry 
into small truck field. Dodge P-100 has forward 
control, 104-in. wheelbase, 3-speed transmission. 


your GAYLORD man is 


a corrugated connoisseur 


He has the knowledge and experience 
to give you sound advice about 

the type of corrugated or solid 

fibre board that bests suits your 
packaging situation. 


He probably can suggest several 
ready-made answers to the 

container question foremost in your 
mind right now. After you make 
your choice, Gaylord tailors your box 
from a practically unlimited 

range of board. 


Stop wondering if your packaging 
is practical. Call your nearby Gaylord 
Man now and find out! 


IN CANADA + CROWN ZELLERBACH 
CANADA. LTD. VANCOUVER. B.C. 


HEADQUARTERS. ST. LOUIS 
PLANTS COAST TO COAST 
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Switch to packings of 


ak 
> ee 6 
i ee ue 


asbestos and TEFLON TFE 


4 


» antl. 


saved *40 per year per valve 


After a careful analysis of performance and costs, packings of 
asbestos impregnated with Du Pont TEFLON TFE-fluorocarbon 
resins were specified as replacement packings for seven boiler 
header valves. These valves handle steam at 150 psi. and 356°F. 
The new packings do not leak...do not need retightening... 
last indefinitely ... valves turn easily without “‘persuaders”. Un- 
like oil, grease and graphite additives, which squeeze out and 
leave a dry, abrasive base, the impregnations of TEFLON make 
a lasting mechanical bond with the asbestos. The cost savings: 
average savings per valve of $10 a year on repacking and re- 
tightening formerly necessary, and $30 per year formerly lost 
through leaking steam—a total saving of $280 per year for the 
7 valves. 

Under more severe service conditions, there are additional 
decisive reasons for choosing packings made with TEFLON. 


OU PONT TEFLON 


FLUOROCARBON RESINS 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 


74 Purchasing Week 


TEFLON resins are inert to virtually all chemicals and solvents, 
over a temperature range from —450°F. to 500°F. Their low 
friction characteristics reduce wear on cylinders and shafts. 
These facts have been put to the hard test of dollars-and- 
cents cost accounting in many hundreds of applications. In ad- 
dition to reduced costs of packing maintenance and replace- 
ment, the use of TEFLON permits standardization, cuts down in- 
ventories of many different types of packing. Consult your sup- 
plier about the many varieties of constructions available in pack- 
ings made with TEFLON, and write for new booklets: “‘Packings 
for Valves and Pumps” and ‘Designing with TEFLON”. Ad- 
dress: E. I. du Pont de Nemours & Co. (Inc.), Department 
PW-918, Room 2507T, Nemours Building, Wilmington 98, Del. 


In Canada: Du Pont of Canada Limited, P.O. Box 660, Montreal, 
Quebec. 


TEFLON is Du Pont’s registered trademark for its family of 
fluorocarbon resins, including TFE (tetrafluoroethylene) 
resins and FEP ( fluorinated ethylene propylene) resins. 
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(Continued from page 1) 
rowly (relative to output and 
covering only the production- 
oriented stocks of P.A.’s), and 
they are just as assuredly still 
close to rock-bottom levels. 

It’s the later concept that has 
real meaning for purchasing 
policy. And here are a few hints 
on how to ferret it out of the 
confusing welter of inventory re- 
ports currently being released. 

@ Beware of the phrase “busi- 
ness inventories” or inventory 
figures that are related to gross 
national product. This kind of 
data (the favorite of government 
and “long hair” economists) us- 
ually implies the broad-gage def- 
inition noted above. 

@Be cautious about using 
“total factory inventories” too. 
Because these contain finished 
goods and goods in process, it 
is preferable to use the series 
that depicts only production ma- 
terial stocks. 

®@ Don’t rely on any “absolute” 
inventory measure. The fact that 
purchased material stocks may 
be rising 10% 
ume doesn’t mean any radical 
change in basic purchasing pol- 
icy—if production schedules rise 
by a similar amount. 

Meaningful Yardstick 

Putting all this another way: 
The measure most meaningful 
for purchasing decision is one 
that examines the level of pro- 
duction material inventories rel- 
ative to some “use” yardstick 
such as production or sales. The 
result is an estimate of days 
supply. 

PURCHASING WEEK has de- 
signed just such a measure, (see 
chart) which estimates days’ sup- 
ply by calculating the ratio of 
production material inventories 
to sales. 

Recent inventory surveys pro- 
vide further proof that the “in- 
ventory revolution” is here to 
stay. The latest NAPA monthly 
report, for example, shows that 
despite business pickup, “a sur- 
prising 45% report that they ex- 
pect no increase in inventories 
in the forseeable future.” 

This kind of policy is bound 
to have repercussions on _ the 
business cycle. 

Economist Comments 

Commenting on this develop- 
ment, Dr. Henry C. Wallich, for- 
mer member of the Council of 
Economic Advisers under Presi- 
dent Eisenhower, told P/W: “If 
there’s a trend toward a lower 
inventory sales ratio it would 
certainly reduce the cycle some- 
what. That’s because if inven- 
tories were relatively low, P.A.’s 
would not be able to cut them 
as much as they might do if they 
were large.” 

The effects of tight inventories 
already are apparent in steel. 
Several metal observers, for ex- 
ample, are now openly stating 
that it will be less-than-sensa- 
tional inventory buying—rather 
than government pressure—that 
will prevent steel makers from 
posting across the board price 
boosts next month. 

This reluctance to stock up 
is supported by steel company 
economists. Thus, William P. 
Carlin, Director of Economics 
for Republic Steel, told P/W 
that he sees no real sign of any 
sharp steel buildup. 

Carlin notes: “Looking at the 
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in physical vol- | 


current steel situation, we be- 
lieve that steel users’ inventories 
reached bottom late in the first 
quarter or early in the second 
quarter of 1961. Taking the end 
of 1959 as 100, there was about 
a 5-point decline by the end of 
1960, and another 10-point loss 
to the low point in the first half 
1961—<carrying the index down 
to the 80-85 level. 

“Now inventory accumulation 
has started, and something over 
5 points is probably going to re- 
store depleted stocks. But so far 
this is mostly to bring work in 
process up to levels in line with 
steel users’ activity.” 

This ties in with recent state- 
ments by Armco Steel President 
Logan T. Johnson who doesn’t 
expect the fourth quarter pickup 
to reflect any substantial inven- 


Forecasts to the Contrary, Inventories Stay Tight Purchasin= Week's 


tory buildup. He indicated that 
any increases in new orders will 
result from increased user ac- 
tivity. 

This feeling is seconded by 
economist Eliot Janeway, who 
told P/W: “I just don’t see an- 
other 1959 stockpiling wave— 
in steel or in most other raw ma- 
terials.” 

Janeway goes on to explain, 
“Output is more ‘geared to con- 
sumption than’ ever before. 
There’s no stimulus to inventory 
in any aggressive way.” 

Commenting on prices, Jane- 
way seems to think that inven- 
tories and prices are closely 
connected. He says, “Prices are 
weak because there is no in- 
ventory—and there is no inven- 
tory because prices are weak. It’s 
a vicious circle.” 


Industrial Distributors Bemoan 


Small Orders, 


(Continued from page 1) 
discount the manufacturer gives. 
This leads to confusion of terms 
because one order might have 10 
items with 10 sets of terms. We’d 
like to standardize these some- 
what. Same goes for freight 
terms.” 

@ Distributors have found a 
new surge of interest in small 
order problems. Purchasing 


Price Problems 


“won’t be caught communicat- 
ing.” 

Speaking at a conference ses- 
sion on Robinson-Patman 
forcement, former Federal Trade 
Commission member Lowell B. 
Mason, warned that uncertainty 
and confusion are likely to sur- 
round the pricing laws for some 
time to come. 

On a more specific level of in- 


P.A.’S AT THE DISTRIBUTORS’ 
Cleveland meeting (I-r) are F. C. Emerson, Spartan Saw Works; H. L. 
Sanders, Pesco Products; George Fay, Addressograph-Multigraph; H. 
W. Lloyd, Jack & Heinz, Inc., and W. L. Neilson, Greenfield Tap & Die. 


Agents are more aware than ever 
of the high cost of small orders, 
and are seeking ways to cut 
down paperwork. 

A. Thompson, of Bostwick- 
Brown, Toledo, Ohio, distributor, 
said he sometimes copes with the 
problem by slapping _ service 
charges on small orders. He sug- 
gested $25 as a small order “ceil- 
ing.” 

Another distributor said he 
was considering paying his sales- 
men commissions only on orders 
over $25, because “we don’t want 
small dollar business of the over- 
the-counter variety.” 

Between conference sessions, 
|manufacturers and industrial dis- 
| tributors told PURCHASING WEEK 
they were finding it hard to assess 
the Administration’s current 
icrackdown on business’ foibles 
jand failings. They also found 
|business afraid to act without 
further—and = clear—Robinson- 
|Patman Act guidance. 
| Two distributors attending the 
|conference, rivals from the same 
| home town, told PURCHASING 
| WEEK only half-jokingly that, be- 
|ing neighbors and good friends, 
they were thinking of building a 
wall between their houses so they 


CONFERENCE: 


Talking it over at 


terpretation, a Canton, Ohio, dis- 
tributor, R. A. Christian, of Can- 
ton Supply Co., said: “Until the 
manufacturers find legal means to 
help police their own market 
prices, you're going to have price- 
cutting. The manufacturer, being 
naturally worried about Robin- 
son-Patman, is the key man in 
the whole chain.” 

Leading a session on foreign 
competition, William K. Downey, 
of Skil Corp., warned that the 
impact of imports will continue 
to grow. Downey urged distribu- 
tors hard hit by products from 
abroad to fight competition with 


competition, and not call, su- 
pinely, for higher protective 
tariffs. 


New Pipeline for Humble 


Houston—Humble Pipe Line 
Co., said it will build 258 miles 
of new pipeline to deliver re- 
fined petroleum products from 
its Baytown, Tex., refinery to the 
San Antonio and Austin area 
and intermediate points. The 
company said initial capacity of 
the new line will be 17,000 bbl. 
day, primarily aviation and motor 
fuel. 


Purchasing Week 


en- | 


Purchasing Perspective 


(Continued from page 1) 

@ Atop one of the fastest business recoveries in history, the 
country in piling a relatively big defense program that’s scheduled 
to top $55-billion by June, 1962 (only a few months ago defense 
was budgeted for only $48-billion). But although there’s plenty 
of capacity to absorb the fast buildup without strain, the multiplier 
effect of such spending has some economists baffled. 


@ Consumer spending already appears due for an increase. 
One chief forecaster looks for a $19-billion increase in consumer 
outlays for goods and services during the next 10 months, 


© Business investment already appears headed on the upgrade. 
A McGraw-Hill Economics Dept. forecast sees the possibility of 
a 20% rise by next June—that’s a $7-billion boost in 10 months. 
Add to this normal expected industrial buying, and you have the 
ingredients of an outlook that sees, for example: chemical, paper, 


rubber, textiles, stone, glass, clay, 
operating 


machinery industries 
November. 


auto, instrument, and electrical 
at an 85% level by early 


For the nuts and bolts of inventory control—rather than the 


basic economic philosophy of the subject 


coming up Sept. 28-29 appears 


a Chicago conference 
to have just about everything. 


It’s being put on by the American Production & Inventory Control 
Society, a group of experts who consider inventory management 
a knighted profession and whose goals are to keep members 
appraised of the latest techniques and systems available to it. 
Because nonmembers are permitted to attend the conference 
(a registration fee is charged), P.A.’s also are invited. Some of 
the sessions may provide solutions to pressing buying problems. 
For instance—one will assemble experts on the subject of 
ordering and carrying charges. Presumably it will answer such 
questions as: Does the cost of carrying inventory amount to 


1O% 


or 40%? What specifically does an order cost? Where 


do savings from inventory reductions appear? 

Another session will examine the requirements and limitations 
of manual inventory control; another, the application of tabulat- 
ing equipment. Others will dig into advanced techniques, the 
use of computers, and finally, determining optimum inventory 


levels and small plant controls. 


Topping it off is a special exhibit, featuring products and 
services of major companies that produce equipment designed to 
help solve daily problems in inventory control and management. 


Electronics Manufacturers Applaud 
New Air Force Procurement Plan 


(Continued from page 1) 
under consideration for several 
months (see P/W, Aug. 14, 61 
p. 1). Implication: more pres- 
sure On purchasing performance 
under such contracts. 

No contracts yet have been 
awarded under the new policy, 
and the Air Force cautioned 
EIA members that initial applica- 
tions will be selected very care- 
fully. First the Air Force and 
its suppliers must agree on a set 
of standards for measuring con- 
tractor performance. At the re- 
quest of the Air Force, EIA 
committees have begun work on 
this problem. 

Detailed in Pentagon Letter 

The new procurement policy 
was detailed in a Pentagon letter 
circulated among the more than 
200 electrical manufacturers at- 
tending the four-day meeting. In 
it Maj. Gen. William T. Thur- 
man, Air Force director of pro- 
curement and management, set 
forth the contract proposals for 
Gen. B. A. Schriever, com- 
mander of the Air Force supply 
center, Andrews Air Force Base, 
and Gen. W. F. McKee, com- 
mander of the logistics center at 
Wright-Patterson Air Force 
Base. 

Under the new policy, mili- 
tary producers would be allowed 
fees up to the statutory limit of 
15% of costs on research and 
development contracts if they 


achieve extraordinary results. On 
the other hand, a company whose 
costs are above normal would 
be subject to a scale of penalties 
ranging up to the full amount of 
its fee, and in some cases, per- 
haps beyond that. 

The new policy represents a 
sharp departure from current Air 
Force practices, which limit pro- 


fits to a maximum of 9% on 
cost-plus-incentive-fee contracts 
and also restrict rewards on 


fixed-price incentive contracts. 

Thurman said in the letter that 
Air Force headquarters will fa- 
vorably consider recommenda- 
tions to exceed the current 
schedule of fees in cases where: 

@Cost targets are realistically 
determined and stated. 

@Gains over “qualitative 
characteristics are in fact a need 
worthy of additional payment.” 

@ Potential “substantial” re- 
wards for extraordinary per 
formance “are coupled with cor- 
responding substantial penalties 
for poor performance.” 

@Contracts contain reason- 
able standards for measurement 
of rewards and penalties. 

Thurman also indicated that 
the new policy may be extended 
to allow higher profits for supe- 
rior performance in terms of de- 
livery time and product quality. 
Poor performance in these cat- 
egories also would be penalized. 
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(Continued from page 1) 
effective as the Kennedy letter in 
holding prices down. Imports are 
still going strong. The speed with 
which the partially-idled auto in- 
dustry resumes production and 
the pace of their car sales also 
were considered major factors in 
any price rise. 

In replying to Kennedy, the 
major producers made it clear, 
however, they resented his inter- 
ference in the steel price and 


profit situation. U.S. Steel Chair- | 


man Roger Blough was notably 
direct in his remarks, suggesting 
that if the Kennedy economic 
advisors presumed to suggest 
proper prices for steel, what 
would stop them from suggesting 
prices for “a thousand 
products”. 


Price Hike Needed 

All the replies disclaimed 
steel’s responsibility for inflation, 
pointed out that prices were, in 
effect, under 1958 levels, and 
pointedly left themselves free (as 
individuals) to consider a price 
increase later this year. They 
made it clear that one is needed. 

Even while U.S. Steel was 
making Blough’s letter public, the 
corporation was announcing a 
mill base price reduction on Type 
304 stainless, presumably to meet 
a competitive situation in which 
other stainless vendors were of- 


fering higher grade steel for 
lower grade prices. 
Meanwhile, the steel price 


other | 


tion as its reason. A major 
Boston area cold-finished bar dis- 
tributor, Ward Steel, said its cus- 
tomers had reached the bottom 
of inventories, were ordering 
more because of it, and have in- 
creased order sizes. 

Other parts of the country 
haven’t matched New England’s 
improved demand performance, 
but they expect to do better soon, 
and hope for _ simultaneously 


strengthened prices. Right now, 
Portland, Ore., has gained no- 
toriety as probably the worst 
price market, replacing Houston, 
because “too many” distributors 
are doing business there. 

In product areas, stainless is 
still the hardest hit pricewise. 
“Our gross margin is down to 
2%2%,” one warehouse opera- 
tor complained, “and that means 
strictly loss business.” 


Gulf Coast Firms 


Rebound Quickly 


After Hurricane Carlas Onslaught 


(Continued from page 1) 


|major plants weathered Carla’s 


crushing caresses: 
A levee break poured four 
feet of water into Koppers Co.’s 


| Williams plant at Port Arthur. 


situation was stirring in other) 


areas outside Pittsburgh and 
Washington. One Midwest steel 
warehouse sales source was com- 
plaining—off the record—about 
continued “nibbling” at the price 
structure. Come Oct. 1, he said, 
his firm—one of the largest— 
does not plan to institute price 
changes “on our own.” For us, 
he said, “it isn’t a matter of the 
Kennedy letter. It’s the competi- 
tive situation.” 


Some Easing 

At the same time, price com- 
petition among steel service cen- 
ters appeared to be easing else- 
where for some products. In 
Houston, where warehouse prices 
have been the lowest in the coun- 
try, McCormick Steel Co. raised 
base prices for A-7 plate in ;'; 
in. through 2 in. from $6.81 to 
$7.10/cwt. for orders of 20,000 
lb. and over. Another firm said 
its new listings ranged from $7.25 
for ;%-in. up to $8.40 for 15%-in. 
through 2-in. Other Houston 
acompanies were undecided what 
to do but agreed prices were in 

a “state of flux.” 

Price pressures also appeared 
to be letting up in New England 
where Hawkridge Bros. insti- 
tuded a combined orders pricing 
plan two months ago. Apparent- 
ly no one copied the Hawkridge 
plan because they felt they 
wouldn’t lose any business be- 
cause of it. 

Hawkridge, however, feels its 
pricing formula contributed sub- 
stantially to its better showing 
recently. Vice President Lee 
Evans said sales increased on 
items covered in it over-and- 
above those in lines not included. 

In fact, New England led the 
country in demand pickup at the 
warehouse level, with August- 
over-July gains of 20% being 
reported. Wheelock, Lovejoy & 
Co., Boston alloy specialist, 
cited an easing of mill competi- 
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Corpus Christi polyethylene fa- 
cility. Delhi-Taylor suffered no 
damage at Corpus Christi, al- 
though it was shut down for two 
days. 


Mobil’s chemical 
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CARLA CASUALTY: Flood waters inundate New Orleans industrial plant 


in wake of Hurricane Carla. Stacked in foreground are metal pipes. 


Officials said reopening of the 
plant would be delayed for sev- 
eral days. Alcoa’s reduction 
works at Point Comfort had to 
close a potline when a roof blew 
away. 

Union Carbide Plastic Co. 
said reopening of its polyethylene 
unit at Texas City was awaiting 
only the return of personnel, 
many of whom had fled the blow. 
Its Seadrift, Tex., unit returned 
to production after only a two- 
day shutdown. 

Monsanto Chemical’s poly- 
ethylene plant at Texas City also 
resumed operations quickly, but 
DuPont's Victoria plant was re- 
ported running into initial trouble 
obtaining raw material from its 


plant said it might be out a week. 
Humble Oil’s Baytown polypro- 
pylene plant also expected a 
week’s shutdown. 

Shipping took several days to 
get unsnarled but in general, 
transportation facilities snapped 
back into operation quickly. The 
Sante Fe Railroad resumed serv- 
ice to Galveston at the end of the 
week. That city first was inun- 
dated by Carla, then was struck 
by a tornado. 

Coastal highways were inun- 
dated, and truck traffic stopped. 
But two days after the storm, 
Southern Union Gas in Dallas 
said pipe shipments from Hous- 
ton had arrived. 

Air freight traffic to Houston 


Top Steel Companies Backtalk KennedyonPrices Late News in Brief 


Another Stainless Cut 
Pittsburgh—vU. S. Steel Corp. cut the mill base price of type 304 
stainless steel plate by 342 ¢/lb. to 42'%4¢/lb. The reduction elim- 
inated a differential which had existed between type 304 and type 


302 plate. 


Ford Goes Electronic 
Detroit—Ford Motor Co. signed an agreement to purchase the 
assets of Philco Corp., Philadelphia, putting the automaker in the 
electronics, appliance, radio, and television fields. 


Textile Agreement Reached 
Washington—The State Dept. last week announced a compromise 
textile agreement with Japan that provides for an increase of 
7.8% in cotton cloth quotas. The Japanese, who claimed they were 
hurt by five years of volunteer holding back on exports to the U. S., 


wanted a 30% increase. 


facturers, however, were upset. 


U.S. textile traders, in general, were not 
too displeased with the modest quota hike. 


Cotton apparel manu- 
The agreement called for much 


higher quota increases in certain apparel lines. 


McNamara Names McNamara 
Washington—Defense Secy. Robert S$. McNamara has named 
Lt. Gen. Andrew T. McNamara (no relation) to head the new 


Defense Supply Agency he created two weeks ago. 


The agency 


will take over purchase of most common-use items used by the 


military services. 


Gen. McNamara is deputy commander of the Eighth Army in 


Korea but formerly served as Army Quartermaster General. 


He 


was active in creating the eight single-manager purchasing agencies 
for the military which will be replaced by the Defense Supply 


Agency. 


GE Re-Enters Signal Diode Field 


Syracuse—General Electric last week re-entered the signal diode 


business which it left in 1954. 


First device is a planar epitaxial 


passivated silicon diode, which GE says is the first produced by 
the industry. Designated SD-150, it has a switching recovery time 
of two nanoseconds maximum, conductance of 100 milliamperes. 
Price to original equipment manufacturers: $5.50. 


from Dallas and other points re- 
sumed last Tuesday. Power gen- 
erators, medical and other sup- 
plies were flown in, adding to the 
airport jam that backlogged some 
shipments. 

Most serious transportation 
snag was in the Houston ship 
channel connecting the city with 
the Gulf. Authorities expected it 
would take a few extra days to 
replace buoys and other markers, 
permitting full navigation. 

Big need for equipment at 
damaged plants appeared to be 
centered in the electrical line— 
motors, pumps, switches, etc.— 
but electrical supply firms, 
| stocked up for emergencies, came 
to the rescue. 


Item & Company 


INCREASES 


Copper sheet, roll, strip, 16, 20, 24, 
Kraft shipping sack papers, Olin 


Cement, Permanente, blk. bbl. & 


Quebracho extract, solid, lb 


REDUCTIONS 


Wood, steam, dist., crlts., gal 
Sulfate, erlts., gal 
Dark rosin sizes, Hercules, gal 
Tin salts, potassium stannate, lb. 
Sodium stannate, Ib 
Tin crystals, anyhd. lb 


Prods., trekld., 


Stainless steel, type 304, lb 
Gasoline, mid-cont. refiners, gal. 


Gasoline, Penn., Esso, dlr. tnkwgn., gal 
Sodium perborate, DuPont. Oct. 1, 


Rayon, white staple, Courtaulds, Ib 


Turpentine, N. Y., gum, erlts., gal 


Gasoline additives, USP No. 5 & No. 5-S, Universal Oil 


Polypropylene, molding gr. Escon 125 & extrusion gr. 
Escon 522, Enjay, 20,000-lb. lots, 


Price Changes for Purchasin en 
aS ing Agents 
Amount 
of Vew 
Change Price Reason 
30 oz., brass mills, lb. 0075 import hikes 
Math., Sept. 30, ton.. $10.00 dacs improved demand 
ee eT rece eee 007-036 -153-.161 
22,000 Ib. min., Ib.. 005 137 
paper sack, bbl...... 15 & .25 $3.70 
& $4.30 rising costs 
POE rr Teer e 1 27 improved demand 
EE eee ey COeeee 005 06625 good demand 
cpt Vedpaeereese 03 ate good supply 
Get erbeveet as ehesee 03 7] good supply 
pve ba eGeheekse tke ties 03 63 good supply 
> LA Bee .02-.03 es 
See awe CASS a eNEIOES 846 017 866 metal ease 
SR ee hy ee eee 1 731 metal ease 
POT VTL Tere eee 03 $1.117 metal ease 
SOC HCCC ASEH SES EH OCS ° 10 = $1.00-81.05 prod. econs, 
eee ere 04 42 prod. econs, 
SEK CRHD ORS SE OEDED SOS 035 competition 
had eebedeeeeeevseses 005 excess invents. 
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Electrical Rock Breaker 
Does Work of Explosives 


New York—General Electric 
Co. has developed an electrical 
method of rock breaking, which 
it said can be used by mining 
companies instead of traditional 
explosives. 

The electrical equipment would 
cost under $60,000 and will op- 
erate five times more economic- 
ally than explosives, after it has 
been in use long enough to cover 
the original installation cost, GE 
said. 

The new system will not en- 
tirely replace explosives, how- 
ever. It is designed only for so- 
called “secondary  rock-break- 
ing.” This operation is necessary 
to reduce the size of rocks that 
have been blasted out of the mine 
so that they can be transported 
easily from the area. 

Known as electrothermal forc- 
ing, the new method uses a radio 
frequency power generator, simi- 
lar to a television transmitter, to 
seek out small amounts of water 
trapped in the rock. This creates 
a path for an electrical current. 
Once the path is established, a 
second type of electrical energy 
—direct current—is used to heat 
the rock intensely, causing it to 
split along the path that the elec- 
tricity follows: 

GE, claims the system is safer 
and less time-consuming than use 
of explosives, and eliminates the 
long delays required in existing 
mining operations to evacuate 
workers because the system 
cracks and crumbles rocks instead 
of blasting them, the company 
said. 
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plungers.. 


ENGINEERED 
TEFLON’ 
PRODUCTS 


Exclusive Garlock manufacturing technique cre- 
ates unique properties in Teflon-impregnated 
LATTICE BRAID Packings. The use of pre- 
sintered Teflon powder gives new, low cost Garlock 
5875 LATTICE BRAID? Packing greater stability under 
temperature changes and outstanding resistance to glazing. 
The pre-sintered Teflon powder on the white asbestos 
yarn does not absorb water; hence, there is no “wicking”’ 
action, and minimum axial swell. The ground particles 
of Teflon form millions of bearing points on the packing 
surface... effectively reduce friction and wear... once 
installed, retightening or adjustments are rarely, if ever, 
necessary. Garlock 5875 LATTICE BRAID Packing 
contains over 30% Teflon by actual weight~- affords 
excellent resistance to moderately destructive and cor- 
rosive acids and caustics from —90°F to +500°F. 


Costs no more than regular packing. Garlock 5875 LAT- 
TICE BRAID Packing sells for almost 40°% less than 
other Teflon packings in use today. At this price, you 
can enjoy all the new features of 5875 plus the advan- 
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Apply Garlock 5875 Teflon-impregnated LATTICE BRAID 
Packings ** to centrifugal and rotary pump shafts, valve 

stems and expansion joints, and reciprocating rods, rams, and 
. @ premium packing at regular packing prices, 


Purchasing Week 


tages of LATTICE BRAID construction: 
completely integrated structure for greater 
strength, longer life, more flexibility and lower 
maintenance cost. No single outer braid or cover to 
wear through. Garlock 5875 LATTICE BRAID holds to- 
gether without disintegrating, wears far beyond ordinary 
packings. 


Enjoy fast delivery from warehouse stock. Garlock 5875 
Packing is immediately available in sizes from |” 
through 1” in either spool or reel form to meet your 
specific needs. Call your local Garlock representative at 
the nearest of the 26 Garlock sales offices and warehouses 
throughout the U. S. and Canada. Or, write for Catalog 
AD-185, Garlock Inc., Palmyra, New York. 


Canadian Div.: Garlock of Canada Ltd. Plastics Div.: United 
States Gasket Company. Order from the complete line of 
quality Garlock products . . . Packings, Gaskets, Seals, 
Molded and Extruded Rubber, Plastic Stock and Parts. 


*DuPont Trademark for TFE Fluorocarbon Resin tRegistered Trademark 
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Turn-Towls serve | 
hundreds of firms for 
less than $3.00 
per employee per year 


Compare your present towel serv- | 
ice with the benefits Turn-Towls 
can give you: 


@ Highest quality towels — that dry hands 
in seconds. Pure sulphate ‘Turn-Towls. are the 
fastest. absorbing towels om the market (a test 
quickly proves it) — and strongest, wet. or dry, | 


@ Reduced waste — Controlled dispensing 
does it. The Mosinee Turn-Towl cabinet has a 
25-year record of reducing towel consumption cs, 
and service costs. Custodians find the service 


easy to maintain. 


@ Better maintenance — Turn-Towl’s ex- 
clusive, new polished aluminum cabinet needs 
less attention to stay clean. It won’t rust, chip, 
wear out. If repairs are needed, simply replace 
the removable mechanism without taking cabinet 
from the wall. . 


@ The dispensers are free — leased and 
maintained free for use with Turn-Towls. 


A New Jersey firm reduced per-employee 
towel costs from $2.52 to $1.94 by switch- 
ing to high-absorbency Turn-Towls. 


NOW read how other users are saving with Turn-Towls 


BAY WEST PAPER COMPANY 
1096 West Mason Street + Green Bay, Wisconsin 


Please send me the information and materials I've checked below <> 
— Name of my nearest distributor who will demonstrate Turn-Towls for me = 
[) Free Turn-Towl Test Kit containing samples of Turn-Towls and literature _ 


[) Consumer reports comparing Turn-Towls with competitive towels 
[} Consumer reports on how other companies have saved with Turn-Towls 
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What do washroom towels cost your company? 


LAOS) 
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A North Carolina manufacturer cut annual 
towel costs from $480.00 to $196.00 
after changing to Turn-Towl service. 


You. can write your own economy story by turning to Turn-Towl 
service. Want details first? Send the coupon for complete infor- 
mation — your own free test kit. 


ANAS 


Swllelhoke Touela 


BAY WEST PAPER CO. 
GREEN BAY * WISCONSIN 


Subsidiary of Mosinee Paper Mills Co. 


